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Many thousands of successful dealers have found that the sure way to increase 
their business is by concentrating on Luxaire. 


For Luxaire is the complete line of Heating and Air Conditioning Units 
which offers deluxe design and construction at consistently competitive prices. 


This means, with Luxaire, that you have the qualities to command extra 
profits on your replacement and custom-installation jobs, plus the power to 
compete successfully against cheaply constructed units in price bidding. With 
Luxaire, you do not choose between excellence and a low price — Luxaire 
gives you both! 


Furthermore, you are not burdened by having to carry a large inventory in 
order to enjoy a favorable price. A nearby Luxaire jobber stands ready to 
provide speedy service on the type and size of unit which you require. 


——— If you want to make your money grow, by making it go farther, see your 
Oil Fired Winter Air Con- Luxaire jobber, today! 

ditioning Units are com- 
pletely Assembled and 
Wired, Heavily Constructed 
and Smartly Styled. Equal- 
ly adaptable for the base- 
ment, the utility room 
or alcove. 

































Gas Fired and Oil 
Fired Basement Units. 
Burn either Gas or 
Oil with equal effi- 
ciency. Handsome 
Console Cabinet. As- 
sembled and Wired 
Oil Units — 84,000, 
95,000 and 112,000 
Btu Output. 





Gas Fired and Oil 
Fired Counterflow 
Units are completely 
assembled and wired 
and have the same 
compact design, 
heavy construction 
and trim styling as 
the upflow units. 





Gas Fired and Oil Fired 
Horizontal Furnaces 
are low and compact 
for the “tight” spaces 
— a complete line of 
either type, having the 
superior qualities of 
heavier construction. 





Horizontal Furnace 
with Duct Type 
Cooling Coil. 





—— 





2, 3or 5 H.P. ay Type ney 
Air Cooled Upflow Winter inter Air Air Handlin Gas Fire ‘ 
Condeneer- Air Conditioning Conditioning Blower an Unit Heater. Gas » an 
Compressor Unit. Unit with Unit with Counterflow Cooling Coil Unit. 5 Sizes. urner. 
Underwriters’ Circular Circular Unit with 
Listed for Outdoor (Plenum Type) (Plenum Type) Counterflow 
Installation. Cooling Coil. Cooling Coil. Cooling Coil. 
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NEW EXTRAS 


on Mueller Climatrol Traditional Winter Air Conditioners 
For truly complete comfort performance and EXTRA PROFITS! 


—_ eucere=my 
s 
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NEW ...for constant heat control! 

LEVELIZER® Variable-input Gas Valve adjusts gas flow so that 
more heat is delivered as outdoor temperature drops, less heat 
as it becomes milder. There is no overheating. inconspicuous 
Weather Wand mounts outside — instantly ‘‘reports’’ changes 


fi\\ 


NEW ...for greater convenience! 

Filter-Flag signal light* on the thermostat tells householder 
when filter pads need cleaning or replacing. A signal-reset on 
the heating unit itself provides an additional reminder 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


in outdoor temperature to the gas valve. 


Persuasive selling can make this optional 
equipment “must-have” equipment in the 
minds of your prospects. Sell all the 
features all the time and cash in! 


NEW ...for continuous air circulation! 

Variable air-flow blower adjusts the flow of heated air to match 
the amount of gas input. Continuous air circulation eliminates 
drafts and supports even indoor temperatures. Variable blower 
also automatically adjusts air flow for summer air conditioning*. 





e air cleaning! 
Mueller Ciimatrol Electronic Air Cleaner* is built right into the 
fan compartment. Many times more efficient than ordinary filters! 
Removes dirt, dust, soot, smoke and pollen. Leaves only clean, 
pure air—aids in relieving allergies—makes house-cleaning easier. 








Mueller Ganay Climatrol: 


O'iviSton OF WORTHINGTON 





2030 W. Oklahoma Ave. 1024 Westminster Ave. 2490 Bloor St., W. 


Type 105-1 GAS 
Milwaukee 1, Wis. Alhambra, Calif. Toronto 9, Ont. 


Type 202-1 OIL 
*Available on gas or oil models 


GAS AND OIL 


America's most complete line — Comfort Control for healthful living 
SUMMER AIR 


GAS AND Ot. \ ELECTRONIC | — 
SYSTEM CONDITIONERS CONVERSION AIR FILTER. | — 
HUMIDIFIERS BURNERS ms a 


GAS AND OIL HEATING- 
WINTER AIR = BOILERS 
CONDITIONERS 
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Thumbing Through 
This Month's Artisan 


. . we find some 
answers to complex heating 
problems when we go on a 
job with a dealer-contractor 
whose Gas-Fired Yeas 
‘Round Units Supply Triple 
Distribution Systems in Tri 
Level. We see that each level 
is treated as a one-story house 
in designing the air distribu- 
tion system, noting that the 


below-grade rooms are served | 


by an embedded radial duct 
system; the main floor by a 
perimeter system; and the 
second level by high side 
wall registers. We note also 
that two units, each with its 


own cooling tower, are re- | 


quired to provide proper dis- 


tribution through the three | 


systems the year around. 


Leggings 

. and we attend 
the birth of a new industry 
when a Contractor's Metal 
Leggings Specialty Graduates 
to Production Line. We vis- 
ualize some unusual applica- 
tions for this specialty prod- 
uct as orders roll in for use 
by cowboys, African safaris, 


forest rangers and pipeline | 


walkers around the world. 


We follow the 0.025 alu- | 


minum leggings through the 
fabrication process from cut- 
ting patterns on a template 
through cutting, 
and shaping, to attachment of 


leather trim, straps and buck- | 


les, 


Persuasion 

. we begin a 
new series with some new 
and tested slants on The Sei- 


. | 
ence of Selling air condition- 


ing, heating and sheet metal 
products and services, with 
some different approaches on 
How to Increase Your Per- 


suasive Power. We find an- | 


swers based on thorough 





trimming | 


a—E)—~ 


Architectural Grilles 
for every type of installation 


LATTICE PATTERN — 3%" Square 
57% Free Area 



























































DESIGN C 
73% Free Area 


Getting exactly what you want is no problem when 
you specify A-J Architectural Grilles. There are practi- 
cally no limitations on size and grilles can be made to 
your exact order from steel, aluminum, bronze, monel 
or stainless. Available in slotted designs B, C and D, 
and square meshes of '/2", 5¥g", %4" and 7%". 


NEW FROM A-J! Design E Convector-type grille with 
vertical pencil-proof slots for cooling or heating outlets, 
return or exhaust application. Free area 54%. May be 
installed in sills, sidewalls, ceilings or floors. Available 
in steel, aluminum, stainless or bronze. 
Send for FREE A-J Catalog 
that contains complete specifications. 


A-) MANUFACTURING CO. 


A-8 3601 E. 18th St. Kansas City 27, Mo. 
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tests, under controlled condi- 
tions, to such questions as: 
Should the strongest argu- 
ments be presented first or 
saved for the close? When, 
if ever, should a prospect’s 
“fears” be developed into 
motives for buying? Should 
a salesman admit negative 
facts about his product? 
Does it really help to get the 
prospect “into the act’? We 
get some interesting — and 
some startling answers to 
these and other important 
questions, and we apply these 
answers to various types of 
prospects, and watch them 
pay off in increased sales. 


Chlorides 

. and we review 
case histories of some trou- 
blesome installations and 
heed the warning: Chlorides 
in Combustion Air — Source 
of Trouble for Direct-Fired 
Unit Heaters. Author Lyle 
K. Huhn takes us to several 
installations in which heat 
exchangers deteriorated short 
of their anticipated life span, 
due to exposure to atmos- 
phere containing chlorinated 
dilute 
from dry clean- 
ing, degreasing and other 
processes. We find that these 
chlorinated solvents break 
down in the process of com- 
bustion to form hydrochloric 
acid which rapidly corrodes 
the heat exchanger and we 


solvents - even 
quantities 


realize that care is required 
in selecting locations for di- 
rect fired unit heaters where 
the presence of chlorides is 
suspected. 


Women Tell Why They 
Want Air Conditioning 


To LEARN that some house- 
wives are thinking of sum- 
mer air conditioning as being 
almost as important in the 
home comfort picture as heat- 
ing was quite pleasing to me, 
and I'm sure it was equally 
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Lockformer +5 ‘ 


One opening roll after 400 tons of Pittsburgh Locks—and 11 
years—is a good record for any Lockformer . . . but it's not 
unusual! Many Lockformers delivered 20 years ago are still 
going strong! That's why we say... 


LOCKFORMERS JUST REFUSE TO WEAR OUT! 


—e—_w'-8 YA Sie ~tLe 
—— ¥ “| ” 
\) 


> Cat — 


One man and a Lockformer makes more Pittsburgh Locks 
than sixteen men and eight brakes. 





TIME SAVING, MONEY MAKING EQUIPMENT 


manufactured by 


THE LOCKFORMER COMPANY 
4615 W. Roosevelt Rd., Chicago 50, Illinois 


In Canada: Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ont. 
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nter 4-1981 


s 
cet METAL wort 


: Conditioning ® 
rte, Lovisiana 


and not one 
penny spent 
for repairs! 


| eee TYPICAL 
| LOCKFORMER 
PERFORMANCE 
RECORD AS 
REPORTED BY A 
SATISFIED OWNER. 


For the complete Lockformer 
money-saving story, fill out, 
clip and mail this coupon. 


THE LOCKFORMER COMPANY 
Dept. A, 4615 W. Roosevelt Road, Chicago 50, Ill. 


Please send me the brand new, free Lockformer Catalog. 


Nome__ 
Firm__ 
Address 


City... 
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so to members of the staff of 


(Continued) | 


Lennox Industries Inc. who | 


recently conducted an infor- 
mal discussion 
housewives in 


City. 


New York 


A New Jersey housewife 
told how she first realized 
the importance of air condi- 
tioning after she gave birth 
to one of her children. “Both 
the delivery room and the 
nursery were air conditioned, 


and I was concerned,” she | 


among 17 | 


said. “I asked my doctor if | 


a brand new infant wasn’t 
likely to catch cold in an air 
conditioned room. He as- 
sured me there was no dan- 


ger. ‘In fact,’ he said, ‘I ad- | 
vise you to air @pndition your | 


house. In the first place, new- 
born infants tend to lose a 
few ounces the first month or 
so. But in an air conditioned 
home, they sleep more com- 
fortably, they don’t perspire 
and thus they don’t lose 
weight. Feeding problems are 
easier and they don’t come 
down with prickly heat.’ 
This housewife also ex- 


plained how summer air con- | 
ditioning in her home helped | 


solve the domestic help prob- 
lem. She has found, in inter- 
viewing girls to help with 
the housework, that they pre- 
fer to work in a house that 
is air conditioned. 

Each of the 17 women 
participating in the informal 
discussion had been living in 
air conditioned houses for 
a year or more. They were 
invited by Lennox Industries 
Inc. to attend a luncheon and 
tell of their experiences. One 


woman said air conditioning | 


gave her more pep for gar- 
dening. A second told how it 
has changed her clothes-buy- 
ing habits. Another related 


its beneficial effects in giving | 
her son relief from asthma | 
attacks. Several said they have 


less dirt in their air condi- 
tioned homes, and a number 
of them mentioned that they 
stay home more and entertain 













Speaking of 


modernization... 


) to be really modern a gas heat- ~ 
) ing unit must have the safety 
\ and convenience of ... | 


a < e 





lighter 
tube 


@ Available on all makes 
and models as 
equipment from the 
manufacturer. 


original 


Your customer will appreci- 
ate the push-button ease of 
pilot lighting and the free- 
dom from sometimes haz- 
ardous lighting practices. 


(U.S. Pat. No. 2728384, Can. Pat. No. 676802) 


MODERN 
LIGHTERS 


INCORPORATED 


NORTHVILLE 


Write for literature. 


MICHIGAN 
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more frequently in the sum- 
mer. One woman said that 
her husband found it would 
be a poor investment to build 
a house without central air 
conditioning. 





AC Market Reaches 
Down to $12,000 Homes 


I was very interested in a 
chart published by General 
Electric Co. in its June issue 
of Air Conditioning Prog- 
ress. The chart gives statistics 
on summer air conditioning 
installations in houses built 
in the South during 1956. 
The exact areas where the 
houses are located are not 
designated. However, the re- 
port covers 72,800 homes 
and indicates where sales 
promotional efforts might be 
most profitably concentrated. 
Here are the reported statis- 
tics: 


Price No. With 





Built AC 
$20,000 & over 8900 43%, 
$15,000-19,999 13,800 11% 
$12,000-14,999 18,800 13% 
$10,000-1 1,999 10,500 i% 
$7000-9999 6600 2%, 


“As may be seen,” the 
magazine points out, “little 
more than 10 percent of 
1956's new construction went 
in with air conditioning. 

“These figures are not 
meant to discourage, but to 
call attention to the tremen- 
dous, untapped potential 
available to all of us. Note 
that the figures indicate that 
the market goes down to 
homes priced as low as 
$12,000. 

“There are many indica- 
tions that the long awaited 
demand for year ‘round air 
conditioning is coming much 
faster than you might think. 
There is a general public 
awareness of this terrific 
boon to good living that can 
result in only a steadily and 
| rapidly rising sales curve. 
“All we have to do—all 
| of us—is sell it.” 
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Good Supervision 
Growing in importance 


FEATHERBEDDING is robbing 
American consumers of bil- 
lions of dollars a year, ac- 
cording to the Chamber of 
Commerce of the United 
States. When I read _ this 
headline I immediately real- 
ized how important good su- 
pervision is becoming. I re 
cently talked to a sheet metal 
contractor, who told me that 
one of his employees, when 
placed on a job near his 
home, would invariably make 
the job last two or three days 
longer than had 
been 


originally 
planned in the esti- 
mate. The sheet metal con- 
tractor told me that when 
he became aware of this, he 
first started checking his esti- 
mating procedure to make 
sure he was not underestimat- 
ing the time required on the 
job. But after he realized that 
this was not the case, he be 
gan to notice that it was only 
the jobs near this employee's 
home that seemed to take 
more time. It soon became 
obvious that the employee 
was extending the privilege 
of working near home be- 
cause of the convenience, dis- 
regarding entirely the ex- 
pense incurred by his em 
ployer. The problem was 
solved by ceasing to assign 
this particular employee to 
jobs where such a situation 
could occur 


Sell Systems That 
Provide ‘Better Air’ 


RECENTLY in reading Ameri- 
can Air Filter’s annual re- 
port for 1958 I noticed the 
frequent reference to ‘‘bet- 
ter air.’ This is a term that 
has been used by this com 
pany for the past 30 years. I 
believe it could also be used 
to advantage by any contrac- 


tor selling air conditioning or | 


ventilation. People are in- 
clined to think in terms of a 


10 
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SEND TODAY FOR THIS 
COMPLETE INFORMATION ON THE 


AIR-EASE 


GAS AND OIL UNITS 


A useful sales tool 


- Attractively colored 


Complete Specifications and Price List 
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WRITE FOR 
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of nearest 


relate Male lil | AIR-EASE | distributor 


THE JOHNSON FURNACE COMPANY 


TREET CLEVELAND 11 
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better product, and when that 
product is air the term will 
serve to remind them that it 


| is better to pay more for a 


thorough, well-engineered 
job than to cut costs by pur- 
chasing a system that will not 
provide “better air.” 


| Gives Definition 


Of Productivity 


I LIKE this comment by A 
Lightfoot Walker, president 


| of Rheem Mfg. Co.: ‘'Pro- 


ductivity is the balance of 
factors that will gain the 
highest output for the effort 
extended. As such, it ob- 
viously is a measure of cali- 
ber of management. It is a 
goal to be pursued 
be fully attained.” 


never to 


Remodeling? Check 
Ventilation Needs 


REMODELING work, particu- 
larly in an older house, fre- 
quently gives rise to conden- 
sation problems that the 
homeowner never experi- 
enced before. A room addi- 
tion, an enclosed porch or a 
remodeled attic, completed 
with today’s almost airtight 
building materials and meth- 
ods, can result in localized 
moisture areas that cause the 
owner to think the contractor 
“did something” to his house 
that shouldn't have been 
done. 

The causes of condensa- 
tion, of course, are well 
known, but unfortunately too 
little information has been 
available in the past to give 
builders a reliable guide to 


adequate preventive meas- 


} ures. 


The answer to many con- 
densation problems is ade- 
quate ventilation, and proper- 
ly ventilating the home at the 
time a remodeling job job is 
done can prevent costly re 
pair work later. 

The Metal Ventilator Insti- 
tute has available for archi- 
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UNITROL 110R % U -lele) = 


smart ways 
to push-up 
your water 


heater 
sales score! 


UNITROL 


SPECIFY ROBERTSHAW UNITROLS WITH BUILT-IN PRESSURE REGULATORS 
TO...INCREASE GAS BURNER RATINGS...IMPROVE IGNITION PERFORMANCE... 
IMPROVE YOUR WATER HEATER SALES APPEAL. 


New Robertshaw Unitrols, with built-in pressure regulators, give your water heaters the 
smooth, modern look ... clean design, no sharp corners, no dust-catching crevices. For a 
higher sales score, enable salesmen to demonstrate the smart new Unitrol 200R with its slip- 
top cover and concealed knobs .. . or best yet, the Unitrol 400R with the slip-top cover and 
the flip-top lid . . . and the ultimate in appearance. Robertshaw Unitrols with built-in pressure 
regulators also simplify your assembly and inventory problems! ® Push-up your water heater 
sales high — specify the smart, new Unitrol 110R ... higher with the smarter Unitrol 200R 
... highest with the fabulous Unitrol 400R — all with built-in pressure regulators. 


FOR MORE . 
INFORMATION : 
CONTACT ae 3 


GRAYSON CONTROLS DIVISION « LONG BEACH, CALIFORNIA 
e . 
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tects, builders and home own- 
ers, complete charts and 
formulas for determining 
ventilation requirements. Fol- 
lowing these reliable guides 
will help avert such problems 
as peeling paint, rot, loss of 
insulation through wet in- 
sulating material, 
plaster, discoloration of ceil- 
ings and other symptoms of 
trapped condensation. 


loosened 


How Administration 
Differs from Operation 
HERE'S ANOTHER SBA “rule 
to manage by’”’: 


Small Business 
Administration 
Washington, D. ¢ 


Dear Mr. Barnes: 

Too often the small busi 
nessman take 
to differentiate between op 


doesn't time 
erating and administering a 
The way I see tt, 
a dealer-contractor is operat 
ing his 


business. 


when he 
opens the doors every morn- 
ing, when he meets custom- 
ers, when he talks with sales- 
men, when he calls at the 
bank about a loan, when he 
orders some merchandise or 
other supplies, or buys a 
machine. 


business 


Operations repeat 
themselves frequently, some- 
times many times daily. They 
can and sometimes do _ be- 
come too routine but they are 
the things a person often 
finds himself so busy with 
that he cannot do any ad- 
ministering. 

What do we mean by ad- 
ministering? First, let me say 
that administering is prob- 
ably the most important thing 
anyone does relative to his 
business, or it should be. By 
administering, we mean plan- 
ning, organizing, staffing, 
directing and controlling a 
business. This means that a 
dealer-contractor must estab- 
lish policies and procedures 
so that his assistants and 
supervisors will know what 
he wants done under differ- 
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@ saves up to 
90% labor over 
hand cutting 
methods 


Se a 


outperforms 
band saws 
costing three 
times as much 


built for 
heavy duty 
production 
shop 
cutting 


The Lockformer Band Saw 

with % hp. motor will match 

or surpass performance of costlier saws with ratings 
up to 1% hp. That’s because V-Belt drive with con- 
ventional sheaves eliminates power-robbing speed 
reducers, provides blade speeds of 100, 600 and 
3000 fpm. for cutting forgings, bars, stacked bronze, 
brass, copper, aluminum and steel sheets, plates, 
stainless, wood and plastics. 

Simple, rugged, compact—sealed ball bearings 
lubricated for life, cemented carbide blade guides. 
Perfect blade control—no twisting. Frictionless final 
drive chain—no chatter, no slipping. 

Fast, accurate cutting on three-wheel Lockformer 
Model 24S with 24” throat; two-wheel Model 14SM 
has 13%” throat. 


More facts? Attachments? You Bet! Just ask... 


JOCKFORMER 


TIME SAVING 
MONEY MAKING 
EQUIPMENT 


THE LOCK FORMER ©. 


Dept. A, 4615 West Roosevelt Road 
Chicago 50, Illinois 


In Canada: Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ontario 
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ent circumstances also so 
that he will know himself. 
Next month I plan to take 
up five important factors in- 
volved in good administra 
tion. 
Sincerely, 
Wilford White, Director 
Office of Management 
and Research Assistance 
Be sure to watch for Mr. 
White’s letter in this column 
next month. 


Be Guided By Opening’s 
‘Net’ and ‘Free’ Area 


A BULLETIN recently released 
by the Metal Ventilator In- 
stitute reminds us to be 
guided by the “net” and 
‘free’’ area rather than by 
total area of an opening, as 
neither the over-all size nor 
the outside dimensions count 
in determining the efficiency 
of a ventilator for a certain 
given area. 


The Metal 


stitute 


Ventilator In- 
that the ‘“‘net 
free ventilating area’ of any 
ventilator is what counts be- 
cause that constitutes the ob- 
struction-free area. 

This is the area that per- 
mits unhindered passage of 
air between grilles, louvers, 
structural members of the 
ventilator, screen, and other 
obstructions. 

The importance to the 
homeowner of “net 


warns 


free 
ventilating area’’ is so great 
that the institute requires its 
member manufacturers of 
metal ventilators to label each 
ventilator made by them, cer- 
tifying its actual “net free 
ventilating area.” 

Precise charts and formulas 
to determine the exact ‘‘net 
free ventilating area” needed 
to ventilate properly any size 
area have been made avail- 
able by the institute. 


EDITOR 
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A line to please prospects 
---Pplus a plan that 
makes sense to builders 
and profits for you! 


For home-owners: Chrysler Furnaces have the fea- 
tures, the styling and the prices to help you turn low- 
profit repair jobs into high-profit new furnace sales. 
The complete Chrysler line gives you the exact type 
and capacity for any home. And the famous Chrysler 
name gives you the brand-acceptance that makes it easy 


to turn your prospects into satisfied customers. 


For builders: Chrysler Furnace Dealers offer a 
volume sales plan that makes good sense to even the 
most economy-minded builder. This plan means lower 
costs for him—and extra sales for you. Your local 
Chrysler Distributor can quickly show you how easy 
it is te make money in the competitive builder market 
with Chrysler Furnaces, 


For dealers: The Chrysler line is the high-profit line. 
Sales come easier when you're backed by a nationally 
advertised, nationally respected line. Installation costs 
are lower because Chrysler’s exclusive package design 
permits fast, easy one-man installation. And Chrysler 
quality means your profits won’t be drained away by 
costly service call-backs. 


Get the complete story of the many advantages of 
Chrysler Furnaces. Call your local Chrysler Airtemp 


Distributor today—he’s listed in the Yellow Pages. 


AIRTEMP 


Airtemp Division, Chrysler Corporation, Dept. N-89, Dayton 1, Ohio 
Canadian Distributor: Therm-O-Rite Products, Ltd., Toronto, Ontario 


















Milcor Metal Access 
Doors are ready to 
install and provide 


easy access to key 





points in duct work 
otherwise difficult to 


service 


A duct-work job 
is better pay...using 
Milcor all the way 


With Milcor Standardized Fittings, you can devote more time to 
selling and planning (where the money is! ) — spend less time in the shop. 
Estimating, layout, and installation go faster — your job costs 

are less and your profits greater. Call your jobber for prices 

or write the nearest branch listed below. 


NM LCOR ® INLAND STEEL PRODUCTS COMPANY Member of the «<{D}» Stee! Family 
JLCO vert. H, 4023 west BURNHAM stReer, MILWAUKEE 1, wi 





WHAT'S HAPPENING... 





OHI Certification 
Examination for 
Servicemen Ready 


New York City — 


fication examination for oil heating 


A special certi- 


servicemen has been prepared by the 
domestic education committee of the 
Oil Heat Institute of America. Robert 
W. Hundley, sales manager of the 
William Steinen Mfg. Co., is chair- 
man of the committee. 

Local chapters of OHI can arrange 
for certification examinations to be 
held in their areas providing, in each 
case, a minimum of 40 servicemen 
wish to take the examination and be 
certified. All 


grades of 80 percent or better receive 


servicemen receiving 
certification in the form of a card 
and pin stating that they are OHI of 
America certified oil heating techni- 
cians. OHI offers decals to dealer- 
contractors and wholesalers certify- 
ing that their servicemen have been 
tested and found qualified. These can 
be usedgin showrooms, on_ trucks. 


service vehicles, etc. 


LA Gets Ruling 
On Gas Line Valves 


Los ANGELES 


A ruling covering 
furnace and domestic hot water heat- 
er gas line valves for use in Los 
Angeles was recently approved by 
the city’s Department of Building 
and Safety Commissioners. The rul- 


ing goes into effect October 1. 


AFI Standardizes Electronic 
Air Cleaner Terminology 


The Air Fil- 


ter Institute has approved a number 


Wasuincton, D. C. 


of recommendations of its electronic 
air cleaner technical subcommittee to 
standardize terminology and _ estab- 
lish “certified ratings” for electronic 
air cleaners. The new set of specifica- 
tions provides: 

1) That the name of the testing 
method be defined as “The National 
Bureau of Standards Dust Spot Meth- 
od.” The method uses atmospheric 
air without the addition of other dust 
or contaminant. 

2) That the 


“electronic air cleaner” be used by 


identifying term 
all members in their literature. 

3) That efficiencies of 85, 90 and 
95 percent will be catalogued. 

1) That capacity tables be based 
on efficiencies of 85, 90 and 95 per- 
cent, expressed in cfm, and rounded 
out to the nearest 10. 

5) The cell face are be defined as 
the gross area calculated from the 
outside dimensions of the cell. 

6) The term “velocity” may be 
used in catalogs although it is not 
necessary since cell capacity in cfm 
for a given efficiency is basic. 

7) That efficiency curves may be 
used in catalogs provided that velo- 
city and/or face area values are de- 
fined in accordance with items 5 and 
6. 

8) That no claims will be made 


for collecting particles smaller than 


make recommendations on issuance 
of certification seals, and to receive 
and investigate inquiries regarding 
accuracy of any certified ratings. 


Hess Named 
ASHRAE President 


LAKE Pracip, N. Y. Arthur J. 
Hess was elected president of the 
American Society of Heating Refrig- 
erating & Air-Conditioning Engineers 
at the group’s first annual meeting 
held recently at Lake Placid, N. Y. 
Mr. Hess is the first president of 
ASHRAE who has also served as 
president of the American Society of 
Heating and Air-Conditioning Engi- 
neers and of the American Society 
Other 
new officers are D. D. Wile, first vice 
president; W. A. Grant, second vice 
president; R. H. Tull, third vice pres- 
ident; John Everetts Jr.. fourth vice 
president; F. Y. Carter, first treas- 
urer; and J. H. 
urer. 

Robert C. 


pointed executive secretary of the 


of Refrigerating Engineers. 


Fox, second treas- 
Cross has been ap- 
association, succeeding A. V. Hutch- 


inson who became “executive secre- 


tary emeritus” on July 1. 


Sell More Oil-Fired 


For several years the Department, 0.01 microns. 


, Heating Equipment 


p e = , ‘gt 

the American Gas Association, the 9) That catalog data include the ‘ : ‘ _— 
; ; ay Hy New York City Sales of oil-fired 
overall dimensions of the unit or ith 


Western Plumbing Officials Associa- 
‘central heating equipment for resi- 


tion, and manufacturers of gas valves _ system. 
10) That an “AFI Certification of 


Ratings” be based on a well defined 


and connectors have been working : ; 
the Oil Heat Institute of 


standard for gas line ine 
reports. The institute re- 


towards a 


valves. This ruling, acceptable to all testing procedure established by a Miports 23,415 warm air furnace-burn- 
test code committee and using the 9 
National Bureau of Standards Dust iif 
Spot Method. 

11) That a standards committee, "| 


established to 


the above groups, requires that gas 
line connector valves shall bear the 
seal of approval of AGA and the 


valve body must show a numerical F 
: wmewas an increase of 4 percent over 
tests, & 


marking indicating the tubing size be supervise 2a es 
oe np eae dyes: i - the same period in 1958, OHI says. 
for which it is to be used, for exam- maintain records of tests, approve s 


ple, one-half, ete. laboratories for certified testing, 
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... Weed a good 
DIRECT MAIL piece? 


... use AMERICAN ARTISAN 's 


MODERNIZATION CH ECK-LISTS 


CHECK-LISTS spell out to the prospect: 


THERE IS NO REASON why every heating 
system cannot provide a “comfortable unaware- 


man to improve or modernize existing systems 
is minor. Use of these check-lists will help him 
to determine how his system stacks up against 
the standards set for a "Good" system. 


ness" that the equipment is operating. Often, 
the work required for a professional heating 


22 important check points for good heating 
— perhormance; anong these are: 


vd Is the furnace less than 15 years old? rd Are room air temperature differences within 2 
degrees between all rooms (at comparable lo- 
{7 Are room air temperature differences within 4 cations)? 
degrees between floor and ceiling when outdoor 


air temperature is 30 F? i Does system include a humidifier? 


vd Have service calls been rare during recent years? 


i“ Are occupied areas free from noticeable drafts? 


vod Are fuel costs equal to those for similar houses 
in the vicinity? 


rd Has furnace been checked for efficiency within 
past 12 months? 


SPACE FOR A SALES LETTER BY THE DEALER-CONTRACTOR IS PROVIDED ON 
REVERSE SIDE OF CHECK-LISTS 


THE HEATING, air conditioning and 
sheet metal check-lists published in 


! Amorican Artisan 
| 6 WN. Michigan Ave. 
: Chicago 2, Ill. 


: Please rush the following quantities: 


Heating check-lists 
s air ditioning check-lists 
Sheet metal check-lists 





Standards for Rating Heating Systems cards : 


: Enclosed is my check for $ 
+ costs. 
(Please print) 


City and State 


‘| am a dealer .... wholesaler .... 


te cover reprinting 


manufacturer | 


the March American Artisan Mod- 
ernization Issue can be used as di- 
rect mail pieces, for presentation 
by salesmen, as giveaway items for 
home shows, etc. Designed to remind 
home owners of their modernization 
needs, the two-color check-lists are 
available at the following prices: 


Quantity Cost 


Standards cards are two cents each 
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‘it’s a snap to install!” 


AMERIVENT 


A Division of American Metal Products Company, Inc 
6100 Bandini Bivd., Los Angeles 22, Calif. 


Have you heard 


“Music to Install Gas V2nts By?” 
Send for your free recora today. 


“What'd you say?” 
“T said, it’s a SNAP to install!” 
“What's a snap to install?” — 


““AMERIVENT Double-Wall Gas Vent 
with the sNAP-LOCK joint!” 


“So, what’s that mean to me?” 


“Simply this... your labor is your 
biggest single cost, right?” 


“Right! ... every contractor 
knows that.” 


“Well... to install AMERIVENT your 
men just line up the mating ends... 
push together...and sNAP...it’s done, 
In fact, AMERIVENT is the fastest 
installing gas vent for water heaters, 
furnaces, boilers and space or 

wall heaters... and that means 
AMERIVENT saves you M-O-N-E-Y!” 


“Sounds good.” 


‘And that’s not all... UL Listed 
AMERIVENT stops condensation, fire 
hazards and ends those profit 
killing call-backs. Plus it...” 


“Stop! I’m convinced. Just tell me 
where I can buy it!” 


“That’s easy... your local AMERIVENT 
wholesaler can supply your individual 
requirements from his complete 

stock of round and oval pipe, 

fittings and accessories!” 











DOUBLE ware 
Gas vENn 




















Dream Room Sty!'ng that fits anywhere in any home! 


Here are the first home heating units ever designed for living areas 
. . . Styled to grace any interior, upstairs or down. From the older 
home’s “rec” room to the living room of a basementless modern, Per- 
fection gives your customers new planning freedom to make “dream 
rooms” come true, 


“HIGH STYLE” comes to Wall 
Furnaces, too 


New, economical space-savers de- 
luxe! Gas model, 70,000 BTU input; 
oil model, 65,000 BTU output. 





sets the FORWARD TREND 


nace sales for you 


It’s the “ 


residential heating and cooling of the future” brought to the oil heat 


field today! The same new standards of engineering and styling first introduced 


in the gas furnace selected “to show the world” at the Brussels Fair. Gas 
oil, these furnaces will spark your selling enthusiasm . 


or 
because they’re so 


different, because they more than live up to every claim, because they are so 


completely NEW! 


See what the Forward Trend means to your customers ... and to YOU! 


’ 


NEW COMFORT-LEVEL CONTROL 


Always an outstanding exclusive, now Perfection’s 
Regulaire® with new Electro-Magic “brain” is ter- 
rific! It’s the air control that works hand-in-glove 
with the thermostat, matches heat circulation to 
demand, stops on-off hot and cold blasts forever. 


FULL-LINE FLEXIBILITY to meet all 
your job and price requirements 


Customer want the best? A Regulaire will carry him 
“first class” through years of automatic comfort. 
Want the style, but medium price? The Stylist has 
it plus a world of extra value inside. Strictly com- 
petitive? Trimline engineering equals most of the 
“bests” at prices the “specials” can’t beat. 


REGULAIRE Series STYLIST Series TRIMLINE Series 


Oll and GAS 
UPFLOW and 
COUNTERFLOW 


OIL and GAS 
UPFLOW and 
COUNTERFLOW 


OlL and GAS 
UPFLOW and 


’ 


COMPACTNESS TO FIT ANY SPACE 


Whether it’s a flush-wall fit, a clothes-closet squeeze, 
or just plain compact neatness you need, these Per- 
fection beauties beat them all for size. All gas and 
popular-size oil units only 56” high... widths down 
to only 14”. 


UNSURPASSED FUEL ECONOMY 


In Oil, Perfection’s hi-pressure oil burner with 
unique Multi-Jet blender is the key to perfect air- 
oil mixture, new fuel savings, outstanding quietness 
of operation. Lower nozzle temperatures and less 
nozzle failure, too. 


In Gas, Perfection’s famous 3-Stage Fire matches 
fuel consumption to weather conditions precisely. 
And Perfection’s exclusive new Heat Bank is the 
contour-engineered heat exchanger that collects 
BTU’s from flue gases like a miser hoarding money. 


READY TO INSTALL...FAST 


No more internal wiring, no more stack control or 
draft regulator installation, no more combustion 
chambers to assemble. Perfection oil and gas fur- 
naces are prewired, completely factory assembled*, 
ready to connect. You sell UP, hold costs DOWN 
when you install a Perfection. 


COUNTERFLOW 


*except for draft regulator on smallest oil size 


OIL FURNACE SPECIFICATIONS— Upfiow Models 





Firing 
BTU Output Rate Motor 
at Bonnet GPH HP 

84,000 75 1/6 
100,000 89 1/4 
112,000 1.0 1/4 
123,000 im) 1/4 1250 
140,000 1.25 1/3 1430 


GAS FURNACE SPECIFICATIONS— Upfiow Models 


Regulaire 
Models 


OM 84k 

OM 100R 
OM 112k 
OM 1238 
OM 140R 


Trimline 
Models 


OM 84x 
OM 100X 


Stylist 
Models 


OM 84 


CFM Heating 
(90° Rise) 


850 
1020 
1140 


CFM Cooling 
at 5 SP. 





1100 — 1200 
1100 — 1200 
1200 — 1850 
1850 — 2000 
1850 — 2000 








OM 112 
OM 123 
OM 140 
































BTU 

Bonnet Motor 
Capacity HP 
60,000 1/6 
80,000 1/6 
100,000 1/4 
120,000 1/3 
175,000 140,000 1/3 
200,000 160,000 1/2 

t Counterfiew only. 


CFM Heating 
75° Rise | 100° Rise 
750 525 
1000 
1250 
1490 
1735 
1950 


Regulaire 


Stylist 
Models 


Models 


Trimline 
Models 


BTU 
Input 


75,000 
100,000 
125,000 
150,000 





CFM Cooling 
ot .5 S.P. 





MG 75* 
MG 100* 
MG 125* 
MG 150* 


MG 75X* 
MG 100X* 
MG 125X* 
CM 150Xt 





MG 100 RT* 
MG 125 RT* 
MG 150 RT* 
MG 175 RT MG 175 
MG 200 RT MG 200 

* Also corresponding COUNTERFLOWS 
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WHAT'S HAPPENING... 


(Continued from page 15) 





U.S. Builders Faced With 


Gigantic Construction Job 


New York City The American 
construction industry will face the 
task of building the equivalent of 
another United States within the next 
0 years, according to Dr. George C. 
Smith, vice president and economist 
of F. W. Dodge Corp. His 40 year 
projection was based on the United 
States having a population near 340 
millions or about double the current 
total. “As one example of what this 
will mean, we will have to build 48 
million new dwelling units in 40 
years to provide living quarters for 
the increase in population alone,” he 
said. “But this is only a starting fig- 


ure, because even at modest replace- 


WAHINC Contest 
Spurs Dealer Use 
Of Warm Air Film 


SAN FRANCISCO The Warm Ai: 
Heating Institute of Northern Calli- 
fornia is conducting a contest de- 
signed to bring the warm air heating 
film “Case of Missing Comfort” to 
the attention of more and more 
northern California service clubs and 
organizations. Grand prize is a trip 
for two to Las Vegas. All dealer-con- 
tractors in northern California who 
sell warm air heating equipment ol 
installations may participate in the 
contest which closes October 31. Con- 
testants earn 25 points for each show- 
ing of the film and one additional 
point for each person in attendance. 
“This public service film,” said Dar 
Knowles, executive manager of the 
institute, “is a year ‘round selling 
tool for better warm air heating in- 
stallations. The dealer-contractor who 
shows it often creates a lot of new 
prospects for himself as well as the 
industry. The contest is expected to 
generate extra business because it is 
being conducted just ahead of the 


peak furnace installation season.” 


20 


ment rates we will need another 16 
million houses to take care of losses 
from fires and floods, tornadoes and 
termites, obsolescence, and old age.” 

Dr. Smith also pointed out that the 
short term outlook for the construc- 
tion industry appears excellent, with 
1959 and 1960 almost certainly set- 
ting new records for construction 
contracts. “So far in 1959,” he said, 
“housing has been the chief source of 
strength in the construction picture. 
However, sharp gains in contracts for 
manufacturing and commercial build- 
ings in the past several months reflect 
growing business optimism and _in- 
dicate increased activity in these sec- 
tors in the months ahead.” 

Residential building contracts in 
May totaled $1,677,324,000, up 25 
percent over the May 1958 level, ac- 
cording to the Dodge index of con- 
struction contracts. For the first five 
months of 1959, residential building 
contracts totaled $7,126,054,000, up 
39 percent over the comparable 1958 
period. 


Plan to Supply Gas 
To So. Calif. Market 


Wasuincton, D. C, Federal Pow- 
er Commission Presiding Examiner 
Harry W. Frazee has filed a decision, 
subject to review by the Commission, 
authorizing Transwestern Pipeline 
Co., Houston, Tex., to construct a 
new pipeline system in the south- 
western United States to supply 300 
million cu ft of natural gas per day 
to markets in southern California. 

The Transwestern project, esti- 
mated to cost $191.700.000. would 
include 1809 miles of pipeline and 
10,890 hp in compressor capacity. 
The system would have its origin in 
West 
areas and 
would terminate at the Arizona-Cali- 
fornia state line near Topock, Ariz. 


the Panhandle-Hugoton and 


Texas-Permian Basin 


ARI Now Provides 
Rating Data 
On 1611 Models 


The Air-Con- 
ditioning and Refrigeration Institute 


WasuHinctTon, D. C. 


is now distributing the July edition 
of its Directory of Certified Unitary 
Air-Conditioners, which provides 
ARI rating data on 1611 models. The 
rated models are the products of 41 
of the 47 manufacturing companies 
participating in the Unitary Air-Con- 
ditioner Certification Program de- 
veloped by ARI’s unitary air condi- 
tioner section in cooperation with the 
National Warm Air Heating and Air 
Conditioning Association. Six other 
companies have signed contracts to 
participate in the program but have 
not yet been able to do the testing 
and rating preliminary to inclusion 
of model ratings in the directory, 
another edition of which is scheduled 
to be published October 1. 
Participants in the unitary certifi- 
cation program have signed contracts 
with ARI, agreeing to produce, test 
and rate their units in accordance 
with the applicable ARI standard 
and to supply test data to the insti- 
tute. A nationwide publicity and pro- 
motion program is being carried on 
to acquaint the public as well as the 
industry with the program. It is ex- 
plained that unitary air conditioners 
carrying the “seal of certification” 
have been tested and rated according 
to a recognized and respected nation- 
al standard and will perform is ac- 
cordance with their makers’ claims. 


Oil Heat Equipment 


Sales on Increase 
(Continued from page 15) 
rately for replacement and conver- 
sion totaled 16,150 for May, topping 
the May 1958 figure by 22 percent. 
Burner shipments for the first five 
months of the year showed an in- 
crease of 18 percent over the com- 
parable 1958 figure, OHI reports. 


(More news on page 23) 
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FAN CENTER 


to control air handling equipment 


For residential air conditioning systems 
with remote cooling equipment... always 
use the Penn Fan Center to control 

the Fan Coil Unit. It saves you installation 
time and assures most efficient operation. 
Compact, it combines a transformer with 
fan relay and heating relay ...one or both. 
On remote condensing units or water 
chillers, specify the Penn Cooling Center. 
Both of these “centers” have the latest 
engineering advances to assure the finest 
air conditioning performance possible! 
Remember, when it comes to controls... 


It’s best to buy Penn! 


PEMM CONTROLS, VVC. ie, ion 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 


AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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MATERIAL SAVINGS 


The building trades now recognize that copper 
can be less expensive on the job because in many 
ways less copper does a bigger job—resulting in 
material savings. No other metal has as many 
exclusive advantages working in your favor. 


ON-SITE SAVINGS 


Copper is easy to work with. It’s easy to form 
on the job. . . easy to join . . . solders readily 
. . . and its flexibility serves you in the “tight 
spots” like snaking tubing in confined areas or 
hand forming sheet metal. 

















PREFAB SAVINGS 


formed and rapidly soldered . . . are one of the 
best examples of prefab savings done with all 
the advantages of shop equipment. You can 
think of many other ways this easy working 
metal saves more labor than its cost. 

To be sure . . . make sure it’s Hussey Copper. 
There are seven handy warehouses to serve you. 


COPPER PRODUCTS 





Sheets * Strip * Rolls * Wire * Tubing * Pipe * Rounds 
Squares * Hexagons * Copper Roof Drainage Products 
Copper Building Products 


c.G. HUSSEY & CO. 
(Division of Copper Range Co.) 
Rolling Mills and General Offices 
PITTSBURGH 19, PA. 


7 CONVENIENT WAREHOUSES 


PITTSBURGH (19) CLEVELAND (3) CINCINNATI (37) CHICAGO (18) 
2850 Second Ave. 5318 St. Clair Ave. 1045 Meta Drive 3900 N. Elston Ave. 


ST. LOUIS (1) PHILADELPHIA (30) NEW YORK, LONG ISLAND CITY (6) 
Central Terminal Bldg 1632 Fairmount Ave. 34-39 Thirty-first St. 
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5% Million Homes 
Have Some Summer 
Air Conditioning 


Syracuse, N. Y. 


conducted by Carrier Corp. indicates 


A recent survey 


that more than 514 million American 
homes now have some form of sum- 
mer air conditioning. Texas leads in 
total households equipped with room 
or central air conditioning with more 
than a half million, according to the 
survey. Washington, D. C. has the 
highest percentage. More than one- 
third of the households in the capital 
district have some form of air condi- 
tioning. 

The survey shows percentages of 
households with partial or complete 
air conditioning in the top 10 states 
as. follows: District of 
30.6: Texas, 21.2; 
Florida, 17.4; Oklahoma, 17.3; Ten- 
nessee, 16.5; Missouri, 15.7: Kansas, 
14.1; Nebraska, 13.5; Arizona, 13.4. 


Russell Gray, Carrier vice presi- 


Columbia, 
Louisiana, 21.1; 


dent. million 


predicts another %, 
households will have climate control 
equipment installed during the cur- 


rent year. 


Unitary Residential 
Shipments Up 40% 


Wasuincton, D. C. Manufactur- 
ers’ shipments of unitary residential 
air conditioning systems in the first 
four months of 1959 were approxi- 
mately 40 percent ahead of ship- 
ments for the comparable period in 
1958. according to the Air-Condition- 
ing and Refrigeration Institute. “We 
believe this is indicative of the grow- 
ing public ‘whole 
said Rudy 
Berg, president of ARI. “Also, we 
feel that the public’s acceptance is in 
part traceable to the Unitary Air 
Conditioner 


acceptance of 


house’ air conditioning,” 


Certification Program 
undertaken early this year by ARI.” 
The institute reports that the pro- 


gram is meeting with enthusiastic 
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Sees Continued Prosperity, 
New Records in Output 


New York City In its annual 
18-month forecast, Fortune magazine 
states that the business outlook re- 
mains one of “continued prosperity 
and record-breaking output.” The 
magazine predicted an increase in 
gross national product of $30 billion 
(in today’s dollars) over the next 
year and a half. Fortune noted a 
change in the composition of the 
boom, and said its findings are based 
on trends which point to less support 
from government spending and _ in- 
ventory accumulation and more sup- 
port from investment and consumer 
spending. 

Predictions included in the fore- 
cast cover: 

Capital Outlays By the end of 
1960, capital outlays should reach a 
rate of $54. billion per year accord- 
ing to present indications of an ac- 
celerating rise. Construction  con- 
tracts have been up sharply as have 
machinery orders. 

Construction Since 1959 hous- 


ing starts will not begin to fall off un- 


Air Conditioning 
Over Last Year: ARI 


response from dealer-contractors. Of 


33 air conditioning dealer-contrac- 
tors interviewed in nine cities, ARI 
says, 27 not only were aware of the 
certification program but could ac- 
curately describe its purposes as be- 
ing: 1) to prevent misrepresentation 
to the public, and 2) to prevent un- 
fair competition from unethical deal- 
er-contractors. The 27 said they had 
received their information from three 
sources: business publications, con- 
versation with other members of the 
air conditioning industry, and manu- 
facturers’ literature. They said they 
are making extensive use of the cer- 
tification seal as a sales tool and are 


including it in proposals, 


til late this year, the total can still 
top home builders’ own forecasts of 
1,350,000 starts, and 1960 may well 
1,250,000. Public works 


should continue to expand by more 


exceed 


than $1 billion a year for some time. 

Prices and Wages — From now on 
wages may continue to rise a bit over 
4 percent a year (much depending on 
the settlement in steel), while produc- 
tivity may rise only at the postwar 
average of 3 Industrial 
prices may well continue to rise at 
2 percent a year or better. Farm and 
food prices should continue to de- 


percent. 


cline. The net result may be an an- 
nual rise of 1 percent or so in the 
cost of living. 
Consumer Spending — The rise in 
total volume of consumer spending 
from now on should run about 5 per- 
cent a year and reach a.rate of about 
$22 billion in the next 18 months. 


OHI New England 
Schools Begin 
September 14th 


BOSTON The Oil Heat Institute of 
New England. 


year of oil heat service schools, an- 


celebrating its 15th 


nounces the beginning of an all-new 
service school program on September 
14, 1959. The course offered is de- 
signed to keep servicemen up to date 
by teaching them new methods of 
servicing oil-fired equipment as well 
as proper application and servicing 
of new equipment and controls. Sub- 
jects and sponsoring firms include: 
Combustion and Combustion Test- 
ing, Waltham Oil Burner Co., Inc. 
Servicing Rotary Burners, Torid- 
heet Div., Cleveland Steel Products 
Corp. 
Stewart- 
Warner Corp., Heating and Air Con- 


Low Pressure Burners, 


ditioning Div. 


(Continued on page 31) 
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Electric Thermo-Base 


Now, with Electric Thermo-Base 
you have the only electric heating 
system with Add-On Cooling, and 
this places the electric heating 
business in good hands .... in 
your hands. 


Thermo-Base Division, Michigan City, Indiana 


Every Thermo- 


Base installa- 
tion is convert- 
ible to Electric 
... a@ Thermo- 
Base job today, 
using any fuel, 
is building a 
solid market 
for tomorrow. 


GERWIN INDUSTRIES, INC. 


24 


me Oil mm Gas mm electricity 


You have no limitations — with these broad ap- 
plications, you can handle Add-On heating — 
Add-On profit — Add-On confidence — Added 
Comfort — Your future is comfortably-fixed when 
you Add the advantages of genuine 
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Ductwork is easy to fabricate, quickly installed 


with (ss) Galvanized Steel Sheets 


HE LAKEWOOD FURNACE COMPANY used USS Galvanized Steel Sheets to fabricate the ductwork 

in the Struhar Shopping Center in Rocky River, Ohio. Lakewood chose USS Galvanized Steel Sheets for 
this ductwork because they are easy to form, and even with severe shaping, the zinc will not flake off the 
base metal. USS Galvanized Sheets have a tight, uniform bond between the zinc and steel. 

No other metal can match the strength and low cost of galvanized steel sheets for ductwork. The tensile 
strength of galvanized steel is about 48,000 psi, compared to 38,000 and 15,000 psi for other ductwork metals. 
The strength and rigidity of galvanized steel allows longer spans with fewer supports. It makes installation 
rapid and easy, and it reduces flutter and vibration. 


Save money and improve the quality of your ductwork. Specify USS Galvanized Steel Sheets for your 


next heating and ventilating duct job. USS is a registered trademark 


United States Stee! Corporation — Pittsburgh 
Columbia-Geneva Steel — San Francisco 

Tennessee Coal & iron —Fairfield, Alabama 
American Stee! & Wire — Cleveland 

United States Steel Supply — Stee! Service Centers 
United States Stee! Export Company 


United States Steel 





When you need 


axial De® 
flow i 
fans 


& 
for : 
exhaust 

yu 
| aa 





of fumes 














and 
vapors... e — 
Da 
Rigs ~~ 8 a 
FOR —-S ee —~- 


STANDARD AIR 
0103 5954 0)~3 0'8 Die C74) D1) 
ELEVATED TEMPERATURES 


Specify Westinghouse Tubeaxial Fans 
complete with motor and V-Belt Drive 
ready for “in-line” mounting in 


Z 
yi 


duct or stack 


Call your nearest Sturtevant Division Sales Engineer, 


or write Westinghouse Electric Corporation, U e St j noe h ouse 
Dept. H-6, Hyde Park, Boston, Massachusetts. aaa “ S 
J-80641-R 


(re ene | 








Another new development using 


BEGoodrich Chemical - materia: 


ww ,/" 


Now 

gas comes 
home through 
pipe of Geon 


“varueubtni wee aetie 


The pipe in this natural gas distribution 
system is made of Geon rigid vinyl. Years 
from now it will be feeding gas to homes 
just as efficiently as the day after installa- 
tion. This pipe stays smooth inside and 
out because it is not affected by the cor- 
rosive influences that affect ordinary pipe. 
No problems from sal’ water, chemicals, 
acid or alkaline soils, or galvanic corrosion. 

Conduit or pipe made of Geon provides 
high tensile and impact strength. It stands 
up under pressure, resisting effects of 
fungi, bacteria, moisture, heat or cold. It 
makes a big hit with installation crews, 
since it is so light weight and so easy to 
install. 

Engineers are taking advantage of the 
properties of versatile Geon polyvinyl 
material for this and many other types of 
applications. For information, write Dept. 
AY-4, B.F.Goodrich Chemical Com- 

—_— i pany, 3135 Euclid Ave., Cleveland 15, Ohio. 
14" diameter pipe of Geon "a — Cable address: Goodchemco. In Canada: 
ap te P ci a. : Kitchener, Ontario. 


in gas lines leading to homes 
at Decatur, Illinois. In ad- 
dition, 4" vinyl pipe is 
being inserted in reamed- 
out 1\4"' iron pipe under 
streets to avoid breaking the 
pavement to repair leaking 
gas lines. Kraloy Plastic 
Pipe Company, Los Angeles, 
California, makes the pipe. 
B.F.Goodrich Chemical 
Company supplies the Geon 
ic a: B.F.Goodrich Chemical Company 


a division of The B.F.Goodrich Company 


B.EGoodrich GEON polyvinyl materials - HYCAR rubber and latex - GOOD-RITE chemicals and plasticizers 
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VS8187 Powerpile Gas Valve for all types of gas 
heating. Now available in valve sizes through 114”. 
Simplified diaphragm for long, trouble-free service ; 
non-polarized terminals—wires can go on either 
terminal ; waterproof construction. 


CS82 Powerpile Pilot Generator CS893 Powerpile Pilot Generator con- CS894 Powerpile Pilot Generator 
has no primary air openings, is not sub- sists of primary aerated mono-port has venturi-flared burner throat to admit 
ject to dirt and dust clogging. burner and removable thermopile cartridge. primary air around the entire perimeter. 
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FREE 


CAREFREE Honeywell Powerpile* 













Gas Valve pleases your customers, 


cuts down service calls 






Honeywell’s Powerpile means carefree backed up by the best service in the in- 


gas heating for your customers, carefree dustry. And you get reliability—easier 
installation and service for you. This installation, simplified inventory, a train- 
means you don’t lose your profits to ing school for your crew. Honeywell has 
costly service calls. You profit many 112 sales-service offices to serve you 
other ways too, by handling Honeywell’s quickly and efficiently. There’s one as 


complete line of controls. They’re close as your phone. 





Specify Honeywell the next time you order thermostats, 
heating equipment or air conditioning equipment. 


For information on Honeywell’s com- 
plete line of control systems for heating oneywe 
and cooling, call your local Honeywell 
office. Or write: Minneapolis-Honey- 


well, Department AA-8-121, Minne- e * 
apolis 8, Minnesota. wt WL 


*Trademark 
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SAVE SPACE FOR 
MODERN COMPACT DESIGN 
WITH THE NEW 


\ | 


ViCQOUAY-NORRE 


COMPLETE MANIFOLD ASSEMBLY 






























































Includes pressure regulator, safety pilot, main valve, and 100% shut-off and 
safe light. In all popular sizes for natural, manufactured, and LP gases. 


McQUAY 
NORRIS 


MANUFACTURING CO. 


ELECTRIC PRODUCTS DIVISION, ST.LOUIS 10, MO. 
49 years in the manufacture of precision products 


be: ieres 
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WHAT'S HAPPENING... 


(Continued from page 23) 





New England OHI 
Schools Begin 


(Continued from page 23) 


Fuel Pumps, Sundstrand Hydraul- 
ics. 

Furnace Units, American-Stand- 
ard, 

Controls, General Controls Co. 

Safety Controls, McDonnell & Mil- 
ler, Ine. 

The schools have been divided into 
three groups as follows: 
September 14 
and serving Fitchburg, Mass.; Au- 
gusta, Me.; Portland, Me.; Law- 
rence, Mass.; and Manchester, N. H. 
starting 


Group I, starting 


Group II, January 4, 
1960 and Quincy, Mass. ; 
Norwich, Conn.; Fall River, Mass.; 
Providence, R. I., and Natick, Mass. 

Group III, March 21, 
1960 and serving Salem and Spring- 
field, Mass.; Hartford and 


port, Conn.; and Arlington, Mass. 


serving 


starting 


Bridge- 


IHACI Fights State 
(Calif.) Senate Bill 814 


Los ANGELES — Subcontractor or- 
ganizations throughout the state of 
California are unanimously opposed 
to State Senate Bill 814, according to 
Gerson D. Ribnick, managing direc- 
tor of the Institute of Heating and 
Air Conditioning Industries. The bill 
would force a subcontractor to give 
15 days notice to an owner and to an 
original contractor of his intent to 
file a lien. This is a written notice 
prior to filing of lien and is in addi- 
tion to the required filing 30 days 
from the date of completion, accord- 
ing to IHACI. 

Mr. Ribnick is being supported in 
his fight against the bill by a number 
of organizations including the Na- 
Electrical Asso- 
ciation, the Material Dealers of San 
Francisco, the Building Material 
Dealers Association, the 


tional Contractors 


Associated 











Sell QUALITY... 


OHI Names Head 
Of Field Services 


New York City — The Distribution 
Division of the Oil Heat Institute of 
America has named Robert J. Griffin 
manager of field services, a newly 
created position. Field representatives 
to serve the East Coast, Midwest and 
West Coast will be appointed in the 
near future, OHI states. 


Gas Furnace Generates 
Its Own Electricity 


New York City Researchers at 
the American Gas Association Labo- 
ratories in Cleveland have completed 


(Continued on page 32) 


Plumbing Contractors, and the 
Painting and Decorating Contractors 
Association. 


Sell WORLEY STOKERS... 


There’s a Worley Stoker For Every Heating Need! 
e @ PERFORMANCE GUARANTEED e e 





NEW 


CATALOG 
FLEXIBLE DUCT CONNECTION 


Simply pull out desired 
length from dispenser- 
type carton. (It pulls 
out ready to use.) 

Roll into round duct or 
form into square duct 
and join. Saves 70% 
time over old methods. 
DOUBLE-SAFE-LOCKED 


A TYPE, SIZE, AND PRICE FOR ALL JOBS 


Commercial - Economy Canvas 
Residential 


FAIRBANKS-MORSE STOKER 
REPLACEMENT PARTS 
Exclusive Manufacturers and Sole Source 


Pioneers in Automatic Coal Heating Equipment Since 1932 


WORLEY EQUIPMENT, INC. 





2301 N. KNOX AVE. 
CHICAGO 39, ILL. 





FOR 
INFORMATION 
MAIL THIS 
COUPON 
TODAY 


NAME—Please Print 


CAIN MANUFACTURING, INC. 
Birmingham, Alabama 
North 5th Ave., Phone FA 2-0354 


ADDRESS 


CITY 1111 
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WHAT'S HAPPENING... 





Lack of Combustion Air 
Blamed for 2 Deaths 


Evanston, Itt. — Lack of sufficient 
combustion air for a gas-fired year 
‘round air conditioner was listed as 
the cause of conditions that con- 
tributed to the death by carbon mon- 
oxide poisoning of two adults and a 
dog. Officials of Northern 


Gas Co. who inspected the installa- 


Illinois 


tion after the bodies had been dis- 
covered stated: “If our men had in- 
spected this unit, they would have 
put a red tag on it and advised that 
proper ventilation be provided.” 

The theory as outlined by James 
W. Stewart, Public Service Co. engi- 
neer, and Sgt. Harold Henrichsen of 
the Evanston police, and reported by 
the Chicago Sun-Times, indicates 
that the house was sealed too tragical- 
ly well, so that its only oxygen sup- 
ply, save when doors were open, 
came from a chimney through which 
waste gases from the unit were nor- 
mally carried. 


The basement room in which the 
unit stood also was sealed, with the 
door tightly closed. That was the 
critical area of oxygen shortage. 

A partial vacuum was created 
about the unit. 

The result was that the lack of 
pressure caused the normal updraft 
of the chimney to be reversed, so 
that waste gases were carried back 
and in combination with the base- 
ment air became carbon monoxide. 

The carbon monoxide was drawn 
into the air conditioner’s ducts and 
pumped throughout the home. 

This year ‘round unit had been in- 
stalled five years ago and had been 
serviced periodically. On May 6, it 
was in perfect operational order. 

Questions that were left  un- 
answered are: 

1) There are many similar air 
conditioning units in similarly tight- 
ly sealed homes in the Chicago area 
and throughout the country. Why 
has there been no record of a similar 
tragedy ? 


and only 


America's First V Completely 
STAINLESS STEEL 
HUMIDIFIER 





Waporite 1. 


@ New styling for greater sales appeal. 
@ Re-engineered to avoid troublesome 


“callbacks”. 


Tested and proved for longer service-free 


performance. 
Water leveling type. 


New type diaphragm seat. 
Adjustable to water pressure level. 


Competitively priced. 


(Continued from page 31) 


2) Why hadn’t the tragedy hap- 
pened previously in this home? The 
air conditioning unit has been in op- 
eration for five years. 

3) If there were a reverse chim- 
ney draft, why wasn’t there more 
evidence than was reported of soot 
blown back about the unit? 


AGA Furnace Requires 
Only Gas for Operation 


(Continued from page 31) 


a demonstration model 


gas-fired 
furnace which generates its own 
electricity to operate the warm air 
circulating fan. Employing the ther- 
moelectric principle, the small scale 
prototype furnace is entirely self- 
contained and requires only gas for 
operation, AGA says. While availa- 
bility of commercial units is not ex- 
pected for some years, the model 
furnace shows how the thermoelectric 
principle would operate in a practi- 
cal application. 


@ Complete stainless construction. 


@ Full length non-breakable evaporating plates 
(optional equipment). 


@ Guaranteed. 


® Shipped completely assembled for easy, fast 
installation. 
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first in the Industry 


The Lau direct drive blower is de- 
signed for efficient operation in the 
smaller, more compact heating and 
air conditioning systems. This unit 
is especially practical where space 
is at a premium and lower com- 
ponent cost is desired. 

Direct drive feature eliminates ex- 
ternally moving parts and results in 
a smaller, more compact unit having 
less vibration. 

Lau direct drive blower assemblies 
are shipped ready for installation. 
Standard features include Lau-ap- 
proved motor, thermo-overload pro- 
tection, 30” motor leads, adjustable 
mounting brackets, oil tube exten- 
sion and pre-punched housing for 
rapid installation. Available in a 
wide variety of C.F.M. ranges from 
50 to 2490. 





The Lau Blower Company, 2027 Home Avenue, Dayton 7, Ohio. 


Other plants in Kitchener, Ont., Can., and Irwindale, Calif. 


World’s 
Largest 
manufacturers 
of 
Air-Conditioning 
Blowers for 
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Why Century Electric 


motors give 


dependable 


Century Electric motors designed 
for the air conditioning and warm air 
heating industry help reduce costly 
service calls. Here are a few of the 
features that give quiet, dependable 
operation. 


QUIET BECAUSE cushion base has re- 
silient rings which keep motor from metallic 
contact with base. Result: reduced trans- 
mission of sound vibrations. 


QUIET BECAUSE it has sleeve bearings. 
The shaft floats on a film of oil. You can pull 
the belt up without getting any bearing 
rumble. 


QUIET BECAUSE rotor bars, end rings 
and fans are all integrally cast of aluminum. 
Rotor is dynamically balanced to assure 
extra smooth operation. 


DEPENDABLE BECAUSE lubricating 
method is designed to withstand warm air 
furnace operating conditions. 


CENTURY ELECTRIC COMPANY CA 


59-21 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 








(above) Century Electric fhp motor 
installed on double entry blower. 
(left) Attractive metal stand is avail- 
able to help you display and sell 
Century motors. 


quiet, 


service 






DEPENDABLE BECAUSE insulation 
includes bonded paper and ‘“‘ Mylar” slot cells 
and high temperature baking varnish. Re- 
sult: high mechanical and dielectric strength. 


DEPENDABLE BECAUSE governor 
doesn’t stick to shaft. Corrosion or contam- 
inants do not affect its action. Means de- 
pendable operation in all atmospheric con- 


ditions. 


DEPENDABLE BECAUSE of other fea- 
tures such as automatic thermal overload 
protection; position grounding strip on cush- 
ion rings and pressure cast aluminum bear- 
ing brackets. 


Also available from Century Electric: Two 
speed (1800/1200 RPM) 48-frame motors 
for combination heating-air conditioning 
units; and 56-frame motors for heating-cool- 
ing installations. 


For more information please contact your 
nearest Century Electric Sales Office or Au- 
thorized Distributor. For detailed informa- 
tion on motor applications write for the new 
Century Electric Motor Application Guide 
.. . bulletin 270A. 








You can solve all your motor prob- 
lems with Century's complete line 


of fractional-horsepower motors. 





At first we didn’t believe it ourselves! 
Burning .65 gph with these results: 


10% CO, AT FIELD SETTING 
ZERO SMOKE/NO PULSATION 


HI-PERFORMANCE 


Check the possibilities of making it your big sales advantage! 
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New combustion head 


New blower and motor 


New fuel unit 


I. one of those things you have to experience to really believe 
... field results with the Lennox HI-PERFORMANCE oil burner 
are that startling! Because this is so important to you as an 

oil heating dealer, let’s start at the beginning: 


YOUR PROBLEM... Competing fuels are making it tough for oil in 
the small and average home market. To stay alive and grow, oil burners 
have to offer economy, cleanliness and quietness. Until now, those virtues 
have been pretty scarce in the low-gallonage range. 


THE ANSWER ... Progress is made only through change. So Lennox 
changed its concept of a high pressure oil burner. The first thing was to 
throw out the old practice of trying to put a low-gallonage combustion 
head in a conventional burner . . . it never has been completely successful. 
The problem called for a whole new burner ...a whole new arrangement of 
parts. We discovered that the burner’s blower had to run faster. The fuel unit 
had to operate at a different speed. And a new combustion head had to be 
designed. The resulting Lennox HI-PERFORMANCE burner is new in 
looks, in size .. . and most of all, in performance! 


THE RESULTS... Extensive field testing shows that the HI- 
PERFORMANCE oil burner is the answer to the challenge of other fuels. 
Here is a clean, smokeless fire. 
Here is absolute freedom from pulsation. 


Here is dependability...no start switch needed on motor; low 
maintenance. 


Here is almost unhelievable efficiency. 
Fuel savings of up to 50% have been reported where a furnace’s 


good conventional burner has been replaced by a Lennox HI- 
PERFORMANCE burner! No other change was made in the 


heating system. A flue gas analyzer will show definite superiority 
of the HI-PERFORMANCE, but not as much difference as actual 
fuel bills indicate. Where, then, does the spectacular difference occur? 
It is in the unburned oil vapor which flue analyzers do not measure. 
Even with a good conventional burner, much unburned hydrocarbon 


escapes up the flue. But the Lennox HI-PERFORMANCE burner 
burns it. 


Result: more heat for the money. The reason for this complete 
combustion is the perfect and unique mixing of air and oil by this 
entirely new burner. 


TERRIFIC ON 
LENNOX OIL FURNACES 


The HI-PERFORMANCE burner 
is standard equipment on the 
smaller Lennox furnaces where it is 
resiliently mounted for even greater 
quietness. A wonderful team for 
spectacularly successful oil heating. 
Conversion burners available. 


OIL BURNER sy LE, N, N OX 
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Lennox Industries Inc. founded 1895 + Marshalltown, lowa * Columbus, Ohio 
Syracuse, N. Y. « Fort Worth, Texas » Salt Lake City, Utah + Decatur, Ga. 
Los Angeles, Calif. » Des Moines, lowa ,« Lennox Industries (Canada) Ltd. 
Toronto, Montreal, Calgary and Vancouver 





“We accomplished 
full distribution of 
Alcoa Gutters and Downspouts 
in the first season” 





New Jersey Distributor Finds Promotional 
Aid Pays Off with New Business 


In just nine months, Bayonne Steel Products Company, 
of Newark, N. J., gained full and effective distribution 
of Alcoa® Aluminum Gutters and Downspouts—in one 
of the toughest competitive markets in the country. 

‘*People can be sold on quality,” says Mr. Norman 
Herr, president, “‘and Alcoa’s vast superiority over any 
competitive equipment, plus some terrific promotional 
assistance, helped keep sales at a rapid pace right from 
the start. We tied in with Alcoa, using local newspaper 
ads listing dealers who put in advance stocks of Alcoa 
Gutters and Downspouts. This, plus Alcoa’s national 
advertising and publicity, helped create demand and 
immediate acceptance. 

‘‘With the help of the Alcoa salesman, we also devel- 
oped a demonstration kit for our dealers, including 
samples of breather vent, gutter, downspout, outlet, 
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Stocks of Alcoa Gutters and Downspouts turn over fast at Bayonne Steel Products 
Company's warehouse, as a growing number of builders and homeowners insist 
on aluminum. 


“Tell them about the high strength and corrosion resistance of Alcoa Aluminum 
—then show them what you mean with the demonstration kit,” Norman Herr 
instructs a salesman. 


= tt 
al oA ? wah ha 


“Alcoa national advertising and local advertising with dealer listings played a 
large part in gaining fast acceptance of the new gutters and downspouts and in 
bringing new business into our shop,” Norman Herr, president (right), tells 
Alcoa salesman Joe Dorgan (left). With them is Seymour Herr, vice president 
of Bayonne Steel. 


miter, ends, bar hanger, Alcoa promotional material, pop 
rivet gun, rivets and a tube of sealer. For comparison 
purposes, we also included a piece of ordinary leader. 
Seventy-five of these kits are being used by our dealers. 
All report that they are a real sales clincher in demon- 
strating the high quality of Alcoa equipment.”’ 

This is only one of many sales success stories from 
distributors and dealers handling gutters, downspouts 
and other quality building products of Alcoa Aluminum. 
For more information on how you can cash in on the 
Your Guide to the Best in Aluminum Value growing market, call your 

. ~ nearest Alcoa sales office 
or write: Aluminum 
Company of America, 
1892-H Alcoa Building, 
Pittsburgh 19, Pa. 


For Exciting Drama Watch “Alcoa 
Theatre," Alternate Mondays, NBC-TV, 
and “Alcoa Presents,’ Every 

Tuesday, ABC-TV 





TWO NEW OIL FURNACES 
NEW! vce U-OB 


60” low x 20°-27” wide x 32'/.” deep 


4 sizes: 84,000—95,000—112,000—140,000 Btuh 


This brand-new oil-fired winter air conditioner is shipped 
completely factory-assembled and wired, with burner 
installed. Burner and controls are completely enclosed in 
an attractive cabinet that’s so compact you can install 
it almost anywhere—basement, utility room, game room, 
hallway, alcove. 





os ih Ztail otha ak. ket ae iva 


The small size is made possible by a new-type sectional 
heat exchanger that gives more heating surface in less 
space, extracts maximum heat—and gives you a strong 
fuel-economy sales story. Both the primary control— 
with flame-sensing device in the burner blast tube—and 
the fan-and-limit control are factory-connected to a 
single Central Control Station. 


NEW COUNTER- C 
FLOW F-OB 
» MODEL 


65” low x 20”-24” wide x 32'/.” deep 


3 sizes: 84,000—95,000—112,000 Btuh 


Here is the best-engineered counterflow unit made today. 

For example, a new-type sectional heat exchanger 
provides maximum radiation surface in minimum 
space. The new Central Control Station handles every 
operation of the furnace automatically. The new primary 


safety control is factory-mounted right in the burner 
blast tube. 





Both the U-OB and the CF-OB are equipped with the 
proven American-Standard “ACD” burner, which has 
earned a reputation among dealers as “the most reliable 
burner on the market.’’ These two units are all you need 
to handle 95% of your oil-fired installations— basement, 
utility or counterflow. (If you need larger capacity, a 
two-furnace installation has definite advantages.) Units 
convert easily to gas... cooling is easily added. Get 
the spec sheets and the low competitive prices at your 
American-Standard distributor today. 


- AA :) Amenican-Standard 


AIR CONDITIONING DIVISION 
Elyria, Ohio 
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NEW CENTRAL CONTROL STATION 


In these new units, the primary 
combustion control and the fan- 
and-limit control are factory-con- | 
nected to a Central Control Station. 
Both controls are ‘fail-safe’? type 
for complete safety. If the burner 
fails to ignite, the Combustion 
Thermostat in the blast tube of the 
burner signals the Central Control 
Station, and the burner is instantly 
turned off. The fan-and-limit con- | 
trol uses a new-type capillary tube 
sensing device that gives faster, 
more accurate and safer response. 








NEW HEAT EXCHANGER 


The new, more compact multi- 
section heat exchanger has amazingly 
large heating surface for maximum 
heat transfer . . . occupies much less 
space than drum-type heat ex- 
changers. And dealers who’ve seen 
these units are really impressed with 
the low draft loss through this new 
heat exchanger—which assures out- 
standing operation. 





FACTORY-INSTALLED 
AMERICAN-STANDARD “ACD” BURNER 


The “ACD” burner is hanger-mounted and ~ 
fully insulated from the furnace. Tens of 
thousands are now in service—and dealers 
report it’s the most reliable burner they’ve 
ever handled. Removable inner assembly 
and snap-in electrodes pull out without re- 
moving the burner. Electrodes, motor, fuel 
pump and transformer are standard parts, 
available anywhere. 











RATINGS DIMENSIONS 


MODEL Btuh actual 

capacity firing 

UTILITY at bonnet cfm rating rate (gph) 
oo 84.000 905 75 
uy 112 OB 95,000 1025 85 
U-140-08 112,000 1205 1.00 


140,000 1510 1.25 
COUNTERFLOW 


CF-84-0B A 84,000 905 75 
CF-95-0B 95,000 1025 85 
CF-112-0B 112,000 1205 






































4 These models also available with direct-drive blower 


| AMERICAN -Standard 


Amanican-Standerd and Standard® are trademarks of American Radiator & Standard Sanitary Corporation AIR CONDITIONING [ 


ivis 
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Proved answer to high pressures 


MANUFACTURERS: Clarage Type DF balancing on special machines assure ef- 
fan equipment has what it takes! Wheels ficient, quiet performance. 

and housings wns complete fans are available Wheels and housings can be hot dipped 
in several designs for pressures up to 8”. bs ‘ ae oa wa 
Note these distinguishing features: galvanized for protection against severe 
4 @ . 


es : moisture conditions. 
® Individual blades are riveted to the rim 


and backplate. Spark-resistant aluminum wheels and 
; . other special features and constructions 
e A large flange on the cast iron hub gives i ait cocks sibilities 
hee are also available. 
added rigidity to the rugged centerplate. 
© Heavy gauge steel is used for the hous- Give your products increased saleability. 
ing. Incorporate Clarage quality—known qual- 
@ Streamlined housing inlets, wheel blades ity that has proved its worth to other lead- 
that are die formed, and precision wheel ing manufacturers. 


Dependable equipment for making air your servant 


CLARAGE FAN COMPANY 


Kalamazoo, Michigan 
SALES ENGINEERING OFFICES IN ALL PRINCIPAL CITIES @ IN CANADA: Canada Fans, Ltd., 4285 Richelieu St., Montreal 


42 AMERICAN ARTISAN, AuGustT 1959 











the quality tells...the quality sells 
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a new concept of performance 


to heip you sell and grow with 


OIL-FIRED WINTER CONDITIONERS 


Time was when you had to put up with noise and 
vibration in your oil-fired furnace installations. 
And then came this great Janitrol oil-fired winter 
conditioner line—and with it a whole new con- 
cept of quietness and automatic efficiency in 
performance! 

Now noise is needless! Now you can provide 
gentle, quiet warmth (new fuel economy, too!). 
Do away with profit-draining service call-backs 
and complaints. These new Janitrols put the 
damper on noise so effectively you'll scarcely 
believe your ears when the powerful Jet-Omizer 
burner and floating blower and motor go into 
action! 

Their clean-lined beauty and compact design 
is easy on the eyes—saves space. And all models 
are designed for easy conversion to gas and 
addition of summer cooling. 

Ask your Janitrol representative for all the 
facts on this great Janitrol automatic oil-fired 
winter conditioner line. Or, mail the coupon to us 
today. Get set to sell and grow with Janitrol! 





JANITROL LOW-BOY MODEL OFLS-65 . . . a masterpiece 
of design, ideal for installation in basement recreation areas. 
Adaptable for full-performance 
cooling with JANITROL ADD-ON 
COMPONENTS 


Janitrol ADD-ON Cooling is waterless, requires only air and electricity 
for operation. Uses same ducts, blower and filters used for heating. May 
be installed with furnace, or any time later, to provide refreshing summer 
comfort—and more profits for you! 


You can stake 
your reputation on 


J ARNITROL Quality 


Janitrol Heating Heart . . . exclusive 
design, fabricated from full 14-gauge 
steel, all-welded construction. Far 
quieter, more durable and more 
easily accessible than ever before. 


Jet-Omizer High Pressure Burner . 





v4 


Super-powerful to thoroughly atomize 
fuel and mix it uniformly with air 
for clean, complete combustion. 
Compact, Insulated Cabinets .. . Save 
space. Insulated to minimize heat 
transmission and provide utmost 
quietness in operation. Lustrous 
baked enamel finish. 

Adjustable Leveling Bolts . . . “Adjust- 
abolts” at corners of cabinet base 
simplify leveling the conditioner. 
Solid base plate on Low Boy adds 
rigidity, keeps out dirt and dust. 


Factory Assembled . . . all models re- 
quire only addition of burner, re- 
fractories and controls at the job. You 
save installation time and labor. 
Fully Automatic Controls . . . The last 
word in convenience . . . Assure more 
uniform heating with maximum safety 
and economy for all conditions. 
Pre-Fabricated Wiring Harness . . . 
Makes your installation job easier and 
faster, keeps you in the profit zone. 


Models For All Needs . . . Btu. output 
at Bonnet from 84,000 to 250,000. 





Address Your Collect Wire to 


HARRY C. GURNEY, General Sales Manager 
Janitrol Division, Surface Combustion Corp. 
Columbus 16, Ohio (In Canada: Wire Moffat’s Ltd., Toronto 15) 


JUST SAY—"'Rush me full details on Janitrol Select Dealer Program”’ 


Janitrol HORIZONTAL 
Model OFLS .. . for space 
saving installation in attic, 
Crawl space or basement. 
84,000 to 250,000 Btu /hr. 
output. 














Janitrol DOWNFLOW 
Model OFDS-65 . . . for 
perimeter heating sys- 
tems. Compact, quiet, 
space-saving. Install in 
closet, alcove, utility room. 


Janitrol HI-BOY Model 
OFVS-65 . . . especially 
designed for installation 
where floor space is 
limited—basement, utility 
room or closet. 


Youll fo better by at aS 2... 


>" eWROE SELECT DEALER 


WIRE COLLECT NOW for proof Tale! 


elge)ine-1e)i- mae hae la-maal- ban 


4 preview of the 
yours to enjoy! 
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Keep Up Your Cash Reserves 


NO BUSINESS can long endure without adequate cash reserves. Accounts 
receivable too often are permitted to extend beyond reasonable limits, with 
the result that additional capital must be obtained to meet current expenses. 
In most such cases, the bank is called on to supply the money needed for 
day-to-day and week-to-week expenses. 


In the past, borrowing money from a bank hasn’t been too expensive. 
But interest rates have climbed steadily and evidence is strong that they 
will continue upward. Banks may even ration credit in some cases. And for 
businessmen who operate within narrow limits, this may pose a serious prob- 
lem just when business is at its annual peak. 


There are several actions the dealer-contractor can take to help his com- 
pany avoid the need for additional cash. 


First: Exert extra effort to collect outstanding accounts receivable. One 
safeguard is to obtain from the customer a firm commitment that he will 
make a payment at a fixed time in the very near future, and be there in per- 
son to collect it. 


Second: Become less anxious to extend credit to customers. Request 
larger down payments and ask them if they can obtain cash to pay for the 
work. Finally, offer a time payment plan that provides for payment in full 
as soon as the job is completed. 


Third: Turn over company cash faster by stocking only equipment that 
moves rapidly. When a job calls for normally slow-moving equipment, tell 
the customer this equipment must be ordered especially for him, and get as 
large a cash deposit as possible not only to help you pay for it, but also to 
guard against his cancelling the order before the installation work begins. 


Fourth: Maintain smaller bank balances, but plan far enough ahead to 
assure an adequate reserve. It’s better to keep money at work than idle in a 
bank waiting to cover bills due in the near future. 


Fifth: Stop financing general contractors. Set up firm commitments for 
payment as work progresses. Legal advice on this phase of contract agree- 
ments is important and the cost is negligible, considering it produces a regu- 
lar flow of cash from work underway or completed. 


Each of these points represents good business practice and should be 
practiced scrupulously. Unfortunately, under the pressure of business, the 
manager may overlook one point, then a second, and so on until it again be- 
comes habit to wait for payments due. In view of the trend toward tighten- 
ing of money during the next few years, it’s advisable right now to study 
measures which might minimize the need for borrowing to meet current op- 
erating costs. 





Sheet Metal Shop Thrives on Challenge 


Once on the verge of liquidating the business, 

this contractor saw a rewarding future in the sheet metal field 

for those who plan ahead, and set about building a 

prosperous, diversified business on new ideas and sound management 


TEN WAYS TO MEET THE CHALLENGE of modern 
sheet metal contracting were outlined in July 
American Artisan (pages 62-67) by Walter F. 
Limbach in his president’s report to the Sheet Met- 
al and Air Conditioning Contractors National Asso- 
ciation. A number of the points brought out by Mr. 
Limbach show up in the business activities of 
Francis A. Staten, general manager, Acme Metal 
Works Inc., Portland, Ore., who describes in this 
article his early ventures in the sheet metal indus- 
try, the routes he has found to profit in a competi- 
tive market and the constant effort he directs to- 
ward improving the company’s reputation. You'll 
enjoy reading about Mr. Staten’s early experi- 
ences and profit by adopting some of his solutions 
to common problems and plans for handling situa- 


tions anticipated in the sheet metal field. 


By Francis A. Staten 
Acme Metal Works, Inc. 
Portland, Ore. 


“LIFE IS NEVER DULL in the sheet 
metal business,” our superintendent 
observed to me late in 1947 when | 
became neophyte general manager of 
Acme Metal Works Inc. He was right 
indeed — each year old products and 
old methods give way to new. Our 
operation today is so dramatically 
different from that of ten years ago 
it’s startling to think about it. 
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John Bostrom started the firm in 
1919 and remained at its head until 
his death in 1946. The firm started 
as a general sheet metal operation, 
doing commercial ventilating, archi- 
tectural sheet metal work, job work 
and even some roofing, until World 
War II. 

During the war, the firm was com- 
mitted entirely to war work, devot- 
ing its capacities to the fabrication 
and installation of ventilating systems 
in patrol boats, landing craft and 
tankers. During this period, the com- 


pany employed approximately 100 
men in a 70 X 70 ft shop. 

When the war ended, John Bostrom 
built a new 10,000 sq ft plant and 
re-converted to peacetime work, em- 
phasizing commercial ventilation 
and stainlesss steel kitchen and hos- 
pital equipment. 


Reconsider Liquidation Plans 


I took over the management, cau- 
tiously and with misgiving, in 1947; 
first with the definite thought of liq- 
uidation on behalf of my sister, Mrs. 
Mildred Bostrom. However, a few 
months of operation jelled the key 
staff into a working team, and we 
gradually accepted the idea that we 
were here to stay indefinitely. Mrs. 
Bostrom and I now share the owner- 
ship of the corporation; she is presi- 
dent and I am secretary-treasurer 
and manager. 

When I realized fate had com- 
mitted me to a future in the sheet 
metal business, my first job was to 
learn as much about it as quickly 
as I could. General management ex- 
perience is of course readily trans- 
ferable to any business, but the typi- 
cal intricacies of sheet metal opera- 
tion required both concerted study 
of the field and intensive living with 
the work. However, the problems are 
interesting and challenging and, along 
with our key staff, I enjoy seeking 
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NAPKIN DISPENSERS, designed and tested 
for serviceability and longevity, are typical 
of products fabricated from stainless steel 
or painted black iron at Acme Metal Works 







SHOP TURNOUT IS 
EQUALLY DIVIDED 
BETWEEN 
PRODUCTION FABRICATION 
AND 
VENTILATION WORK 











ALMOST EVERY TYPE OF DUCT FITTING was needed to fit the air condition- 
ing system into the space allotted for it by architects who designed the Portland 
State College building 


HIGH VELOCITY, DUAL TEMPERATURE DUCT SYSTEM installed in the 1|4- 
story Dierks Medical Center was first of its type in the Portland area 
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MONEY CART built to bank's specifications 
brings in repeat business for Acme Metal 
Works. Consideration of customers’ needs 
often produces additional uses for specialty 
items 
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DUCTS ARE HUNG HIGH in machinery room to provide space for operating 
equipment for high pressure system in medical center 


new paths toward better organization 
and methods. It still holds, after 12 
years, that there is always something 
new in the sheet metal business. 


Do 50 Percent Production Work 


A growing part of our business 
in recent years has been in various 
types of manufacturing operations. 
Currently, 35 percent of our work is 
of this nature. We make lift truck 
components, baseboard electric re- 


sistance heating casings and covers, 


heating and ventilating units, com- 
ponents for store fixtures, napkin 
dispensers, display and dispensing 
cabinets. In addition to the strictly 
manufacturing another 
15 percent of our work is in multi- 


operations, 


item job work in which repeat orders 
and duplicate operations afford op- 
portunities for production economies. 
Our money carts (see illustration) are 
typical of this phase of our work. 
We like this kind of work for sev- 
eral reasons. First, it is strictly under 


our own control - we make and 


COMPONENTS FOR BASE- 
BOARD radiant heating unit for 
manufacturer are typical of pro- 
duction fabrication items which 
are usually reordered 


CROSS BRACING OF DUCT FITTINGS 


solve our own problems, independent 
of the sometimes capricious behavior 
of related so often 


stymies us in contract work. Also, 


trades which 


the repetition of operations always 
gives rise to new ideas for improving 
efficiency and quality, and for cutting 
production costs. The introduction 
and use of special machinery and 
dies can be planned to benefit both 
ourselves and our customers. This 
type of work improves our skills and 
establishes good relationships with 
our customers who appreciate quality 
product at decreasing, or at least 
stable, costs. In contrast to contract- 
ing work, in which the shop’s reputa- 
tion often pays off “only when you 
are low,” this production-line work 
comes to us even when we are not 
“low.” It’s rewarding to have a rep- 
utation for quality and a concern for 
the customer pay off in repeat work. 


Renew Interest in Ventilation 


Ventilation work continues to ac- 
count for about 50 percent of our 
volume. Recent developments in high 
pressure systems have given our inter- 
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during transit prevents altering shape of fitting 


est in this work a shot in the arm. 
We recently installed the first large 
high pressure installation in Portland 
in the 14-story Dierks Medical Cen- 
ter. We feel we handled the job well, 
largely because of the friendly coun- 
sel we received at the start from W. 
A. Kuechenberg of the R. B. Hayward 
Co. of Chicago, who generously 
shared with us the proven techniques 
he has developed from experience. 


Methods, Tools Improved 


We have made the most of the 
labor saving devices available for ven- 
tilation work: high speed forming 
benders, 


machines, notchers, duct 


pnuematic hammers, nibblers, etc. 
More important even than the tools, 
however, are the improvements in 
methods of work planning, execution 
and control which we have developed. 
Recently we have redrawn most jobs 
at the start, using sectional drawings 
from which ducts and fittings can be 
taken off on field and shop orders, 
with copies for the shop, the job 
site and the office control and cost 


records. Using these records we have 
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JOINTS WERE WELDED in the shop or mastic sealed on the job for 


A 


j 


4 


a 


air- 


tight system built to stand 10 in. WG pressure in medical center 


been able to aggregate duplicate duct 
sections and fittings to effect volume 
production. All ducts and fittings are 
keyed to the sectional drawings by 
code numbers to assure quick identi- 
fication on the job and avoid duplica- 


tion or loss. 


Ventilation Work Rewarding 


The net result is that we are be- 


coming increasingly enthusiastic 
about the possibililties for improved 
ventilation. We are still disappointed 
with the existing gap between the 
acceptable and the good in contract 
work, but we hope that a combina- 
tion of a reputation for quality work 
and improved bidding and contract- 
ing practices, which are increasingly 
interesting to architects, engineers 
and the trade, will continue to make 
this kind of work rewarding for the 


solid operator. 


Separate Operations 


In 1953 we added a new 50 X 
100 ft section to our plant, to sepa- 
rate our ventilation operation from 


the manufacturing and job work. We 
found they do not mix, although it is 
a real help to a ventilation shop to 
have a heavy iron and job shop at 
hand for many of the operations. 

We now have the following equip- 
ment: 10 ft power shear, 10 ft, 10 
ga power brake, 4 ft power brake, 
30 ton and lighter punch presses, 30 
and 20 amp spot welders, two 4 ft 
power rolls, rotary shears, riveting 
machine, abrasive saw, several weld- 
ing machines, rotary punches, and a 
variety of smaller power tools; plus 
the ventilation equipment listed 


above, and other standard shop tools. 


Staff Is No. 1 Asset 


Our most important asset, how- 
ever, is our personnel. Machinery 
and plant are easy to come by. Peo- 
ple with ideas and interest are not so 
easily found. We hope we never say 
no to a new idea, or a new method. 
First we ask: “What do we want to 
do?” Then, “How do we do it?” The 
physical tools and the materials are 
easy enough to acquire and use once 
you have the idea and the plan. 





Here are some of the safety devices which detect 
the absence of combustion and automatically stop the 


flow of gas or oil in residential heating equipment... 


--- When the Flame Goes Out 


By G. H. Wotring 
Appliance Control Dept. 
General Electric Co. 


WITHIN THE LIFETIME of many of us, we have progressed 
from the hand-fired, manually-regulated, hard coal parlor 
stove to the fully automatic central heating plant with 
thermostat temperature control. Whether this modern 
heating plant burns coal, oil or gas there must be safety 
controls to stop the flow of fuel if the flame is out. These 
controls are most important with gas, which could ex- 
plode, and oil, which could fill the combustion chamber 
and leak out causing damage and possibly fire. 

Many of the human senses have been simulated in 
developing flame detecting devices to control the flow 
of fuel in industrial furnaces: A light-sensitive electric 
eye “looks” into the fire box; should the flame be ex- 


tinguished for any reason, the burner is stopped instantly. 
Thermal devices which “feel” heat range from thermo- 
pilot controls for gas to stack controls for oil burners. 
Devices which react to sound could be applied to oil 
burners since some combustion noise always exists, which 
signals the presence or absence of flame. Finally, even 
the sense of smell is simulated in large heating systems 
by recording devices that sense the drop in CO, in the 
stack that accompanies flame failure, and shut off the 
fuel supply. 

In actual practice for residential heating plants having 
comparatively low rates of fuel consumption, thermal type 
devices have proved adequate. 

In the residential field the detecting devices for gas and 
oil are quite different, and should be considered separate- 
ly. This discussion makes no attempt to cover all the de- 


tector constructions which have been used. 
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4 THERMOCOUPLE: heat from flame generates 


electrical energy for electro-magnet holding de- 





5 THERMOPILE ELECTRIC GENERATOR: 
heated thermopile generates sufficient electri- 
cal energy to open gas valve 
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Flame Detectors for Gas-Fired Equipment 
React Only to Heat from Pilot Flame 


Automatic gas heating devices, including unit heaters, 
ovens and dryers, have pilots which burn continuousiy 
while the units are turned on. The pilot ignites any gas 
reaching the main burner. In most gas furnaces the pilot 
is lighted at the beginning of the heating season and burns 
continuously until turned off manually at the end of the 
season. The main gas control valve opens and closes in re- 
sponse to the room thermostat. The flame detecting device 
merely detects the heat of the pilot flame. 

A number of the devices used for this purpose are 


shown schematically in the accompanying diagrams. 


1) Bimetal operated switch: Heat from the 
lighted pilot causes the bimetal to push the rod, closing 
the switch contacts which are remote from the flame. As 
long as the switch contacts remain closed, the circuit to 
the main valve is under the control of the room thermo- 
stat. If the pilot light fails, the bimetal cools and opens the 
contacts. A spring exerts a slight pressure toward the open 
position, so if the bimetal fails the contacts will be forced 


open. 


2) Differential expansion: Several differential 
expansion devices other than bimetal are employed, each 
utilizing the tendency of metal to expand when heated. 











3 BELLOWS-OPERATED SWITCH: heated liquid in 


bulb expands, elongating bellows and closing switch 


To amplifier 


-~ Shielded cable 








—-_— 
Re To main gas valve 








a. 
Bins To pilot gas valve 
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6@ FLAME CONDUCTION DEVICE: flame con- 
ductivity is comparable to 50 meg resistor; device 
requires electron tube amplifier 
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Impinging the pilot flame against one part of such a de- 
vice causes a geometrical change in the device which can 
be made to operate switch contacts in the control circuit. 


3) Bulb and bellows: Here the bimetal is re- 
placed by a bulb containing a fluid such as mercury which 
due to the heat of the pilot flame, vaporizes some of the 
liquid, creating sufficient vapor pressure in the bellows 
to hold switch contacts closed. Pilot failure allows the bulb 
to cool and the vapor condenses. The resulting pressure 
drop relaxes the bellows, opens the switch contacts and 
closes the main gas valve. In some cases electric ignition 
is provided by a hot wire or glow coil and the ignition 
transformer is turned on and off by the same switch. 
Thus, as long as the pilot is burning properly the electric 
ignition is turned off. 

When liquefied petroleum gases such as propane or 
butane are burned, pilot failure must shut off the gas 
not only to the main valve but also to the pilot. If these 
heavier-than-air gases were not shut off they would settle 
along the floor, creating a fire hazard. To relight the pilot 
spring-closed bypass valve must be held open manually. 


4) Thermocouple: !n a circuit containing two dif- 
ferent metals, if one junction is heated to a higher tem- 
perature than the other, a current will circulate through 
the circuit. In a widely used flame detecting device for 
gas pilots one junction is placed in the pilot flame while 
the other is connected to the two ends of the coil of an 
electro-magnet in the safety gas control valve. After the 
pilot is lighted the safety valve is opened manually and 
held open by the electro-magnet with current supplied by 
the hot junction of the thermocouple. If the pilot flame 
goes out, the current dies and the safety gas valve closes. 
It remains closed until someone relights the pilot and 
again manually opens the valve. A failure of the thermo- 
couple stops the flow of current and the valve closes. 


5) Thermopile: A number of thermocouple junc- 
tions connected in series can supply more electrical en- 
ergy to open the safety valve or even operate a sensitive 
relay. In some systems thermopiles actually provide the 
current through the room thermostats to open and close 
the main gas supply valves. This system permits burner 
operation to continue even when electric power fails, es- 
pecially on certain types of heating systems which have 
no electric motors. Since the system is operating on cur- 
rent provided by the gas pilot, the valve closes when the 
pilot is extinguished. 


6) Flame conduction: A gas flame is a high re- 
sistance electrical conductor. This fact has been used in a 
flame detector with a rod which is inserted in the flame 
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and a d-c potential applied. The minute current is ampli- 
fied and provides a safety control for large gas furnaces 
or oil furnaces using gas pilot ignition. Its chief advan- 
tage is that it responds almost instantaneously to pilot 
flame failure while other devices require a cooling-off 
period before the control will respond. Its use is confined 
generally to larger than residential installations. 
Development of a photoelectric tube which is sensitive 
to the blue and violet end of the spectrum, including 


ultraviolet, may stimulate greater use of photoelectric de- 
vices on larger gas furnaces, although gas combustion 
gives off less energy in the visible spectrum than does an 
oil flame. These devices aren’t likely to replace the thermo- 
couple systems for residential equipment because of in- 
herently greater costs. Photo transistors eventually may 
become inexpensive enough to compete with thermal 
safety devices. Their operating time is almost instantane- 
ous but they will have to be kept free of excessive dirt. 


Thermal Devices for Oil-Fired Burners 
Must Be Remote from the Oil Flame 


Residential oil burners for single family houses may 
burn from 0.5 gph in small homes to 3 gph or more in 
large homes. Fuel oil is not explosive except when finely 
atomized and mixed with air. Residential oil burners use 
electric ignition supplied by a transformer of 10,000 volts 
or more to create the electric ignition arc. The ignition 
electrodes must be carefully positioned so this flaming 
electrical arc will be drawn into the cone of atomized oil 
while the electrodes themselves are entirely outside the 
oil spray. If the spray were allowed to contact the elec- 
trode surfaces a film would form. The heat in the com- 
bustion chamber would cause this oil film on the elec- 
trodes to “crack,” leaving a coke-like residue which can 
cause ignition failure. This also applies to any of the 
thermal devices used in combination with safety pilots for 


gas. Following are some devices used with oil burners. 


7) Stack control: This type of oil flame detector 
is part of the control which starts and stops the burner 
in response to the room thermostat. The detector is gen- 
erally a piece of bimetal wound in a spiral helix and 
mounted on a rod with a concentric sleeve extending out 
of the rear of the control enclosure. This helix extends 
into the flue pipe of the furnace where it is subjected to 
the temperature of the flue gas. The rod extends through 
the sleeve and into the control box where its angular 
movement actuates a switch. 

A friction clutch between the rod and switch actuator 
permits the rod to turn through a much greater angle 
than that required to operate the switch shown in Fig. 
7a. Thus, the first reaction of the bimetal element to tem- 
perature rise in the flue pipe will operate the switch and 
indicate that combustion is occurring. The temperature 
will continue to rise for some time, and although the helix 
turns through an increasingly greater angle, its motion 
merely slips the clutch. If the flame fails, the initial few 
degrees drop in temperature causes the switch to open 
and stop the burner. As the stack continues to cool, the 
switch travels its complete cycle and again slips the 
clutch, in the opposite direction. In effect, the detector 
operates on temperature change and not on actual air 
temperature as a thermostat does. In operation, the flame 
detector switch contacts must be closed on the “cold” 


side before the circuit is completed to start the burner. 
This constitutes one of the self-checking safety features of 
the detector. After the burner starts, a timer also starts and 
if the flame detector switch has not opened the “cold” 


side contacts within a reasonable time, generally 90 to 120 


seconds, this timer stops the burner. In such case, absence 
of combustion causes the shutdown; but a broken flame 
detector would also cause the burner to shut down. This 
constitutes another automatic check to be sure the detector 
is functioning properly. 


8) Combustion chamber detector: At least 
one type of detector is located in the combustion chamber 
(out of the flame) or in the flue pass from the combustion 
chamber. A nichrome or stainless steel thin walled tube, 
closed at the outer end, is extended through the furnace 
wall into the combustion chamber as shown in Fig. 8. 
Inside the tube is a quartz rod having a low thermal ex- 
pansion coefficient (Fig. 8a). The heat of combustion 
heats the thin tube, increasing its length. Since the quartz 
rod doesn’t increase in length, differential movement oc- 
curs, which is amplified through a leverage. A slip clutch 
connects the lever to the contact arm; thus, this device 
also measures temperature difference and not absolute 
temperature. The clutch also compensates for changes in 
dimension due to high temperature and time. 


9) Photoelectric detector: Many large burners 
used in industrial or commercial applications use a photo- 
electric detector in combination with an electronic ampli- 
fier and relay system. The detector may be mounted on 
the burner tube as shown in Fig. 9 or through some 
auxiliary opening giving “visible” access to the flame 
itself. The photoelectric detector depends on radiation in 
the visible spectrum while the burner-mounted detector 
(Fig. 10) depends more on heat radiation in the infra- 
red part of the spectrum. 


10) Buorner-mounted flame detector: 
There is an advantage in having the burner and the con- 


trols in one package. With gun type oil burners, there- 
fore, the flame detector must be part of the burner, and 
the only part of the burner which is exposed to combus- 
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7 STACK CONTROL: stack heat causes bimetal to 
twist, turning shaft; other end of shaft has slip clutch 
which operates contacts as shown in Fig. 7a 
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8 COMBUSTION CHAMBER DETECTOR: single 
pole, double throw switch is activated by nichrome 
or stainless steel thin walled tube (Fig. 8a) extending 
through furnace wall into combustion chamber 





8a METAL TUBE extending into combustion chamber contains 
quartz rod. Tube expands more than rod when heated; movement 
is amplified by leverage system. After full travel of movable con- 
tact, clutch slips. System provides fast shutdown on flame failure 





4 
ai 


Q PHOTO-ELECTRIC DETECTOR: device is mounted on 
burner tube of larger burners; it "sees" flame failure, causes 
fuel oil flow to stop 
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To control 


Electrodes 











—Glass front 
10 BURNER MOUNTED FLAME DETECTOR: bimetal 
single pole, double switch is 
burner nozzle. Unit is hermetically sealed 


throw mounted below 








tion is the end of the tube containing the nozzle and igni- 
tion electrodes. The detector must, then, be mounted near 
the nozzle tip in the blast tube of the burner so it is ex- 
posed to the radiant heat of the flame without becoming 
overheated and without upsetting the air distribution. One 
such detector is shown in Fig. 10. Detectors for burner 
mounting are small, fast-operating and hermetically sealed 
against dust and other contamination. They also employ 
a clutch principle that frees them from drift and over 
stressing which would occur at the high operating temper- 
ature. Some are sealed in glass and the bimetal element 
receives radiant energy in both the visible and infra-red 
parts of the spectrum. Dust accumulation on the glass 
slows the operating speed but only a considerable accu- 
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mulation will make the detector respond so slowly that 
the burner shuts down. 

At least one manufacturer provides a liquid-filled bulb 
to be mounted on the burner with the capillary extending 
back into the control to operate the switch. Liquid expan- 
sion operates the switch without a clutch. This process is 
relatively slow. Use of continuous electrical ignition mini- 
mizes the need for fast detector operation. 

Most of the devices on the market for monitoring the 
presence of combustion in domestic heating plants do a 
satisfactory job. Future possibilities seem to be in the 
direction of greater use of semi-conductors and optical 
type monitors which respond instantly to the presence or 
absence of combustion. 





Chlorides in Combustion Air — 





ACCUMULATED RUST shortened life 


Source of Trouble i.ecetrere 


its normal expectancy 


For Direct-Fired Unit Heaters 


By Lyle K. Huhn 


Janitrol Heating & Air Conditioning 
Div. of Surface Combustion Corp. 


DETERIORATION of interior parts was ac- 
celerated by presence in atmosphere of 
chlorinated solvents used in same building 


CONSIGNED to the junk pile after less 
than three years’ service, heat exchanger's > 
destruction was traced to exposure to corro- 
sive fumes 
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These case histories illustrate the need for care 

in installing direct-fired unit heaters in an atmosphere 
containing even dilute quantities of chlorinated solvents, 
which can cause heat exchanger surfaces to break down short 
of their anticipated useful life span 


YEARS AGO, someone painfully passed down the word that 
it isn’t practical to install steel direct-fired unit heaters 
or furnaces in dry cleaning plants because, as we now 
know, in the process of combustion the chlorinated sol- 
vents employed in such plants break down to form hy- 
drochloric acid, which rapidly corrodes the heat ex- 
changer. 

Other industries, too, employ different chlorinated hy- 
drocarbon compounds for use as degreasing agents. These 
solvents also contain chlorine and have the same effect on 
heating equipment installed nearby. The use of chlori- 
nated compounds is standard practice in many large and 
small manufacturing plants. 

The following case histories illustrate what can happen 
and describe conditions to guard against in designing 
heating systems for areas where chlorinated solvents are 


suspected in the atmosphere. 


Remove Degreasing Agent Vats 


In the plant of the Aircraft-Automotive Division of 
Surface Combustion Corp. in Columbus, O., chlorinated 
hydrocarbon degreasing agents were used daily. Not only 
did the heat exchangers in the unit heaters fail, but also 
as serious corrosion problem developed in stainless steel 
aircraft parts. Later it was established that corrosion of 
the stainless steel was caused by the fact that the vents 
on the unit heaters were not working properly and prod- 
ucts of combustion containing hydrochloric acid were 
being dumped into the atmosphere around the stainless 
steel parts. The cleaning vat was moved so vapors from 
the degreasing agent did not enter the plant atmosphere. 

In an industrial plant in Indiana, which also used 
chlorinated hydrocarbon degreasing agents, direct-fired 
unit heaters failed within one or two years. When meas- 
ures were taken to prevent the chlorinated hydrocarbons 
from entering the area around the unit heaters, no fur- 


ther complaints of heat exchanger failure were heard. 


Comparison Proves Effects 


In Springfield, O., the combustion chamber was re- 
placed in a unit heater after 15 years. The new combus- 
tion chamber lasted about two years. Investigation turned 
up the fact that two years before the original combustion 
chamber was destroyed, the plant had introduced chlori- 
nated hydrocarbons in a cleaning operation. 

In Wauseon, O., heaters in a warehouse building failed 
due to corrosion of the heat exchangers in about five 
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years. Chlorinated hydrocarbons were suspected immedi- 
ately, but in this case the facts were more difficult to 
run down. The operators of the plant insisted that no 
chlorinated compounds were used in the building. The 
investigation turned to the part of the building used as 
a garage. Here moderate amounts of chlorinated hydro- 
carbon compounds were discovered, used in certain clean- 
ing operations. The use apparently was only occasional 
and for some time escaped the attention of the investiga- 


tors. 


Small Quantities Affect Surfaces 


The fact that even dilute quantities of chlorinated 
hydrocarbons in the atmosphere can cause quick failure 
of a heat exchanger was demonstrated recently in the 
failure of three gas-fired winter conditioners with cast 
iron heat exchanger surfaces. One conditioner was in a 
house next door to a dry cleaning plant. The other two 
were in apartments located directly above or in the gen- 
eral vicinity of dry cleaning establishments. It seemed 
there might be some connection between the premature 
failure of these units and their proximity to the shops 
where chlorinated solvents were used. A sample of rust 
and scale was obtained from one of these units which 
had completely failed in three years and the sample was 
analyzed by a chemical testing laboratory. The labora- 
tory reported the presence of considerable quantities of 
chlorides. 


Bleach Has Little Effect 


To make a comparison, another unit of the same model, 
which had been installed eight years in the basement 
about 20 ft from the laundry where bleach is occasionally 
used, was checked and a small amount of rust was re- 
moved from the flue collar. The high temperature alumi- 


num paint in the flue collector was still in good condi- 


tion. The testing laboratory reported only a trace of 


chlorides in this sample, whereas the ratio of chlorides 
in the two earlier samples was over 800 to 1. 

The occupants of these homes were not aware of any 
odor of these solvents and there was no direct connection 
between any of these quarters and the dry cleaning 
establishment. 

This type of evidence suggests that in looking for 
sources of chlorinated hydrocarbons, even the slightest 
amounts anywhere in the neighborhood of the heating 
equipment cannot be underestimated. 





Solution to Overheating, Humidity Problems 


Sets Up a Summer Air Conditioning Sale 


THE PROBLEM: Keeping 
constant pressure in 
basement steam lines to 
heat the upstairs over- 
heated first floor offices 


REE 
STEAM FEEDER LINES (red) made a radiant panel of the floor above, overheating 


first floor offices until outside air was supplied through duct system (top, right) and 
exhausted by fan (center) into window well 


THE SOLUTION: Outside 
air was brought in by a 
blower through ducts, 
distributed through the 
basement to temper the 


air and exhausted into 


window wells 


THE RESULT: Enthusiastic 
customer purchased a 


m —_ 

humidity control syste COMBINATION 1 humidifying and summer PRINCIPLES of reverse-acting thermostat 

and summer air condi- air conditioning system is explained to to control outside air supply to basement 
customer Jack Lampert (left) by dealer- 


tioning contractor Percy Neil 


and exhaust of overheated air are explained 
to customer 
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DUCTWORK FOR COMBINATION humidifying and summer air conditioning package 


supplies conditioned air the year around to general office area as well as private offices 


“BEST INVESTMENT I ever made. It’s 
the only improvement we’ve made 
around the office that pleased every- 
one,” Jack Lampert, vice president, 
Lampert Lumber Co., St. Paul, 
Minn., told Percy Neil, Neil and 
Hubbard Heating and Air Condition- 
ing Co., St. Paul. The superlatives ap- 
plied to the system Mr. Neil’s firm 
installed to control overheating of the 
lumber company’s 10,000 sq ft office 
area, provide maximum humidity 
during winter months and summer 


air conditioning during the summer. 


Office Area Overheated 


“The problem we had every win- 
ter,” Mr. Lampert explains, “was 
caused by the steam heating system 
originally installed in this three-story 
building, which has 32 apartments on 
the two floors above the office level. 
To provide heat for all our tenants, 
we had to maintain positive pressure 
in the steam mains throughout the 
day and night and the office area be- 
came overheated. Our 35 employees 
would raise windows, and the drafts 
caused many of them to catch colds. 
We lost a lot of time to illnesses. We 
tried several substitute procedures 
but none proved satisfactory. Then 
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we called in Neil and Hubbard Heat- 
ing and Air Conditioning to work on 
our problem.” 


Steam Lines Radiate Heat 


Examination of the premises 
showed Percy Neil that numerous 
steam lines crisscrossing the base- 
ment ceiling, even though they were 
insulated, were overheating the base- 
ment. The floor above consequently 
became a radiant panel and over- 
heated the office area above, even 
when all radiators had been turned 
off. Mr. Neil felt that insulating the 
floor would serve no useful purpose 
because once the insulation became 


hot it would only retard heat flow to 


the floor above, and never entirely 


control it. 

His first remedial step was intro- 
duction of an outside air supply 
through a blower and duct system 
which distributes the air evenly 
throughout the basement. Next, he 
installed several ventilating fans in 
the top halves of window casements 
to exhaust air into the window wells. 
A reverse-acting thermostat was in- 
stalled and adjusted to energize the 
blower for distribution of outside air 
throughout the basement when the 


ee — ses 


mS 


; 


“=> 


basement temperature reached 74 F. 
This thermostat also activates the ex- 
haust fans in the window wells. When 
basement temperature falls to 70 F 
the control circuit opens, stopping 
both supply and exhaust fans. 


Provide Humidity Control 


This arrangement solved the over- 
heating problem, and the lumber 
dealer retained Neil and Hubbard to 
improve office comfort further by 
providing some form of humidity 
control. The dealer-contractor elected 
to install nozzle type humidifiers in 
each of three major office areas and 
to connect the humidity system to 
private offices by ductwork. 


Packaged Units Easily Sold 


In discussing this proposal with 
Mr. Lampert, Percy Neil brought out 
the fact that for a small additional 
cost, summer air conditioning equip- 
ment could be connected to the hu- 
midifier system to provide many ad- 
ditional benefits for employees dur- 
ing the summer. The proposal was 
eagerly accepted and five 5 ton water 
cooled condensing units were in- 
stalled along with the humidifiers. 
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PRACTICAL APPLICATIONS 
for engineering, installing and servicing 
residential cooling systems 


By S. W. Reid 


Air Conditioning Engineer 
Gilbert Associates, Inc. 


Now’s the time to look back at the problems 
faced during the 1959 cooling season and pass along the 


lessons learned to the servicemen and installers who may 


IN A FEW WEEKS the 1959 air condi- 
tioning season will be past. As the 
pressure of work eases, the opportuni- 
ty arises for dealer-contractors to 
review some of the season’s out- 
standing problems and their solu- 
tions. If experience is indeed our 
best teacher, here are some valuable 
lessons we should review, record and 


pass on to the entire organization. 


58 


encounter similar problems on future jobs 


Let’s imagine ourselves _ sitting 
quietly at our desk some evening 
with our service manager. Piled in 
front of us are record cards detailing 
1959 air conditioning installations 
and service calls. Our thoughts and 
comments might go somewhat like 
this: 

The first card describes the Ander- 
son job. We remember well that Mr. 


Anderson talked us into using water 
from the old shallow well on his 
property for condensing. We did 
check the temperature and flow but 
not the mineral content. A service 
note shows the heavy lime content of 
the water fouled our condenser so 
quickly the system didn’t get through 
the first season. We cleaned the con- 


denser and are waiting for a report 
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from a _ water consultant 


recommending treatment. 


before 


Suction Line Kinked 


Here’s the Arnold job: a 2 ton add- 
on cooling system. We put a cooling 
coil in the plenum above the furnace 
and an air-cooled condensing unit on 
a concrete slab outside a rear base- 
ment window. The warm air heating 
system had been designed to accom- 
modate summer air conditioning so 
we had no trouble with the duct and 
distribution system. However, we did 
have to put in a larger blower motor. 
The only trouble we had appeared at 
startup. A hidden kink in the copper 
suction line caused a pressure drop 
that reduced system capacity. The 
difficulty was discovered during our 
initial check of air temperatures and 


compressor motor amperes. 


Overlook Makeup Air Supply 


Here’s one that really taught us a 
lesson. This Davidson installation was 
one of our first residential air cooled 
jobs, and we did everything “accord- 
ing to the book.” Load figures showed 
that 2 tons was plenty of capacity, 
but after half a dozen service calls 
and half a summer’s operation, we 
were nearly convinced that at least 
a 5 ton unit was needed. Unlike Mr. 
Arnold, Mr. 


condensing unit in the basement. So 


Davidson wanted his 
we installed a duct from the conden- 
ser to a basement window to exhaust 
the warm air. Four weeks later we 
realized we had made no provision 
for makeup air for the condenser, 
and outdoor air was infiltrating the 
windows and door of the conditioned 
space, adding to the cooling load. Of 
course, no provision had been made 
in the cooling load calculation for 
such a large amount of outside air. 
This factor made our 2 ton unit ap- 


pear undersized. A duct from a 





THIS SPECIAL SERIES 


- . - on subjects of interest to 
residential air conditioning 
dealer-contractors is based 
on the author’s wide experi- 
ence and on constant analy- 
sis of the field by American 
Artisan’s editors. 


IT ALL BEGAN 


- . . with a complete rundown 
on fundamentals in 20 arti- 
cles beginning in August, 
1952 American Artisan, de- 
scribing basic operation of 
air conditioning equipment. 





SPECIFIC PROBLEMS 


... treated in the next phase 
of the series covered mainte- 
nance, service, installation 
and management. 


NOW 
PRACTICAL APPLICATIONS 


. « « to solve common prob- 
lems which have been expe- 
rienced by the author and by 
dealer-contractors are cov- 
ered in the current selection 
of case histories, procedure 
outlines and specific ex- 








second basement 


window to. the 
condenser solved the problem. 


Wants Maintenance Contract 


Here’s a note we clipped to this 
file to remind us that Mrs. Drake 
wants to see us next month about a 
maintenance contract. She owns a 
small apartment building which was 
air conditioned by one of our 
competitors several years ago. Al- 
though nothing serious has de- 
veloped, lack of regular maintenance 
has led to calls for service. She 
learned through a friend of the reli- 
able periodic service for which our 
firm has a reputation, and wants to 
discuss it. 


Soldered Joint Leaks 


Our service manager will re- 
member this one. He sent a new man 
out to this customer’s home for a 
routine seasonal startup of the air 


conditioning system. The condensing 


unit has a_ belt-driven compressor. 
The serviceman noted an abnormally 
low suction pressure, and also dis- 
covered that the system had not been 
pumped down over the winter. Con- 
cluding that refrigerant had leaked 
out at the compressor shaft seal, the 
serviceman added refrigerant, 
checked the seal and left, thinking he 
had solved the problem. Not long 
afterward, we were called back to the 
job. Again we found the system low 
on charge. This time we made a more 
thorough check for leaks and found 
one at a soldered joint. Since it was 
our responsibility to check it thor- 
oughly on the first call, we made an 
adjustment in the bill to cover the 
duplication of effort and the refriger- 
ant that was lost after the first call. 


Similar Jobs, Results Differ 
Here’s the file on the Hendricks 


job in the housing project across the 
river. We did their job and one for 
their neighbor at the same time. The 








“Lack of regular maintenance has led to calls for 
service. Learned from a friend that we offer a rea- 


sonable service policy. Wants to discuss it”’ 
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true air Wentatloting pre- ON PR conditioning is the 


vides comfort in all sea- 
sons according to the 
American Society of Heat- 
ing, Refrigeration, and Air- 
Conditioning Engineers. 
ASHRAE defines air condi- 
tioning as: 


process of treating air so 
as to control simultane- 
ously its temperature, 
humidity, cleanliness and 
distribution to meet the 
requirements of the condi- 
tioned space.”’ 








installations were identical, but we 
had many complaints from the Hend- 
ricks and none from the other people. 
The first few times we checked we 
could find except 
dirty filters, yet the complaint was 
always the same 


nothing wrong 
insufficient cool- 
ing capacity. 


Habits Increase Load 


After too many calls for service, 
we took a closer look at the two jobs. 
The Hendricks had three 
children. The couple lived 
alone. We found that in nice weather 
the Hendricks children were in and 
out of the house constantly during 
the day, adding greatly to the infil- 
tration load. Furthermore, we found 
the Hendricks, being budget minded, 
operated their system only during 
the afternoon and 


young 
other 


early evening, 
whereas the other couple allowed 
their system to operate 24 hours a 
day as required by the thermostat. 

The reason for the apparent dif- 
ference between the two systems 
quickly became apparent. The Hend- 
ricks system was not only taxed by 
the heavy additional infiltration load, 
it was also denied the help of the 
storage capacity of the house and 
furnishings during peak load periods. 
Comparison of these two jobs demon- 
strated to us the importance of talk- 


about situations 
which may affect cooling loads. 


ing to prospects 


Sun Heats Tower Water 


The Jamison apartments job posed 
a rather unusual problem. The three 
story building has a self-contained 
air conditioner on each floor. A cool- 
ing tower for all three units is on 
the roof. The equipment was original- 
ly interlocked electrically so that 
whenever any one compressor 
started, the cooling tower fan and the 
water pump also started almost simul- 
taneously. We had used this scheme 
before on other jobs and had ex- 
perienced no trouble. On this job, 
however, we found that a compressor 
occasionally would trip out due to 
high head pressure. After some in- 
vestigation we concluded that the 
first air conditioner to start up after 
a prolonged shutdown would receive 
hot water long enough to cause the 
high pressure trip. This time interval 
was unavoidable because of the rela- 
tively large quantity of water in the 
tower sump which became heated by 
the sun and also because of the 
lengthy pipe system. We solved this 
problem by installing an aquastat in 
the tower sump which activates the 
pump and tower independently when 
the water temperature reaches a cer- 
tain maximum. 


Distribution Analysis Wrong 


Here’s the Jones file. Remember, 
we became acquainted with Mr. 
Jones when he responded to a special 
modernization advertising campaign 
we conducted last year. This job in- 
volved converting a gravity warm air 
system to forced air and adding 
summer air conditioning. We'll have 
to admit that the trouble here was 
that we didn’t analyze the distribu- 
tion system carefully enough. 


Install New Registers 


Our original quotation on this job 
included replacing the existing stack- 
heads with types which would be 
suitable for more modern registers. 
The locations of these outlets were 
right for the original system, and 
there was no particular complaint 
about the heating distribution with 
the new registers. For cooling, how- 
ever, the non-adjustable registers 
were inadequate for this job. They 
threw conditioned air from inside 
walls and partitions, and the air 
merely spilled across the floor, then 
short circuited to a central return 
grille. 

We solved the problem by switch- 
ing to registers with adjustable 
blades so the cool air is thrown up- 
ward and well mixed with room air. 
It might have been better, though, to 
reverse the air flow by installing new 
perimeter outlets in the living and 
dining rooms and using the existing 
risers for return air. 


Mismatch Electric Components 


On this next job we had to return 
the compressor to the manufacturer 
under the warranty agreement when 
it developed a leak at an electrical 
terminal. The replacement unit had 
been in service only a short time 
when the customer reported that the 
unit again would not run. We found 


the electrical starting components had 








“To overcome the problem of cold air spilling over the floor in this 


modernization job, we switched to registers with adjustable blades’’ 
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failed due to an overload. Looking 
for the cause of this second failure 
we discovered that our service de- 
partment had neglected to check the 
serial number of the replacement 
compressor against the manu- 
facturer’s list of matching electrical 
components. The replacement com- 
pressor was actually a rebuilt unit 
made before the defective one and it 
required different electrical auxili- 


aries, 


Fuses Burn Out Repeatedly 


There’s no excuse for the number 
of callbacks this next job record lists. 
We were plagued by a succession of 
fuse burn-outs we could not explain. 
Each time we checked the motor 
after replacing the fuses, the current 
readings Hindsight 
bares two foolish decisions we made: 


were normal. 
1) we installed the cooling tower in 
the basement, knowing that the air 
flow to the tower would be restricted 
by the limited intake openings; and 
2) we installed the tower without any 
provision for blow-down or bleedoff 
of water. (There was no floor drain 
in the basement). 

The way each of these two factors 
contributed to the ultimate trouble is 
interesting. The system appeared to 
work well at the beginning of the first 
season. However, the restricted air 
flow to the tower allowed warmer- 
than-normal water to enter the con- 
denser. This in turn caused a higher- 
than-normal condensing temperature. 
The higher condensing temperature 
without any blow-down of water ac- 
celerated scale build-up in the con- 
denser tubes. This of course made for 
an even higher condenser tempera- 
ture. Toward the end of the first 
season, the compressor motor began 
to trip its thermal overload relays in 
the starter. Against our better judg- 
ment, we substituted starter heaters 
with higher ampere trip points. By 
this action, we eliminated the safety 
feature this 


vided. 


device formerly pro- 

The new overload device allowed 
the unit to operate the balance of the 
season with no further service calls. 
Early the second season, however, 


the unit stopped again. The record 
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Qu the September issue you'll hind... 


- «+ « @ summer maintenance checklist for service 
station heating installations 


- - - an interesting application of stained copper 
sheets for exterior wall panels for a church 


. » » how a modern showroom and shop helps a 
dealer-contractor stay ahead of his competition 


... how participation in local builders’ association 
activities pays off in sales leads 








shows that the high pressure cutout 
had tripped, causing the control relay 
to trip also. The control relay was 
reset, and the unit operation ap- 
peared to be satisfactory. The cutout 
point was raised above the factory 
setting somewhat, on the theory that 
the actual trip pressure might be 
somewhat control 
setting indicated. But another nota- 


lower than the 


tion on the card indicates that the 
high pressure cutout tripped twice 
more. 


Bypass Control Relay 


At this point we again did some- 
thing very foolish. We changed the 
unit wiring to bypass the control 
relay entirely. When the high pres- 
sure cutout tripped, it would stop 
the compressor only temporarily until 
the condenser pressure had dropped 
to the point at which the cutout reset 
automatically. In other words, we 
eliminated the manual reset feature 
of this safety device. We believed 
then that we were not eliminating 
the protection of the high pressure 
cutout since it would still trip and 
stop the compressor. We did feel, 
however, that we were eliminating 
the necessity of a service call to reset 
the device. (At this point it had not 
occurred to us to check system head 
pressure since the unit had run only 
a little more than one season.) The 
service report shows that the unit 
operated continuously more than an 


while the 
present, probably because the outside 
wet bulb temperature that day was 


hour serviceman was 


well below design. 


Inrush Overheats Fuses 


At this point our service reports 
begin to show the real cause for the 
burned out fuses. Days when the out- 
door wet bulb temperature was high, 
the compressor cycled on the high 
pressure cutout so frequently that the 
starting inrush current overheated 
the fuses. The thermal overload re- 
lays in the starter did not protect the 
motor because they had been over- 
sized. 

More air was sent to the tower. A 
small pump and sump were installed 
to carry tower blow-down water to a 
higher level whence it could flow into 
a drain. The condenser was thorough- 
ly cleaned. The thermal elements 
specified for the unit were re-installed 
in the starter. The wiring was cor- 
rected. No more trouble is antici- 
pated. 

Come to think about it, we learned 
quite a bit this past cooling season. 
Let’s be sure we retain this informa- 
tion ourselves, and above all, pass it 
along to our employees who might 
be faced with similar situations. 

Above all, let’s set aside some time 
every year for these “hindsight ses- 
sions” to correct our mistakes before 
they become expensive habits for us 


and problems to our customers. 





Gas-Fired Year ‘Round Units Supply 


Triple Distribution Systems in Tri-Level 


YEAR ‘ROUND UNITS take combustion air 
from basement area (note opening in unit 
at right). Units are installed facing oppo- 
site directions 











DUAL COOLING TOWERS remove heat from condenser water. Mist above 


Two units, each with its own cooling tower, 
provide year ’round comfort through three different types 
of delivery systems—one for each level 





tower at right is from evaporation of water being reconditioned 





“THERES NO SHORTCUT to year 
"round comfort in tri-level homes,” 
says Earl Bohat, Comfort Air Sys- 
tems, Skokie, Ill. “In tri-level houses 
we treat each level individually. We 
lay out the duct system and provide 
supply and return air openings as if 
each level were a one-story house. 
This means we often have three dif- 
ferent types of air delivery systems. 
We use a radial duct system em- 
bedded in a concrete slab floor for 
recreation rooms and others below 
grade level. We use perimeter air dis- 
tribution systems for rooms over 
crawlspaces and basements; and for 
second story rooms we frequently use 
high side wall registers.” 

In each case, Mr. Bohat specifies 
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registers or diffusers which are espe- 
cially designed to handle air for both 
heating and cooling applications. Re- 
cently he designed and installed a 
year “round air conditioning system 
in a tri-level residence supplied by 
two gas-fired units, each of which 
employs a cooling tower for cooling 
the water used in the condensers. 
One unit serves the kitchen, din- 
ing-room, living room and reception 
hall; the second handles the recrea- 
tion room and work shop on the lowe 


level and upper level bedrooms. 


Combustion Air from Basement 


Because combustion air for the gas- 
fired summer air conditioning units 
is drawn from the basement area, no 
part of the basement could be used 
as a return air plenum. Air is drawn 
through an opening into the basement 
from the outside for combustion. 

Conditioned air for the radiant- 
convection system serving the recrea- 
tion area is supplied through the duct 
system embedded in the concrete. 
Some of the air is released from the 
slab duct system to heat the room by 
convection. The rest of the air in 
the slab loop system is returned to 
the furnace through a return air 
duct in the slab. Air released into 
the room is returned through a sepa- 
rate grille in the common return 
air trunk. The slab is covered with 
asphalt linoleum adhered to the con- 
crete with rubber cement designed 
to stand temperatures higher than the 
maximum discharge air temperature 
of 175 F. A vapor barrier was laid 
over the earth before the concrete was 
poured to prevent moisture migration 
into the buried ducts and the living 
area. 

The bedroom area above the re 
reation area is supplied through an 
extended plenum duct running along 
one end of the recreation room. This 
duct, located against the ceiling. is 
covered with lath and plastered to 
appear as a wide beam. Takeoffs from 
this extended plenum supply condi- 
tioned air to both the workshop and 


the bedroom area above. Branch 


ducts run through the joist spaces 
under the bedroom level floor. The 


second unit supplies air through a 
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GRADUATED DUCT system 
(right) supplies branch ducts 
to living area of tri-level 
house 


EXTENDED PLENUM (center) 
between studs was plastered 
over to match decorating 
scheme in recreation room. 
Duct supplies bedroom area 


RADIAL DUCT system (bot- 
tom), supplied by duct at 
right, heats concrete slab. 
Smaller duct at left is part of 
the return air system 
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DRAIN VALVES are installed at lowest points in water 
lines to and from cooling tower, so lines can be thor- 
oughly drained when towers are closed down for winter 





FUEL IS ADJUSTED by Joe Surz, partner in the firm 


which installed the year ‘round systems 


graduated duct system extending the 
length of the basement beneath the 
kitchen, dining room and living room 


level. Several takeoffs provide perim- 


eter air distribution for the living 
area. Each of the duct sections was 
cross-braked and standing seam locks 


were employed at all section joints. 


Dampers Contre! Air Flow 


All branch ducts, both supply and 
return, contain adjustable dampers 
for air flow control. Each branch is 
identified by labels attached at the 
damper adjustments. 

Flexible connections were provided 
at each point where ducts join the 
gas-fired units to prevent transmis- 
sion of mechanical noises. 

The two cooling towers are at 
ground level beside the garage and 
are concealed by landscaping. The 
cooling towers are on 6 in. concrete 
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WATER DISTRIBUTION through tower is inspected by 


Earl Bohat, dealer-contractor 


slabs separated from the garage by 
6 in. of soil to prevent transmission of 
noise to the building’s concrete foun- 
dation. 

A bleed-off system for each cooling 
tower prevents the formation of cal- 
cium particles when evaporation oc- 
curs. With the bleed-off system, ap- 
proximately 15 gal. of water is 
drained for each hour of cooler opera- 
tion. (Note bleed-off pipes in the 
illustration of the two towers beside 
the garage.) 


Heat Removed by Evaporation 


A pump in each cooling tower 
draws the warmed water from the air 
conditioning units into the tower 
through a nozzle arrangement which 
breaks it into small droplets. Air de- 
livered by a blower produces the 
evaporation process, removing the 
heat picked up at the air condition- 


ing unit. The cooled water is returned 
to the units through copper pipes. 

A drain valve must be installed at 
the lowest point in any condensing 
water system to facilitate drainage of 
lines when the system is placed out 
of service during the winter. The 
valves and drains for each of the sup- 
ply and return lines and the make-up 
water line in the tri-level installation 
are illustrated on these pages. 

To supply water from the cooling 
tower to the condenser for a 314 ton 
unit, manufacturers recommend 114 
in. copper pipe. 

Rubber hose sections to prevent 
transmission of mechanical noises 
from the cooling tower through the 
piping into the house are installed in 
each pipe line (supply, return and 
makeup), between the points where 
the pipe line leaves the building and 
where it is connected to the cooling 
towers. 
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THE SUCCESS AND GROWTH of every in- 
dustry depends on its ability to create a 
desire for the products and services it 
offers. The responsibility for this motiva- 
tion falls upon the industry's sales force, 
who must see to it that sales grow not only 
in volume but also in quality; that is, they 
must represent an exchange of maximum 
benefit to the customers for a fair profit to 
the business. This exchange permits — 
and also requires — the business to im- 
prove its operation constantly to serve 
future customers better. 

To fulfill this obligation, salesmen must 
be able to recognize the needs of pro- 
spective customers quickly, and then pro- 
duce logical recommendations for meet- 
ing these needs. Thus, training new sales- 
men and improving existing sales forces is 
a continuing and vital task of manage- 
ment. 

This series of articles presents some 
new information and some refinements of 
established sales methods which will be 
useful in dealer-contractors’ sales training 
programs. 

If the sales staff is small list the name 
of each salesman on the cover of this issue 
and route the magazine to each before 
filing. 

If the sales staff is large enough to war- 


i SELLING 


weekly sales meetings, use each arti- 
cle as the basis for a continuing training 
program. 

Wholesalers and manufacturers can as- 
sist dealer-contractors and their salesmen 
by building more formal sales training 
programs around this series. 





How to Increase Your 


Persuasive Power 


A SALESMAN’S FIRST responsibility in Here are some newly-proved techniques 


for persuading the prospect to buy what’s best 


for him — your products and services 


“closing sales is recognition of the 
prospect’s needs. Then he must make 
sure the prospect himself is fully 
aware of this need. Only then can 
he effectively point out the best way 


to meet the need and convince the 


prospect that his firm is the logical 
one to select for solving the problem. 
All this requires real skill in the art 
of persuasion. 

The ability to persuade comes only 
with training and practice in ap- 
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proach and presentation. Persuasion 
should not be wasted on trying to get 
the prospect to purchase non-essen- 
tial products or services; instead it 
should concentrate on showing him 
why certain recommendations are 
made and why he should refuse to 


consider any other recommendations 
which offer lesser results. 

Persuasion should be exerted to 
get the prospect to buy what is best 
for him. In the long run, of course, 
this approach is also best for the 
salesman and his company. 





SELLING 


There are as many ways of sell- 
ing as there are salesmen. And many 
good salesmen, through experience, 
become convinced that their meth- 
ods are best. This is as it should be, 
because a salesman must be con- 
vinced that his methods will pro- 
duce good results. However, each 
salesman should periodically review 
his method of selling, detect his 
weak points and develop ways to im- 
prove his own effectiveness. 

Should a 
strongest argument first—or save it 
for the close? When, if ever, should 


a prospect’s basic “fears” be built 


salesman present his 


into motives for buying? Should a 
salesman ever admit a negative fact 
about his product? Does it really 
help—or hurt 
to the act”? 


to get the buyer “in- 


Some startling answers to these 


MAKE SURE PROSPECTS UNDERSTAND the message before they 


form erroneous mental images. Size up prospects quickly and match 


sales appeal to their intellect 


and other questions about persuasion 
have emerged from the Psychology 
Department of Yale University, 
where a group of social scientists re- 
cently scrutinized the effects of dif- 
ferent tactics on buyer psychology. 

For the salesman, the findings 
from the Yale experiments are a 
gold mine of selling know-how. Ob- 
tained under laboratory conditions, 
they are neither colored by personal 
opinion nor slanted by individual ex- 
perience. They are tested, measured, 


proven. 


Give Both Sides of Story? 


Many salesmen, committed to the 
power-of-positive-thinking approach 


argue that bringing up negative 
points about their product in a pres- 
entation brings sure death to the 
sale. “Talk yes, get yes,” they con- 
tend. 

Here’s news from Yale: 

Experiments prove that with at 
least three types of prospect, you 
will stand a better chance of closing 
a sale by deliberately bringing up 
the negative points about your offer, 
as well as the positive. Who are 
these prospects? 1) The educated 
person ; 2) the prospect who dis- 
agrees with you at the very outset; 
5) the prospect who is exposed to 
subsequent arguments against your 
product from competitive salesmen. 

On the other hand, exactly the op- 


posite strategy will work for you 
when: the prospect 1) is unedu- 
cated; or 2) agrees right off with 
your viewpoint; or 3) is not likely 
to be solicited by competitive sales- 
men. 


Anticipate Prospect’s Arguments 


In a nutshell: Where the prospect 
is likely to be approached by other 
salesmen competing for his business, 
you can 


largely neutralize their 


arguments by anticipating—and 


them in advance. In 


countering 
effect, you arm the prospect with 
reasons for ignoring or discounting 
the arguments he will hear or has 
heard against your recommendations. 
(Editors’ note: If your competitor is 
a price cutter, leave a copy of Amer- 
ican Artisan’s Standards for Rating 
Heating Systems with the prospect 
for him to study and compare with 
your recommendations and the com- 
Thus 


will tend to retain the positive con- 


petitor’s. ) “inoculated,” he 


clusions you have planted in his 
mind; in fact, he is likely to take 
pleasure in the future in resisting 
your competitors with reasons he 
has already accepted as convincing. 
The result: a sale for you. 


When to Admit Limitations 


In the Yale 


groups of people were exposed to 


investigations, two 


LEAVE HIM with a favorable impression by 
dispelling built-up fears or anxieties with 
promise of solutions 
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identical presentations on the re- 
wards and drawbacks of a common 
household product—with one small 
difference. The first group was in- 
formed of the rewards of owning 
the product, then told of its draw- 
backs. This order was reversed for 
the second group. Several weeks 
later, both groups were questioned 
individually. The first group had 
bought almost twice as much of the 
product as the second. 

Psychologists call this the “pri- 
macy effect.” That is, what a pros- 
pect hears first lingers with him 
longest. If you list the benefits of 
a product or service before the draw- 
backs, you create a “that’s-for-me” 
state of mind which isn’t easily nulli- 
fied. Start with the drawbacks and 
you create just as positive a “no- 
thanks” attitude. 


Let Him Draw Conclusions? 


Is it safe to let the prospect draw 
his own conclusions? The Yale study 
found that the answer to this ques- 
tion depends on three factors: 

1) Does your proposition involve 
the prospect personally or imper- 
sonally ? 

2) Is your proposition a simple 
one—or is it complex? 


3) Is_ the 


drawing his own conclusions about 


prospect capable of 
your product or service? 

When the prospect is highly ed- 
ucated or intimately familiar with 
the subject, it is unnecessary to spell 
out the conclusion for him. In fact, 
he is apt to be insulted by your pre- 
sumption in “drawing diagrams.” An 
air conditioning salesman, for ex- 


ample, need not map for a theater 


CONCENTRATE PERSUASIVE EFFORTS on single subject at a time and show 
prospects why following your recommendations will accomplish the best results for 


them—don't waste persuasion on incidentals 


owner the major advantages of cool, 
clean, dehumidified air whereas he 
may very well have to itemize them 
for a farmer. An eacyclopedia sales- 
man doesn’t hay* to go into the same 
details with college graduates as he 
may with high school graduates. 
When the product or service in- 
volves personal prestige (air condi- 
tioning here, 


certainly qualifies 


along with automobiles, furniture, 
jewelry, clothing), the potential cus- 
tomer is strongly motivated to make 
up his own mind. If the product is 
an impersonal one, however (raw 
materials, business systems, ma- 
chinery), the prospect tends to wel- 
come conclusion-drawing by the 
salesman. 

Complexity is another factor. If 
the benefits of a product are obvious, 
emphasis on them by the salesman 
makes little difference. (It may even 
lose the prospect’s interest.) On the 


TWELVE WORDS THAT TRIGGER ACTION 


TV AND RADIO advertisers invest millions in packing persuasion 
into every precious moment of a ‘‘commercial.’’ Here are 12 of 
the most persuasive ‘‘selling’’ words as discovered by authori- 
tative research. Learn to use them in your sales presentation: 


you 
money 
save 
new 


results 
health 
easy 

safety 
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love 
discovery 


proven 
guarantee 


other hand, if they are somewhat in- 
volved, as are the benefits of living 
in a year ‘round air conditioned 
house, the steps leading from the 
premises to the desired conclusion 
are not immediately obvious and the 
salesman should spell out in careful 
detail the benefits he is offering 
without belaboring the prospect with 
technical details. 


Stir Up Prospect’s Fears? 


Should personal anixieties or fears 
be exploited to persuade prospects 
to buy now? Such statements as: 
“You won't be popular unless you 
use our product,” “You wouldn't 
want to leave your family in want, 
“You're 


money by not converting your exist- 


would you?” and losing 
ing equipment” may be entirely true 
and often result in obtaining con- 
tracts, but the effectiveness of using 
fear as a selling tool is still debatable. 

Much work remains to be done 
in this area of scientific investiga- 


tion. However. much is 


already 
known about the efficacy of threat 


appeals in selling. 


Build, Then Dispel Tension 


The Yale group found, for ex- 
ample, that three things occur when 
a prospect is exposed to a threat ap- 
peal. He thinks, “This might happen 


to me.” He grows tense. And his 
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SELLING 


tension is reduced as he listens to 
the salesman explain how to avert 
the threat. This reduction of tension 
operates as a reinforcement of the 
salesman’s recommendations. 

However, there are three built-in 
pitfalls in the threat approach: 

1) Each of us is equipped with 
a kind of unconscious blackout sys- 
tem. When we experience something 
too oppressive for comfort, we drop 
a mental curtain over it. Therefore, 
if the salesman creates too much 
anxiety, the prospect simply tunes 
him out—he stops taking seriously 
what he hears. 
when the threat 
creates more anxiety than we can 


2) Sometimes, 


tolerate, we react with aggression 
toward the source of the threat. In 
selling, this can take the form of re- 
jecting or refusing to believe the 
salesman’s statements. 

3) If the threat is more than we 
can handle, we sometimes develop 
a psychological defense against it. 
Scare a prospect too much and he 
blank 


when he later tries to recall what 


may unconsciously pull a 
you said . . . or lose interest in the 
subject altogether or deny to 
himself the importance of the threat. 
In any case, he remains unsold. 

In short, the threat is a powerful 
selling tool—up to a point. Past that 
point, it ceases to sell at all; it sim- 
ply paralyzes or produces _resent- 
ment. 


Get Him in the Act 


Should your prospect “get into 


the act”? Yale’s answer, corroborat- 
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ing the experience of most salesmen: 
an unqualified “Yes.” It’s obviously 
one thing to get a prospect to test- 
drive a car or hammer a piece of 
unbreakable glass or use a tool. But 
selling an intangible such as year 
‘round air conditioning and its long- 
range benefits may be a little more 
difficult to “put him to work” at sell- 
ing himself. 


‘Saying Is Believing’ 


However, there is a way to get 
this prospect into the act. It’s called 
“verbal conformity.” Put simply, the 
Yale scientists discovered that “say- 
ing is believing.” Get a prospect to 
repeat all—or a part—of your pres- 
entation in his own words and the 
simple act of saying will influence 
his private convictions. Several meth- 
ods for achieving this “verbal con- 
formity” suggest themselves. A sales- 
man might ask the prospect to ex- 
plain the advantages of year ’round 
air conditioning to his wife. The 
salesman for a sheet metal contractor 
can suggest that the prospect dictate 
a memo on the subject. Some sales- 
men purposely grope for words, al- 
lowing the prospect to fill them in. 
The point is to get the prospect talk- 


ing. 


Let Him Build His Own Images 


There are three vital advantages 
to this technique: the prospect in- 
variably translates the message into 
his own terminology, thus picturing 
more clearly in his own mind the 
images you are trying to create. The 
words he chooses are those that have 
the most emotionally loaded mean- 
ings for him (something no salesman 
can ever know for sure). And by en- 
couraging him to put it in his own 
terms, the salesman boosts the odds 
that at a later date some reinforcing 
situation will occur to remind the 
prospect of the presentation. 


Does He Understand Message? 


A word of caution: Make very 
sure that the prospect understands 
the message before he puts it into 
his own words, for the Yale experi- 


ments indicate that if the prospect 
bungles his “performance” he grows 
dissatisfied with himself—and trans- 
fers to the message his own inade- 
quacy in explaining it. If his per- 
formance satisfies him, the message 
tends to satisfy—and persuade. 


Use Repetition—tTo a Point 


A message—any message—is re- 
membered better if it’s heard twice 
instead of once, three times instead 
of twice, four times instead of three 
times. But, according to the results 
of intensive experiments, there is 
little improvement in the prospect’s 
retention of a sales story after its 
fourth repetition. If the sale cannot 
be made on this call, delay the next 
call to twice the previous interval. 
Then go back and start over with a 
new approach. 


Size Up Prospects Quickly 


The importance of sizing up a 
prospect as quickly as possible can- 
not be overemphasized. Persons who 
have little self-esteem and self-con- 
fidence tend to be the most easily 
persuaded. These people unconscious- 
ly seek the approval of others whom 
they automatically accept as superi- 
ors. 

And who is the prospect with the 
greatest sales resistance? The “nerv- 
ous,” neurotic, habitually suspicious 
person. 


Match Appeal to Intellect 


Further, say the reseachers, per- 
sons of high intelligence or good ed- 
u¢ation tend to be swayed less easily 
by emotional appeals than by im- 
pressive logic supported by accept- 
able proofs. 

Less intelligent people respond 
more readily to emotional selling, 
are less critical, less easily moved by 
logical arguments. 


Next month: how to 
get action when the 
prospect says, “I'll 
think it over.”’ 
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THIS IS THE FIRST of four 
articles written by a man 
who has spent his entire 
career in the sheet metal 


























industry. His experiences 
have accumulated out of 
association with large and 
small companies which han- 
- dle both custom work and 
production jobs regularly. 
His recommendations are 
based on first-hand experi- 


























Analyze Shop Equipment 
To Spot Danger Zones 


Reviewing the characteristics of each machine in the shop 
will pinpoint the areas where accidents might occur. 

Here are some of the points to check on standard shop 
tools and some recommended safety measures which will 


minimize potential safety hazards 
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ence helping sheet metal 
contractors improve safety 
conditions in the shop and 
on the job. 

Industry people who have 
reviewed this series recom- 
mend that contractors tear 
out each article and post it 
on their bulletin boards so 
employees can benefit from 
the points discussed. 


To BE CAPABLE of forming the vari- 
ous gages of metal worked in most 
sheet metal shops, the machines must 
be large, extremely powerful and 
because of the size and weight of the 
sheets — relatively free of extra ac- 
cessories and attachments which 
might get in the way. 

Unfortunately, these characteristics, 
in solving the problems for which 
they were designed, sometimes create 
others — notably, safety hazards. Be- 
cause the machines perform different 
functions, their safety characteristics 
also differ. Let’s inspect some of the 
standard shop tools individually, 
analyzing the safety hazards common 
to each and considering solutions to 
each specific problem. 


Power squaring shears 
should have guards 


The squaring shear, while basi- 
cally a safe piece of equipment, can 
easily amputate a carelessly placed 
finger. 





An expanded metal barrier guard 


installed 14 in. or less above the flat 
surface of the shear will make it im- 
possible for the operator's fingers to 
pass under the knife. The hold-down 
device, which descends as a holding 


clamp, should be positioned between 


the knife and the guard to prevent 


its pinching the operator’s fingers. 

When two operators are required 
to handle material being sheared, the 
operating mechanism should be so 
arranged that both operators’ hands 
must be on the controls before the 
shears can be tipped. 

The circular shear presents com- 
paratively few hazards, but if con- 


sidered desirable, a semi-circular 


protects your employees from 
harm. 


Any company can inaugurate 
and maintain a successful safety 
program if these seven basic 
requisites are observed in the 
plan: 1) management must 


guard can be installed around the 
top cutting blade with a minimum 
clearance to permit safe operation. 


Power brake needs 
adjustable table 


The safety hazard most commonly 
associated with the sheet metal brake 
is again pinching of fingers. An ad- 
justable table top, which will seat the 
sheet metal level with the jaws of the 
brake permitting the operator to shift 
the metal readily to the required 
braking line, will go a long way to- 
ward eliminating this hazard. 

In operating sheet metal working 
machinery, operators should stand 


maintain an active interest in 
the program; 2) responsibility 
must be delegated; 3) ail equip- 
ment must be inspected period- 
ically; 4) a record system must 
be maintained to show the who, 
where and why of all accidents; 
5) all foremen must be thor- 
oughly trained in the subject of 
safety; 6) a continuous safety 
training program should be 
maintained at the worker level; 
7) all the safety aids available 
from insurance companies and 


HEAVY DUTY EQUIPMENT operation ex- 
poses workers to safety hazards peculiar to 
each type of machine. Work should be fed 
to large power brake, for example, from 
die-level table. Each operator must apply 
pressure to foot bar to activate unit 


away from the counterweight on the 


brake, and keep fingers clear of the 
apron and head. 


Keep clothing away 
from cold metal rolls 


This group of metal forming ma- 
chines consists of two or 
for 
crimping, corrugating, knurling, or 
otherwise the 
thickness of metal. Rolls present a 


more in- 


dividual rolls used bending, 


changing shape or 
relatively small safety hazard because 
they operate at slow speeds. 


But this type of equipment can and 


does cause serious accidents, usually 


by catching and drawing the opera- 


other excellent sources should 
be utilized. 

American Artisan will publish 
during the next few months 
a number of suggestions on 
how to reduce accidents in spe- 
cific areas of sheet metal work. 
These will include field erection 
of duct work, acetylene and 
electric welding, cutting and 
forming sheet metal, riveting, 
and use of sheet metal forming 
machines. This month, shop 
equipment is discussed. 
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COLD METAL ROLL operator stands well 
away from unit when inserting work, wears 
short sleeves and closely-fitting clothing to 


avoid tangling loose ends in rolls 


tor’s clothing into the rolls. The best 
preventive against such accidents of 
course is not to wear loose clothing 
when operating this equipment. As a 
further precaution, the machine con- 
trol should be located as near the 
run-in point as possible, so the oper- 
ator can stop the machine if his 
clothing should be caught in the 
running rolls. 

All these mechanical controls are 
useless, however, if the operator 
doesn’t keep his mind on his work. 
Day-dreaming and inattention cause 
most of the accidents which occur at 
metal rollers and beaders. 


Keep hands clear 
of punch press dies 


Most of the accidents 
cold metal 


involving 
punch presses occur 
in changing dies. Good safety rules 
call for blocking up the slide with die 
blocks and using an adjustable table 
top to slip the die into place without 
lifting it. 

Before cleaning, oiling, adjusting 
or repairing the machine it should 
be stopped by pulling the main 
switch, and a “Danger Do Not 
Start” sign should be placed on the 
switch box. Maintenance men should 


have their own padlocks to lock ma- 


AMERICAN ARTISAN, AucuSsT 1959 


chines they are oiling, cleaning, ete. 
in the “off” position. 

When the die is in the punch press, 
tongs, vacuum cups or hooks should 
be used to remove the work. Hands 
should never be inserted between the 
dies. Automatic feeds should be used 
whenever practical. 


Band saw blades 
should have guards 


The danger of a band saw blade 
breaking always exists. Forcing the 
work beyond the capacity of the saw, 
or a poor splice, can snap a blade and 
send it flying. The wheel enclosure 
guard should be of heavy enough 
material to contain a broken blade, 
and equipped with hinged covers to 
facilitate replacement of the blade. 

When cutting a small piece or strip 
of metal on the band saw, the work 
should be held in place with another 
piece of metal, and fingers should 
not be extended beyond the shear 
guard, 


Drill presses must be 
handled with care 


Guards are not practical on ma- 


chines such as drill presses with re- 


volving tools. Safety precautions in 
operating a drill press are largely 
up to the operator. Loose sleeves, 
gloves and long neckties should not 
be worn. Work should always be 
clamped, and never held by hand 
when boring. Long metal shavings 
must be removed often. 

A chuck key for removing drills 
should be attached to the machine for 
instantaneous use. 


Safety guards must 
perform their duty 


All exposed belts and drives should 
be guarded. Money spent on guards 
is profitably invested. The cost of a 


single serious injury far outweighs 
the price of a safety guard. 

Guards should always be con- 
structed to meet the specific need of 
the operation; a guard made of light 
metal, for example, affords little pro- 
tection if a grinding wheel should 
break. In designing safety guards, the 
local safety code is an excellent guide. 

Safety guards must be firmly fas- 
tened to the machine or floor and 
must allow sufficient clearance be- 
tween pulleys and guard to prevent 
the belts from contacting the guard. 
Loose guards or insufficient clearance 
are safety hazards. 





PHONE 
Hi2-3727 


Expanded Ad Budget Triples Sheet Metal 


Results of a stepped-up phone book ad schedule, 
continuous newspaper campaign, specially designed trucks 


and arresting job site signs made a believer in 


advertising of this sheet metal contractor 


THE VALUE OF ADVERTISING to the small sheet metal shop 
was proved during 1958 to Paul Vercher, Red Top Metal 
Shop, Austin, Tex. who increased his advertising expend- 
itures by $1000, bringing the total for the year to $2200, 
and tripled his business volume for the year. Needless to 
say, he plans to continue to spend 5 percent of his sales 
volume on advertising. 
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Previously, the firm’s advertising budget had been 
primarily assigned to telephone book listings. A small 
part of the bigger 1958 budget was spent on larger tele- 
phone book display ads. The remainder of the advertising 
money went into a regular newspaper schedule, job site 
signs, uniform jackets for journeymen and signs for the 
company’s trucks. 
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Special truck body, designed 
specifically for its job, 

has ample space to display 
company name and motto 
wherever the firm is working 


Contractor's Sales 


The company’s motto, “Anything in sheet metal,” is 
displayed prominently in all its advertising. 


Job Site Signs Built to Do the Job 


Job site signs are large enough to be read easily from 
a distance. They tell briefly what is being done and that 
Red Top Sheet Metal is doing it. Three 3 X 2 ft signs are 
displayed wherever the company is working, whether it’s 
a half-day job or a three month project. 

Mr. Vercher says, “When you have eight, 10 or a 
dozen such signs scattered throughout the city, a lot of 
people see them, and some people see several of them. It 
shows the public the company is doing a lot of work, and 
people patronize a progressive and successful organiza- 
tion. 


Signs Bring in Pre-Sold Customers 


“These on-the-job signs really do create business. Just 
recently a man telephoned the company office and said, ‘I 
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see by your sign that you’re doing some sheet metal work 
for a neighbor across the street. Next time you’re out this 
way, I wish you’d come by and take a look at the gutters 


and flashing on my house.’ The call brought in another 
contract.” 


Purchase Specially Built Truck Bodies 


Although the company has several small trucks, none 
was originally designed for the specific purpose it serves. 
So Mr. Vercher decided to invest in a “tailored” truck 
body and to utilize compartment and cab door panels to 
display the company’s name, address, phone number, 
motto and services. The tailored body was purchased in 
New Jersey and set on a truck chassis which was obtained 
locally. 

“We have had numerous calls from people who have 
seen our truck on the street or standing in some cus- 
tomer’s driveway.” Mr. Vercher says. 


Investment Pays Off 


“Although this panel truck cost us over twice as much 
as we would have paid for a serviceable unit here, it has 
paid off many times over. An attractive truck can pro- 
duce advertising results 12 months a year. We didn’t have 
the faintest idea how much practical advertising value 
we were passing up by using ordinary vehicles for routine 
calls until we put this new one to work. 


Advertising Sells Company’s Pledge 


“We found that anyone who offers quality work to the 
public can increase his business by constantly advertising 
his company and its products. Advertising must be honest 
and must convey a personal interest in the prospect’s 
problems. We try to sell something more than products 
and service. We sell our company and its pledge to aid 
our customers, 


Boosts Employee Morale 


“This advertising approach has not only helped us in- 
crease our business but also contributed to improved em- 
ployee morale. It has helped our staff do better jobs and 
enjoy what they do.” 

Mr. Vercher has made a study of human behavior, in 
addition to keeping up with technical advances in the 
industry, and he applies this knowledge to his employee 
relations as well as to his sales efforts. 

“Another point in our stepped-up selling program,” he 
says, “is our employees’ dedication to make a greater 
contribution to the business. Everyone in the organiza- 
tion has been trained to think of his job as selling, engi- 
neering, installing or servicing something more than ‘a 
bare product.’ 

“Put human feeling into what you’re doing and you'll 
do it better—and enjoy it—while you make more money 
for yourself,” he observ es. 





HUGH REID'S SHEET METAL PATTERN 


How to Develop a Takeoff Riser Pattern 


Simplified method cuts 
layout time for a fitting 
often used to connect trunk 


ducts to the plenum 


THIS MONTH’S PATTERN is for a fit- 
ting commonly used as the connec- 
tion between the furnace plenum 
and the supply and return air trunk 
lines. 

The irregular shape of the front 
pattern calls for hand forming the 
flanges on the top and bottom edges. 
The quickest and most practical 
method would be to use an edging 
machine and complete the flanging 
operation with hammer and dolly 
bar. The 90 and 180 deg end flanges 
can be manipulated on the hand 
brake. 

The Pittsburgh lock seams on the 
back and throat patterns can be 
formed on a lock forming machine 
and the end flanges on the hand 
brake. 

Thirty minutes is ample time to 
lay out the patterns. Fabricating 
time should not exceed 45 minutes. 

Given the front and end views of 
a takeoff riser fitting, the following 
is a step-by-step analysis of the pat- 
tern problem solution. 


Front Pattern, Fig. 3 — 


a) Draw a 1% in. vertical line 
and label its terminal points A and 
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Here’s a new and accurate ap- 
proach to the development of 
sheet metal patterns that will cut 
costly layout time. The method 
applied to this month's fitting can 
be used as a guide to develop re- 
lated patterns and solve other 
problems encountered at the lay- 
| out bench 





Can you develop this pattern in 30 minutes? 











D. From point D draw a line per- 
pendicular to and to the right of 
line AD. Measure 2 in. on this line 
and locate point X. 

b) From point X draw a line up- 
ward and perpendicular to line DX. 
Measure the given 114 in. dimen- 
sion as shown in Fig. 1 and establish 
point F. One in. above point F lo- 
cate point C. 

c) From point F draw a line to 
the left and perpendicular to line 
XC. Measure the given 3% in. (Fig. 
1) on this line and label the point 
E. From point C, draw a line to the 
left and perpendicular to line XC. 
Measure 1 in. on this line (as given 
in Fig. 1) and locate point B. Draw 
lines DE and AB. 

d) Angle ABC is the bend angle 
for the back pattern (line RS, Fig. 
1). 

e) Angle DEF is the bend angle 
for the throat pattern (line JK, Fig. 
5). 


Back Pattern, Fig. 4 — 


a) Draw a 2 in. horizontal line 
NP. (This line is equal to the width 
of the fitting, as illustrated in Fig. 


2.) 


From both points draw lines per- 
pendicular to line NP. 

b) Working from Fig. 3, trans- 
fer length AB to the vertical line 
above point N and locate point R. 
Transfer length BC (Fig. 3) above 
point R (Fig. 4) and locate point T. 
Draw horizontal lines from points R 
and T to the vertical line above 
point P. Locate points S and U at 


the intersections. 


Throat Pattern, Fig. 5 — 


a) Draw a 2 in. horizontal line 
and label the extremities as G and 
H. From both points draw lines 
above and perpendicular to line GH. 

b) Working from Fig. 3, transfer 
length DE to the vertical line above 
point G, and label the point J. 
Transfer length EF from Fig. 3 to 
the vertical line above point J, and 
label the point L. Draw horizontal 
lines from points J and L to inter- 
sect the vertical line above point H. 
Where these lines intersect, estab- 
lish the points K and M, respective- 
ly. 

Add allowances for seams and 
joints and mark the patterns for 
fabrication. 
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NOTE: THESE PATTERN di- 
mensions should be multiplied 
by the predetermined ratio 
figure to produce the actual 
size of the fitting needed 
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HARD PLASTIC TEMPLATES are 
used to mark the patterns for the 


legging shape on 0.025 aluminum 
sheets 


Contractor's Metal Leggings 


HN 
LLL 


Originally produced on order to protect local 
cowboys from snake bite, the leather-trimmed aluminum leggings 


caught on among outdoorsmen around the world 
and orders keep the shop schedule filled all year 
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Specialty Graduates to Production Line 


HUNAN 


LEGGING IS TRIMMED with a pedestal mounted electric 
hand shear by Mrs. Twiss, who occasionally steps in when 
orders are heavy 


A NEW TWIST to the old adage, “necessity is the mother 


of invention,” has been made by Alvie Twiss of Arcadia, 


Fla., whose invention became the mother of a new indus- 


try. His shop fabricates sheet metal leggings on a sur- 


prisingly large scale to fill orders from all parts of the 


world. 


Made of 0.025 sheet aluminum, the leggings were first 


fabricated as protection for local cowboys against snake 
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STRAIGHT EDGES ARE FOLDED in hand brake by Alvie 


Twiss, owner of the shop after legging has been trimmed to 
shape 


bite. Now they are used by African safaris, by forest 
rangers in the Rockies and by pipeline walkers and 
others who are exposed to snakes. 


Made in Four Adjustable Sizes 


Alvie’s Metal Shop produces small, medium, large and 


extra large leggings which can be adjusted between sizes 
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STRAIGHT EDGES ARE TRIMMED in 
a hand shear before the leggings are 
sent to the brake. Shop is organized for 
efficient production of leggings as well 
as other sheet metal products 


Pol 


STRAPS AND STRAP BUCKLES are riveted onto the metal 


leggings with a foot operated machine 


by tightening and loosening leather strap fasteners. (See 
illustration on page 76.) 


Coils Reduce Waste 


Use of coiled sheet aluminum reduces waste in laying 
out patterns. The metal is pulled out on a work bench 
and cut into a square shape with a small hand shear. The 
pattern is marked around templates cut from a hard plas- 


tic material. The leggings are trimmed to shape with a 
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portable electric hand shear fastened to a pedestal. The 
straight edge is folded in a bench brake. 


Straps Riveted to Metal 


Upper and lower edges of the leggings are trimmed 
and top grain leather strips are riveted along these edges. 
A leather vamp is also riveted in place to support the 
legging at the instep. Straps and strap buckles are fas- 
tened near the tops, bottoms and centers of the leggings. 
Each strap has three holes to provide a range of adjust- 
ment. 


Leggings Shaped Around Mold 


The oval shape is obtained by hand forming around a 
mold which resembles the calf of a human leg. The leg- 
gings are 20 in. high and trimmed to fit over the ankle 
and to rest on the vamp which fits across the instep. 

One man can lay out and fabricate about two dozen 
pairs in eight hours. 


Orders Fill in Work Schedules 


Orders come from sporting goods stores, hunting and 
fishing clubs and individuals who have no access to retail 
suppliers. Regular advertising in magazines that reach 
the “outdoors” man keeps the orders rolling in and main- 
tains Alvie’s Metal Shop work volume at an even level 
during slack periods in other sheet metal work handled by 
the shop. In fact, Mrs. Twiss, who has developed con- 
siderable skill in some of the legging fabricating tech- 
niques, is occasionally called on to help out when work 


loads get heav y. 
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Baltimore, Maryland, service engineer 
reports: “‘Freon’ refrigerants help us 
do a better servicing job. It’s dry and 
safe—the most dependable refrigerant 
on the market today.’’ 


P 3 | | 


Atlanta, Georgia, contractor reports: 
*““We’ ve never had a bad batch of ‘Freon’ 
in the 25 years we’ ve used it. It’s never 
caused us trouble on the job or—after 
years of service—in a system.”’ 


East Rockaway, New York, contractor 
reports: ‘“‘Nothing works like ‘Freon’. 
I’m convinced it’s the best refrigerant 
on the market—safe and dependable for 


any job.”’ 


® 


Tucson, Arizona, service man reports: 
***Freon’ refrigerants help us do the best 
job possible. They’re reliable and safe. 
Since‘ Freon’ came out, we’ ve never used 
anything else.’’ 


Cc 
ae 


Louisville, Kentucky, service man re- 
ports: “‘‘Freon’ is the world’s best re- 
frigerant for our money. It’s pure, dry 
and safe—never causes «ne bit of worry 
or trouble.”’ 


St. Louis, Missouri, service man reports: 
‘*‘We’ve never had a moisture or corro- 
sion problem in equipment charged with 
‘Freon.’ It’s absolutely dependable— 
always pure and dry.”’ 


All over the country, users are talking 
about the advantages of Freon’ refrigerants 


REG. U.S. PAT. OFF 
BETTER THINGS FOR BETTER 
1959 
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East, west, north or south—contractors and service men appreciate the 
extra quality of ‘“‘Freon’’ refrigerants that costs them nothing extra. 


“Freon” is today’s premium-quality refrigerant . . 


. stable, pure, dry 


—nonflammable, nonexplosive, nontoxic. It’s time-tested—in use over 
27 years and made only by Du Pont—backed by years of technical and 


manufacturing leadership. 


Specify “Freon” refrigerants for every refrigerant need. Your Du Pont 
wholesaler has it—now capped in gold and factory-sealed to guard its 


purity till you’re ready to use it. 


premium quality 
i REON REFRIGERANTS 
*Freon and combinations of Freon- or F- with numerals are Du Pont's 

registered trademarks for its fluorinated hydrocarbon refrigerants. 





These pictures tell the story! 


REPUBLIC STEEL SHEETS 
TAKE MANY FABRICATING OPERATIONS - 
—MEET MANY PRODUCT REQUIREMENTS 


Photographs on these pages show how the Bastian-Blessing Company, 
Chicago, Illinois, uses Republic Steel Sheets in producing a line of high- 
quality refrigerated soda fountain and food service equipment. These units are 
installed in restaurants, drug stores, and other places where maximum cold 
protection, cleanability, and sanitary appearance are of utmost importance. 


REPUBLIC ENDURO® STAINLESS STEEL SHEETS are used for ex- 
terior parts of these units. Results are maximum resistance to corrosion, 
exceptional ease of cleaning and a gleaming beauty that enhances the ap- 
pearance of any food dispensing installation. 

REPUBLIC GALVANNEALED SHEETS are used for backs, liners, and 
other concealed parts such as dividing walls. These parts are usually 
painted gray. Bastian-Blessing finds that Republic Galvannealed resists 
corrosion even if painted surface should be scratched or marred. 

SHEARING. In the fabrication of flat sheet metal, Use of Republic Stainless Steel and Galvannealed Sheets is in line with 


irregular shearing is frequently a very important Bastian-Blessing’s policy of building the finest quality into every part of 
operation. Republic Stainless Steel, because of its their products. 

controlled qualities, responds to most types of ae 2 . is . 
sedtnes Gadianed ter Gin eperetion. The versatility and high quality of Republic Steel Sheets, along with the 


ease with which they can be fabricated, make them ideal for a wide range of 
other manufacturing applications, too. For further information, contact your 
Republic representative, or mail coupon today. 





SPOT WELDING. Heavy gage Republic Galvannealed, after being formed, is spot welded to form the main frame of this soda fountain unit. 
Though out of sight from the public, Republic Galvannealed serves a vital function because of its high resistance to corrosion. 














FINISHED UNIT. After taking a diversity of fabricating operations, this semi-finished Bastian-Blessing unit is almost ready for 
test and shipment. A final step is light buffing to bring out the satin-like surface of the Republic Stainless Steel exterior. In the 
completed product, eye appeal, sanitation, and ease of cleaning are all derived from use of Republic Stainless Stee! Sheets. 


BRAKE FORMING. Severe 90-degree bends do not affect the corrosion- 


SOLDERING. With the proper flux, Republic Stainless Steel can be 
resistance or paint-adherence qualities of Republic Galvannealed Sheets. 


soldered rapidly and easily, providing a smooth, tight bond and seal. 


poco o nn nn 





REPUBLIC STEEL CORPORATION 
DEPT. AA -8137 


1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


REPUBLIC STEEL 


Please send more information on: 
O Stainless Steel Sheets O Galvannealed Sheets 
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Time Standards Cut Guesswork in Estimates 


SKILLFUL PRICING is an important 
responsibility of the salesman (or 
estimator, if this work is performed 
separately). Without a reliable pric- 
ing procedure, the proposed selling 
price can be little more than a guess, 
because the time required to install 
a warm air heating system in an 
existing house varies with each job. 
To remove as much of the guesswork 
as possible from an estimate, D. D. 
McGuire, McGuire Heating Co., 


Wooster, O., has developed a set of 


time standards for estimating forced 
warm air heating installations. 
These time standards have been 
carefully checked and periodically re- 
vised to correspond to current meth- 
ods. The estimator (or salesman) 
lays out the proposed heating system 
and systematically “takes off’ the in- 
dividual components, checking each 
one on the time standards chart to 
determine how long it will take to 
complete the work involved. 
Estimating procedures are simpli- 





JOB DESCRIPTION 


fied by use of a detailed estimating 
which lists all equipment 
needed and the time normally re- 


form 


quired for fabrication and installa- 
tion of each component. All parts are 
listed in a column; opposite each is: 
1) normal installation time; and 2) 
the product of time multiplied by 
labor rate (in-place cost). These fig- 
ures are totaled to determine the 
basic cost. To it are added permit 
fees, overhead, profit and other items 


involved in overall job costs. 








Layout 


JOB DESCRIPTION 





Seal 17 in. joist space, attach to duct 


Rough-in (return air openings, headers, stubs, 


trim) Floor 
High wall 
Baseboard 
Second floor 


"y 
1 


' Install round duct, attach draw band and damper 


1, 


Unload and place furnace; make and install plenum 


Packaged 
Knocked down 


Supply rough-in (set boot or head) 
Floor 
High wall 
Second floor 


Duct assembly 


Up to 


2 to 8 ft 
9 to 16 ft 
17 to 24 ft 





2 to 6 ft 
7 to 12 ft 
13 to 18 ft 
19 to 24 ft 
25 to 31 ft 





Set registers, diffuser or grille ‘ 





ceiling or baseboard 
supply or return 





Piping 


gas (up to 20 ft) 


20 X 8 in. 20 X 8 in. 

4ft 1 he 1¥/ hr oil 
6 ft 11% hr 2/2 hr 

10 ff 2 he 3. hr 

16 ft hr hr 

20 ft hr 

a oS ee oe a wndiall : =X : Check-out gas 
Takeoff (each) oil 


Install flue pipe 


(20 to 40 ft) 





Wiring (low voltage line) 
(Line voltage per hookup) 





~ Clean up and fire up 








‘Travel time out of Wayne county 
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Factory Assembled and Wired Upflow Winter 
Air Conditioners — compact in Design, Sub- 
stantial in Construction — for Basement, 
Closet or Utility Room Installation — Approved 
for Close Clearances — Adaptable for Cool- 
ing — Gas and Oil Fired Complete Line! 








Basement Type Winter Air Condi- 
tioners — Attractive Console Cabi- 
nets — Designed to Burn either Gas 
or Oil — Available in Assembled and 
Wired Oil Models! 








Underwriters’ 
Listed Air 
Cooled Con- 
densing Units — 
2,3 0r 5 H.-P. 
Capacities 


Winter Air 
Conditioner 
— Upflow 
Type, with 
Plenum 
Evaporator 
Coil 


Winter Air 
Conditioner — 
Basement Type, 

with Plenum 
Evaporator Coil 


THE HENRY FURNACE 


Horizontal Furnaces — Low and Compact for Limited-Space 
Installations — Complete Line of Gas and Oil Fired Models! 


ATISFACTION builds business . . . satisfied users pleased 
with excellent, trouble-free performance . . . satisfied dealers 
profitably rewarded from installations of top-performing equip- 
ment .. . satisfied wholesalers gratified by a rapid turnover of 
competitive products that are built better and priced right. 


And Moncrief is the line of Furnaces and Air Conditioners, 
designed, constructed and priced for complete satisfaction! 


To transfer these advantages to your customers, and your busi- 
ness, will cost you nothing . . . can make you plenty of money! 


You pay no premium for the superior design and sturdier 
construction resulting from Moncrief’s more than 60 years of 
manufacturing experience. Moncrief leads with competitive pric- 
ing, because Moncrief has stepped ahead with manufacturing 
advancements that produce substantial savings in cost! 


If you want the extra profits available from creating really 
satisfied customers, call your Moncrief Wholesaler, now. He 
makes it possible to... 


Build Today for a More 
Profitable Tomorrow 


Counterflow Winter Air 
Conditioners — Heavily 
Constructed, Compactly 
Designed — Approved 
for Close Clearances — 
Gas Fired and Oil Fired! 





4, 
Winter Air 
Conditioner — 
Counterflow 
Type, with 
Counterflow 
Evaporator Coil 


Blower-Coil Unit 
— Compact Air 
Handling 
Combination 


Horizontal Furnace 
— with Duct Type 
Evaporator Coil 


Conversion 
Unit Heater Gas 
— 5 Models Burner 


COMPANY « Medina, Ohio 


HEATING AND AIR CONDITIONING UNITS ti an oe ee: PIPE ANDO FITTINGS g 
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SIOUX ELECTRIC SCREWDRIVERS 


NO. 260 — 262 

On No. 260 Super Screwdriver the 

operator controls the tightness with which 

a screw is set by the amount of pressure he 

applies. The 4” Hex Drive takes shanks for clutch 
head screwdriver bits, Reed and Prince, Standard 
screws, Phillips, and socket head (Allen Type). 

On the No. 262 Super Screwdriver tightness is 
pre-determined by adjusting the clutch. Both models 
equipped with reversing switch. 


NO. 242 

It fits the hand, and operates in 
restricted space like no other 

electric screwdriver. It quickly 

drives or removes all types of screws. 
No. 242 has a positive clutch; the 
operator controls the tightness by the 
amount of pressure applied. No. 246 
has an adjustable clutch, so that it can be 
preset for any uniform degree of 
tightness desired. 


i 








_” & Ya" 
H.D. DRILLS 
No. 1560, 1575 AK 


Yq" STD. 
DUTY DRILL 
No. 1510 


¥" 


H.D. DRILL 
No. 1517, 1519 


Ya" SLOW SPEED 
DRILL No. 1548 


gars 


1” H.D. DRILL 
No. 1579 


%y 


SIOUX HIGH-SPEED STEEL 
TEETH HOLE SAWS 


will cut holes from 54” to 6” in diameter, in any 
free machining material to a depth of 1%”. 
Alloy or stainless steel may be cut at slow 
speed. High-Speed teeth welded to chrome- 
vanadium body give maximum life and cutting 
ability. 


POWER* SPECIFICATIONS SIOUX ELECTRIC DRILLS 


When it’s a SIOUX you know what it will do 





No Load 
Speed 


Catalog 
Number 


H.P. and R.P.M. 
at Load Speed 


Torque at 


Oz. Ft. Oz. Ft. 
Torque 


Peak Load 


H.P. and R.P.M. 
at Peak Load Speed 





Y2" H.D. DRILL 
No. 1550 


2250 
1600 
1650 
1650 
400 
525 
925 
1250 
1650 
925 
525 
525 
400 
400 
350 
1600 
950 
625 
950 
625 
1600 


5/64 
7/64 
3/32 
3/32 
3/16 
27/64 
13/32 
13/32 
5/16 
13/32 
27/64 
7/16 
9/16 
3/4 
49/64 
13/64 
13/64 
13/64 
13/64 
13/64 
13/64 


& 5/16” 











1525 
1140 
1060 
1060 
275 
370 
670 
860 
1060 
670 
370 
325 
260 
205 
200 
960 
575 
375 
575 
375 
960 





7/64 1050 
5/32 790 
1/8 620 
1/8 620 
9/32 215 
39/64 230 
9/16 540 
9/16 500 
3/8 680 
9/16 540 
39/64 230 
17/32 175 
3/4 155 
1-1/8 125 
1-9/64 115 
17/64 720 
17/64 430 
280 
430 
280 
720 


8.8 
16.8 
16.7 
16.7 

108.0 
222.0 
135.0 
96.0 complete 
specifications 


SEE THE 
NEW 
SIOUX 
CATALOG 


85. 0 
222.0 
252.0 
400.0 
748.0 
800.0 

32.4 

55.0 

84.2 

55.0 

84.2 

32.4 


17/64 




















when it’s a SIOUX 
Gun krcoa lubaa awl aol 


The Horsepower and torque for each Sioux drill is rated, stated, and certified. 
It isn’t necessary to buy just a drill. When it’s a Sioux you know what it will 
do. See the power specifications for Sroux Electric Drills in this advertisement. 


we Seyrou Powered) Ya" —_ ¥e" DRILLS! 


ere is super power to provide all the torque 
essary for any operation where this type of drill 

aout normally be used. (See specifications) And there’s 
a see — aes. oe = ye paren design in 
which the brushes have been located at the fan position 1,» 34," No. 1477, 
at front of the drill. The advantages include cooler Vs " fran gh ty " hang cae 
running, and easier inspection and replacement of motor " . 
brushes without partial or complete disassembly of the 
tool. Ball and roller bearing construction, with finest 
precision gears and mechanical design have achieved a 
new high in output efficiency. 


All time sales champ 


The SIOUX No. 1495 Y4"” ALL ANGLE DRILL 
Year after year this is a top seller in the SIOUX line. It’s popular 
with almost everyone—auto mechanic, sheet metal worker, 
electrician, shipbuilder, woodworker, assembly line, factory 
maintenance man. It fits the hand and operates in restricted 


space like no other tool. It’s a most convenient handful of 
rugged power. 


Leading distributors 
everywhere display Son ; Yq" H.D. DRILL 
and sell Certified . | oe 
SIOUX power drills. |: Bi, | an'esee ‘inl 
AUTHORIZED SERVICE | 39 ¢@ = S: No. 1525 

AND DISTRIBUTORS | ©: onbehehe j pitch 

IN PRINCIPAL CITIES e 











Ya" H.D. DRILL 

No. 1480 SEMI 

ty J BALL BEARING 
Ya" LT. 


DUTY DRILL 
No. 1498 








Ya" DRILL 
No. 1485 


ALBERTSON & CO., INC. 
SIOUX CITY, IOWA, U. S, A. 
AIR IMPACT WRENCHES » AIR SCREWDRIVERS + “PELICAN” NUT ACCUMULATORS « V4" DRILL 
ELECTRIC IMPACT WRENCHES « DRILLS « GRINDERS * SANDERS « POLISHERS + VALVE No. 1475 
FACE GRINDING MACHINES « SCREWDRIVERS * PORTABLE SAWS «© FLEXIBLE SHAFTS 
e ABRASIVE DISCS 








YOU AND THE LAW 


When the Customer Refuses to Pay... 


A COMBINATION heating and summer 
air conditioning system was installed 
for a home owner by a dealer-con- 
tractor in a southeastern state. When 
the buyer refused to pay, the seller 
brought suit to collect. 

The buyer defended that the unit 
had been warranted to be in good 
condition and free from defects, but 
had proved defective as both a heat- 
ing and a summer air conditioning 
unit in that it failed to produce the 
temperatures he had been led to ex- 
pect. He protested further that the 
seller had attempted to put it in prop- 
er condition but had failed to do so 
and the buyer had been compelled 
to call on others for repairs and ad- 
justments. 


Delays Complaint, Uses System 


The dealer-contractor replied that 
the equipment had been operating 
in the buyer’s home 15 to 16 months 
and that at no time during that pe- 
riod had the buyer returned or of- 
fered to return it to the seller. 

At the trial the purchaser testified 
that he had “used this heating and air 
conditioning unit all the time since 
it was installed. I did not have any 
other one to heat my house in winter 
or to cool it in summer. I am still 
using it and it is in use at my house 
now.” 

Commenting on this testimony and 
on the conduct of the buyer, the 
court referred to another case in the 
same state. A customer had purchased 
machinery and refused to pay as 
agreed, on the ground that it did not 
operate as had been promised; never- 
theless he continued to use it. 

Of promises and representations, 
legally described as “warranties,” in 
the sale of equipment, the court in 
the earlier case said that if the prop- 


erty purchased is accessible and may 
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.. . for an unsatisfactory heating or air conditioning in- 


stallation, the court will want to know if he’s using the 
equipment, how long he delayed his rejection and other 
factors enumerated here before it awards him damages 


roe 
Fe NTs 

be inspected, title to the property 
passes immediately to the buyer. 
When such promises or representa- 
tions are false, the buyer’s remedy is 
legal action for damages against the 
seller. 

But when the property is not 
available for inspection, and is later 
found not to be as represented by the 
seller, the buyer may refuse to accept 
the equipment, and if he has not 
paid, may refuse to do so. 


Rejection Must Be Prompt 


“The purchaser,” said the court, 
“is not compelled in all cases to re- 
ject the property at once upon its 
receipt. But when it is found that 
the equipment does not fulfill the 
promise of the seller, he must refuse 
either to use or accept it. 

“If he does not do this but con- 
tinues the possession and use of the 
property, he will be deemed in law 


to have accepted the property.” 


Two Facts Considered 


Not only does the buyer, under 
such circumstances, lose his right to 
return the equipment by continuing 
to use it, but also he must give notice 
of his rejection to the dealer-contrac- 
tor in clear and unmistakable terms. 
He may not, for example, accept de- 
livery of air conditioning equipment 
and wait until the dealer-contractor 
insists on payment before presenting 
his objections. 


The buyer must notify the seller 


of his rescission within a_reason- 


able tire. In one when 


instance, 
notice was delayed for a month, the 
court held that the delay had been 
unreasonable, and commented, “If 
he wanted to rescind he should have 
acted promptly.” The seller was en- 
titled to this knowledge as a matter 
of business. 


Notice Must Be Clear 


“A notice of rescission must be 
clear and unambiguous, conveying 
an unquestionable purpose that he is 
terminating the contract. Where from 
the conduct of one having the right 
to rescind it is not clear whether 
he has rescinded the contract or not, 
he will be deemed not to have done 


” 


so. 


Need Not State Reasons 


It is not necessary to enumerate 
the reasons for a rescission, added 
the court. Communication of the fact 
of rescission is all that is necessary. 

“The purpose is to advise the seller 
that he must meet a claim for dam- 
ages as to which he shall have early 
warning,” the court continued. “The 

cannot demand that the 
buyer advise him of the nature of 
the defect which he himself has 
caused; he can only insist that within 


seller 


a reasonable time he may know the 
fact.” 


{Note: While this discussion applies to actual 
cases, it should be remembered that legal rules 
vary in different states.) 


AMERICAN ARTISAN, Aucust 1959 





—— 


£ , wi ~ > 


PITCHER BILLY PIERCE FAILS TO FLAKE INLAND TI-CO* 


We'd told Bill to go on out there and knock the spangle off that TI-CO galvanized sheet. But what we hadn't 
told him was that for years, sheet metal men have been punching, perforating, crimping and Pittsburgh lock- 
seaming TI-CO with . . . never a flaking problem! 

Sure, Bill dented it. In fact TI-CO’s easy formability is one of the nice characteristics of this versatile gal- 
vanized sheet. It's firm, yet soft enough to take the most complicated forming without time-and-money-wasting 
makeovers. Stays flat, too. When you hammer it, you can be sure it won't spring back. 

We recommend this quality, zinc-coated sheet for every sheet metal application. You'll like the fact that it 


won't chip, peel, crack or flake, no matter how tough the requirements. We think it will give you installations 
you can be proud of—every time! 





American League Pitcher Billy Pierce Ask your Steel Service Center for the 
makes a close-up inspection—finds not a & TI-CO Brand... the galvanized sheet 
trace of flaking on TI-CO’s zinc coating. that’s tailor-made for sheet metal work. 


AMERICAN STEEL 
\e 

lia 
|ALSSH 

| WAREHOUSE ASS 


INLAND STEEL COMPANY 


30 West Monroe Street * Chicago 3, Illinois 
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The LEADER of ALL 
AIR-CONDITIONING 
REGISTERS...GRILLES 


In QUALITY and PERFORMANCE 


The NEWLY DESIGNED No. 410 U.S. DIFFUSER FLOOR REGISTER 


i | 
i } } 
H ' 
- - - - 





FULL ONE INCH WIDE MARGINS to Cover Crack- 
age left by Over-Sized FLOOR OPENINGS. Heavy 
Gauge Grille-Bars Curved to increase Air Deflec- 
tion. Graduated Degrees of Air Flow. A Smooth 
Geared Lever Operation—with Set-Lock for Bal- 


Perfect Directional Control 


(EORUERRTRLULDAT NETL AENT Tae 
OOUCRDETAUGTUERE RET e eae ee tiie 
(OOPOROET TT ATE OD TR REA E Eee ae 


Pee Pe 


No. 256 U.S. A-C REGISTER 


Right from the start, No. 256 U. S. Air Conditioning 
Registers have led the field of multiple valve A. C. Regis- 
ters. They provide Complete, Positive 4-way Air-Flow 
Control for Heating and Cooling Installations. A SUPERB 
QUALITY UNEQUALLED by Any Other Lines. 








ancing the Job. SEAMLESS Smooth Corners—No 
Cracks or Breaks as in some Makes. SUPER in 
STRENGTH—SUPREME in QUALITY—SUPERB in 
PERFORMANCE. SELECT the No. 410--The Best in 
FLOOR DIFFUSERS. 


Ideal Perimeter Diffusion 





oe terettee: 


No. 105 U.S. DIFFUSER SIDEWALL REGISTER (Pat. 176,926) 


Diffuses a full 180° with Lowest Possible Resistance. 
Add a No. 102-B A. C. Baseboard Frame and Convert a 
No. 105 A. C. Diffuser SIDEWALL to a BASEBOARD DIF- 
FUSER. Cuts your inventory needs. Add a No. 102-B-334” 
Frame to a No. 105 A. C. Sidewall Diffuser and Convert to 
an Out-of-Wall Base Diffuser. 


D> tae. Write for Your 1959 Catalog (READY SOON): 


UNITED STATES REGISTER COMPANY 


BATTLE 


MINNEAPOLIS 


CREEK, MICHIGAN 
. KANSAS ciTyY ° ALBANY 
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“They won't 
catch me napping 
when opportunity knocks’’ 


Get the jump on bidding competition— 





with daily DODGE REPORTS 


e Be sure you don’t miss out on real opportunities. 
A job you didn’t bid ... but would have if you’d known 
about it... is money down the drain. You need to know 
who all the prime contractors are — so you don’t have 
to depend on invitations to bid. 

e Be sure you bid only on the kind of job you know 
will be profitable. It costs money to prepare bids. If 
you want to concentrate on jobs that will do you most 
good, you need reliable facts about new building proj- 
ects — and you need them early in the game. 

e Be sure you know who's bidding against you. 


e Be sure you're not misled by gossip and rumors. 


How can you be sure? Easy — with Dodge Reports! 


Dodge Reports are individual project reports. 
They’re mailed to you daily. You get Reports only on 
the types of building you're interested in — in the area 
where you do business. They tell who’s going to build 
what and where...whom to see...when bids are wanted 
on each stage of construction ... who else is bidding. 


If you do business anywhere within the 37 eastern 
states, let us show you how Dodge Reports can improve 
your operation and increase your profits ... keep you 
ahead of competition. 


WRITE FOR FREE BOOK 


F. W. Dodge Corporation, Construction News Division, 
119 West 40th Street, New York 18, N. Y., Dept. AA89 


in the general markets checked below. 
[] General Building 
() Engineering Projects (Heavy Construction) 


[] House Construction 


Area 





Name 
Company 
Address 


City 


AMERICAN ARTISAN, AUGUST 1959 


Send me the book “Dodge Reports — How to Use Them Effectively” 
and let me see some typical Dodge Reports for my area. I am interested 


Dodge Reports 
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WHAT THE ASSOCIATIONS ARE DOING 





‘Plug Modernization Sales’ 
Canadian Chapter Urges 


ToRONTO “Finding and knowing 
all the possibilities can lead to more 
profitable modernization sales during 
1959.” the National Warm Air Heat- 
ing and Air Conditioning Association 
of Canada is telling its members. The 
association offers a list of moderniza- 
tion possibilities that will help dealer- 
contractors locate more moderniza- 
tion business. It urges all members 
to suggest these points in their sales 
efforts: 

1) Replace antiquated furnace 
with a new modern unit having the 
features of cleanliness, quietness and 
efficiency. 

2) Add an electroni 


3) Install a flexible connection be- 


air cleaner. 


tween the duct system and the fur- 
nace to reduce vibration. 
1) Relocate the 


basement or utility room to provide 


furnace in the 


additional space. 

5) Modernize with a_ perimeter 
system. 

6) Install 


furnace. Movement of air out of the 


more returns to. the 
rooms back to the furnace unit is a 
necessary part of a proper system. 

7) Relocate warm air register and 
diffusers. Housewives often do not 
realize that these can be moved from 
the floor to the wall or to the base- 
board to accommodate special deco- 
rating or furniture arrangements. 

8) Size ducts for summer air con- 
ditioning, even though cooling may 
not be installed for many months or 
years to come. Additional cost and 
effort is slight. 

9) Add summer air conditioning 
equipment to an existing warm air 
heating system. 

10) Add warm air outlets to un- 
heated or unused areas of the home. 
Home owners can make use of attic 
and closed in porches all year. 

11) Provide better heating for the 
basement. Many home owners do not 
realize that the basement can be 
made into a comfortable living area. 


90 


12) Add heat to crawl spaces. Tell 
the home owner that by putting 
warmth in the crawl space the floor 
surfaces of rooms over such space 
can be kept at a comfortable tempera- 
ture. 

13) Adjust system for continuous 
air circulation. 

14) Introduce outside air intakes 
for combustion and air distribution 
systems. This can be accomplished 
by a damper controlled duct to the 
return air side of the furnace to sup- 
plement the air brought back to the 
furnace from the rooms. 


Kansas City Gets 
48 NewJourneymen 


Kansas City, Mo. 


apprentices recently graduated from 


Forty-eight 


the apprentice training course spon- 
sored by the Sheet Metal & Air Con- 
ditioning Contractors’ Association of 
Greater Kansas City. The association 
reports that this is the greatest num- 
ber of graduates for any year since 
the program was started. Speaker of 
the evening was Tom Daly, who was 
president of the Kansas City associa- 
tion at the time the current appren- 
tice program was set up. 

Mr. Daly extended his congratula- 
tions to the class, noting that during 
four years of training the 48 gradu- 
ates had amassed a total of 25,500 
hours of training. Special mention 
Kenneth Robinett, who 
was the one member of the class to 


was given 


complete four years without missing 
a single session. Class attendance set 
a record of 95.4 percent. 

Lee Bowen welcomed the new 
journeymen into the union. He told 
the journeymen that their attitude to- 
ward their jobs and their ability to 
get along with employers and fellow 
workmen would be determining fac- 


(Continued on page 94) 


Rochester Board 
Reelects Group's 
Present Officers 


Rocuester, N. Y. The directors 
of the Master Sheet Metal. Furnace 
and Roofers 


Association — recently 


met and reelected all present of- 
ficers. Reginald MacLaughlin is the 
groups president and Charles Dietz 
its vice president. Now serving his 
twentieth term as executive secretary 
is Richard W. Friday. Directors are: 
Fred Pike (chairman of the board). 
George Isaac, Charles Schmitt. 
Dietz, Charles Davis, Si 
Cohen and Lester Wilson. President 


MacLaughlin has recently appointed 


Charles 


the following to serve on standing 
Finance William 
Gillette, Fred Kimmel, Charles Davis 
and Burton Stevens; Welfare 

William E. Wilson and Al Vonhof; 
Publicity — Paul Betlem and George 
Isaac; Grievance and Cooperation — 
Charles Schmitt, Fred Kimmel and 
H. Jesserer; Program—Lester Wil- 
son, Percy Dodge, Earl Hughes and 
Si Cohen; Membership 
Dieta and Joe Tubiola; Entertain- 
Howard Willis and Orville 
Brandt; Insurance—George Ballard 
Sr., William J. Schmitt and Richard 
W. Friday; Apprentice—George Bal- 
lard Jr. and William C. Schmitt; 
Richard W. Friday, 


Irving Spalty and 


committees: 


Charles 


ment 


Heating Code 
John DeWitte, 
Robert Taylor. 


Detroit Dealers 
Hear Talk on Gas 
Air Conditioning 


DeTROIT The July meeting of the 
Detroit Heating & Air Conditioning 
Association was sponsored by the 
Michigan Consolidated Gas Co. 
Speaker of the evening was Paul 
Williams, regional manager of Arkla 
Air Conditioning Corp., who pre- 


(Continued on page 94) 
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sure signs of indoor comfort! 


Standard Registers & Grilles 


... for custom control of 
warm air heating 


HERE Ue 
Hite 


PERIMETER BASEBOARD DIFFUSERS 


Also: return air grilles, baseboard and sidewall intakes, 
air cond. and ventilating returns, door grilles, floor 
registers, cold air faces, frames, ornamental metals. 


Install Standard Registers and Grilles on 
every job to save time and increase customer 
satisfaction. 


STANDARD STAMPING 


... first in engineering 
for «indoor comfort! 
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... for uniform, year-around 
heating and cooling comfort 


CEILING AIR DIFFUSERS (flush and extended) 


PH SERIES PERIMETER FLOOR REGISTERS 


ai 


PERIMETER BASEBOARD REGISTER NO. 551 


CF-5 PERIMETER 
BASEBOARD REGISTERS 


Mail the coupor 
today for 
FREE catalog Standard Stamping & Perforating Co. 
3137 W. 49th Place, Chicags 32, Ilinols 
Gentlemen: Please send me your new catalog showing the 
complete line of Standard Stamping Registers and Grilles. 
Name 


Company. 


Addre 














New 

Metal 
Gas Vent 
By 


/ 


Van-Packer ii 





Here’s one of the strongest 
gas vents on the market 


The Van-Packer double wall metal gas vent has double barreled strength 
for rigidity, safety and ease of handling. The 28-gauge galvanized steel outer 
wall combined with a .016 inch aluminum inner wall makes this gas vent 
strong and rugged. 


The assembly of the Van-Packer gas vent also adds strength. Its snap- 
lock-twist assembly (no tools needed) remains permanently locked in place. 


The double walled gas vent is air insulated. There’s no blockage of air or 


Attractive Van-Packer cap is new 
gas seepage at the joints. It maintains a low outer wall temperature for safety. 


symbol of quality in metal gas vents. 


Van-Packer gas vent pipes and fittings meet all gas venting situations, 
building and code requirements. The round vent pipes are sized from 3 to 
20 inches in diameter and the oval pipes are in 4 and 5 inch sizes. UL listed 
for Type B and Type BW. 


Only Van-Packer, world’s largest manufacturer of flues, offers you Metal 
or Masonry Gas Vents, All-Fuel Masonry Chimneys and Prefabricated 
Refractory Smoke Stacks. Write for Gas Vent Catalog MGS-34-!1. 


VAN FPACKER 


Division of FIINIKOTE America’s Broadest Line of Building Products 


Van-Packer aa 1232 McKinley Ave., Chicago Heights, Ill. « Skyline 4-4772 Round pipe just push-snap-twist to 
assemble. No tools are needed. 





92 AMERICAN ARTISAN, Aucust 1959 





si. comees M CENTRAL SYSTEMS 


2, 3 and 4 hp sizes 


eld Wn ZelU=N'Z-1m alallareImal=t-tel-te 
Rolam Key OMA Ae) Ulunl-Mestel (=< 


| ... WITH BONUS PROFITS ON EVERY SALE! 
eas (25k 


Heat Pump Models W 


3 ton remote system 


FLEXIBILITY with a unit for virtually every residential 
and small commercial application! 


EXCLUSIVE SALES APPEAL with the amazing LECTRO- 


FILTER” an optional accessory for all units! 
Remote 


Condenser Seciions EASY INSTALLATION with slide-out chassis and com- 
3, 4, and 5 ton sizes plete, factory-wired controls on self-contained units! 


SERVICE ACCESSIBILITY that makes your job easier, 


your customers better satisfied! 


NEW LOWER PRICES that are really “hot"! You can 


close more sales than ever before! 


Here’s everything you need for high volume, high profit central system 
sales! And Coolerator gives you the added advantage of its 4-Point 
Profit Program! Under it you buy direct and make full grosses for better 
net profits on every sale! It also backs you up with territory protection 
and a nationwide system of factory authorized service depots. So why 
miss out on these bonus profits any longer? Mail the coupon below now 
for complete information. 


alelaPcelilioLMolilo Me Atal 41M Sell Mst-tailelaty 
3, 4 and 5 ton sizes 


ONLY COOLERATOR PROVIDES ALL 4 ESSENTIALS FOR BONUS PROFITS! 


Oo Quality Products © Direct From Factory Purchasing 


ower-Evaporator Coil Sections” 


. y @ Features That Sell ©) Protected Territories 
3, 4 and 5 ton sizes 
nts 


COOLERATOR DIVISION, DEPT. DC-8 
McGraw-Edison Company, Albion, Michigan 


C oO oO iE a RA j oO aa Please send complete information on Coolerator Central Systems and your 
4-point Profit Program. 


. ens Company 
Albion, Michigan 


ri Street 
IAI McGRAW-EDISON COMPANY 
EDISONS Finest in Home Comfort Appliances 


iain 
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WITH THE ASSOCIATIONS 





Rochester Association Conducts 
Aggressive Promotion Program 


Rocnester, N.Y. 
Air Conditioning, 


The Registered 
Ventilating and 
Heating Contractors Association Inc. 
has taken another step forward in an 
effort to develop more business for 


its members during the early sum- 


No. Calif. Group Gets 
New Executive Manager 


OAKLAND, CALIF. David M. Day 
has been appointed executive man- 
ager of the Furnace Dealers and 
Sheet Metal Contractors of Northern 
California, Inc. Mr. Day was pre- 
of the 
Northern California chapter of the 


viously assistant manager 


Associated General Contractors of 
America. Before that he served as 
labor relations officer for Navy 
Bureau of Yards and Docks construc- 
tion projects in the Pacific Ocean 
area. He will be located in the asso- 
ciation’s new offices at 321 E. 12th 


St., Oakland. 


Gas Air Conditioning 
Discussed at Detroit 


(Continued from page 90) 
sented “The Story of Year ’Round 
Heating and Cooling With Gas.” 

The organization, until 
Detroit 


recently 
Warm Air 


Heating Association, adopted its new 


known as the 


title after fulfilling legal requirements 
of pre-notice for amendment to the 
bylaws. It is felt that the new name 

- Detroit Heating & Air Condition- 
ing Association is more descrip- 
tive of the field the association cov- 
ers. 

The Detroit group has notified its 
members that the Detroit Edison Co. 
has offered to conduct a number of 
electric heat schools. The course cov- 
ers introduction, application, opera- 
tion, installation, and sales promo- 
tion. Classes are conducted two nights 
a week for two weeks. 


mer months. Twice a week there is a 
7 X 10 in. advertisement published 
in the daily newspaper. The ads play 
up the certificate and symbol issued 
by the offer an 
$11.95 bonus gift to purchasers of 
gas-fired or oil-fired heating installa- 
tions. The gift 
its seasonal appeal 


association and 


selected because of 
is an indoor- 
outdoor thermometer. 

Members of the association are 
listed on the lower half of the ad. 
The listing includes the company 
name, address and phone number. 
Below this listing is a coupon which 
readers are requested to tear out and 
mail to “The Registered Heating 
Contractor Of Your Choice.” Thirty 
dealer-contractors are cooperating in 
this program to keep the public 
aware of their services and to devel- 


op a better local business climate. 


Two Californians 
Receive Honorary 
Memberships 


Los ANGELES — Special industry 
awards of merit were presented to 
El Roy L. Payne, E. L. Payne Heat- 
ing Co., and A. B. Wicks, chief heat- 
ing inspector for the City of Los 
Angeles, at a recent ladies’ night 
meeting of the Institute of Heating 
and Air 


Conditioning Industries. 


Both men were named_ honorary 
members of the association and re- 
ceived plaques commemorating the 
occasion from Clint Conatser, IHACI 
president. 

Speaker of the evening was 
Dorothy Walters, president of Hos- 
pitality Hostess Service of California, 
who spoke on selling air conditioning 
units to women. Mrs. Walters pointed 
out that a home is the extension of 
a woman's personality and that she 
buys for her family before she buys 
for herself. She suggested this sales 
approach: “Il want you to have this 


(Continued from page 90) 
Graduation Ceremonies 
At Kansas City, Mo. 


(Continued from page 90) 
tors in their success or failure in 
the industry. 

Dave Todd, chairman of the ap- 
prentice committee, acted as master 
of ceremonies, and Don Murphy of 
the Federal Bureau of Apprenticeship 
presented the diplomas. 


New England Group 
Elects Officers 


Boston The following officers 
have been elected by the Sheet Metal 
and Air Conditioning Contractors As- 
sociation of New England: president, 
Ray McCarthy; vice president, Clay- 
ton Sova; secretary, Norman C. 
Macdonald; and treasurer, Joseph F. 
King Jr. Directors are George 
Parker, Hy Sontz, George Fandel Jr.; 
Thomas F. Queenan; James Coco; 
and Fred Bonazzoli. 


Dothan Association 
Gets New President 


DotTHan, ALA. 


re ently elected 


- Hesqew Lane was 
president of the 
Southeast Alabama chapter of Roof- 
ing, Sheet Metal, Heating and Air 
Conditioning Contractors’ Associa- 
tion of Alabama. Mr. Lane replaces 
Emory Cunningham, who resigned 
as president upon selling the Protectu 
Sheet Metal Shop. Joe Saliba was 
elected secretary-treasurer to fill Mr. 
Lane’s unexpired term in that office. 


unit. It will keep you young and 
keep your children comfortable. It 
is a great beauty preparation.” 
Gerson D. Ribnick, managing di- 
rector of the institute, described 
IHACI’s program of upgrading the 
industry and reviewed the associa- 
tion’s “Benefit Book” which covers 


all the functions of IHACI. 


(More association news on page 98) 
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Easier Fabrication, Healthier Profits 


Because a modern, up-to-the-minute decor is 
essential for corporate prestige, progressive 
firms specify interior trim of carefree stainless 
steel.<Stainless steel’s lasting beauty means 
lower maintenance costs. 


J&L Stainless steel can mean healthier profits 
for you. The gauge accuracy, uniform finish, 
uniform temper and consistent quality of J&L 





stainless mean easier fabrication, less wear on 
tools, more accurate shop work that reduces 
costly on-site labor. 


J&L leads the industry in melt shop standards 
for stainless steel—the point where consistent 
quality starts and healthier profits begin. 


Write today for your copy of the J&L Sheet and Strip Manual for 
information on the selection and fabrication of Consistent 


Quality Stainless Steel. 


S| 
AY ™ Plants and Service Centers: 


Los Angeles « Kenilworth {N. J.) * Youngstown « 


N 
Jones & Laughlin Steel Corporation - 


Louisville (Ohio) « Indianapolis « 


STAINLESS and STRIP DIVISION ~ 


STAINLESS 


Detroit SHEET + STRIP + BAR + WIRE 


Box 4606, Detroit 34 
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Sure, sometimes luck helps out a fisherman 
... but in the long run it is experience that 
pays off. And it is experience that pays off 
when it comes to solving power-drive 
problems for appliance and equipment 
manufacturers ...the kind of experience 
Emerson - Electric offers you. ” 


Remember... 


@ Emerson - Electric produces custom -engi- 
neered motors to suit your specific needs. 


’ 


@ Emerson. Electric has more than 100 
engineers for on-the-spot service for you. 


-” ¢@ Emerson-Eleetric has more than 65 years’ 
“experience in solving motor- drive problems 
like yours. 


To get the kind of experi- 
ence that counts, call, wire 
or write Dept. M379 today. 
The Emerson Electric Mfg. 


EMERSON-ELECTRIC of St Louis - Since 1890 Co., St. Louis 21, Mo. 
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Right, Ma’am. 
That Day & Night forced air 


warm... heat is even... 


from toes from floor to center to ceiling. 
in anor Best air conditioning in the business, too! 


to rose! Ask anybody. 


DAY & NIGHT FORCED AIR HEATING SYSTEMS 


are available in sizes and types for any home... any budget. Designed for 

dependable, efficient, long-lasting economy ETale mie] am-y-5-) mr-lelelh dlelame) ml ereelareli dlelaliay 
now or later. Upflow, downflow and horizontal units to give you a complete line that's 
easiest to sell. For full information, write to: DAY & NIGHT Manufacturing 

Company, 855 Anaheim-Puente Road, La Puente, California 
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WITH THE ASSOCIATIONS 





OHI Students 
Publish Newspaper 


SPRINGFIELD, Mass. The students 
of the Oil Heat Institute’s technical 
school at the Springfield, Mass., 
Trade School recently published the 
first issue of their student newspaper, 
“Springfield School Reports to You.” 


Feature editorial in the first issue is 


an article by Perry M. Best, director 
of the technical school, in which he 
asks industry cooperation in the pro- 
gram to find employment for trade 
school students during the summer 
months in oil heat businesses. Firms 
interested in learning more about the 
school and in particular about the 
summer employment program may 
write to Mr. Best at OHI Technicians 
School, 1300 State St., Springfield. 


(Continued from page 94) 
Kalamazoo Gets 
New Officers 


KaLamMazoo, Micu. — At the an- 
nual meeting of the Kalamazoo In- 
door Comfort Bureau, Harold Guern- 
sey was elected president; John Van 
Dalsin, vice president; Glen Ryn- 
brand, secretary; and W. K. Ahlrich, 


treasurer. 





Coming Events 


September 
Sep. 20-22 Oil Heat Institute of America, 
board of directors meetings. Seaview 
Country Club, Absecon, N. J. 7. a. Se 
Becker, managing director, 500-5th Ave., 


New York 36 


October 


Oct. 4-7 National Association of Sheet 
Metal Distributors. Hotel Dennis, Atlantic 
City. Thomas A. Fernley Jr., executive sec- 
retary, 1900 Arch St., Philadelphia 3. 

Oct. 5-7 American Gas Association, annual 

convention. Conrad Hilton Hotel, Chicago. 

C. S. Stackpole, managing director, 420 


Lexington Ave., New York 17. 


November 


Nov. 2-5 Air Conditioning and Refrigera- 
tion Institute, 11th exposition. Atlantic City 
Auditorium, Atlantic City, N. J. George S. 
Jones Jr., managing director, 1346 Connec- 


ticut Ave., N. W., Washington 6, D. C. 


Nov. 30-Dec. 2 Northamerican Heating & 
Air-conditioning Wholesalers, annual con- 
vention. Chase-Plaza Hotel, St. Louis. Wil- 
bur R. Bull, managing director, 1200 W. 
Fifth Ave., Columbus, O. 


December 


Dec. 1-2 National Warm Air Heating and 
Air Conditioning Association, committee 
meetings. Chase-Plaza Hotel, St. Louis, Mo. 





George Boeddener, managing director, 640 
Engineers Bldg., Cleveland 14. 
Dec. 3-4 National Warm Air Heating and 
Air Conditioning Association, annual con- 
vention. Chase-Plaza Hotel, St. Louis, Mo. 
George Boeddener, managing director, 640 
Engineers Bldg., Cleveland 14. 


January 


Jan. 31-Feb. 3 New York State Sheet 
Metal, Roofing & Air Conditioning Con- 
tractors Association, annual convention. 
Hotel Stuyvesant, Buffalo, N. Y. Clarence 
J. Meyer, secretary, 567-569 Genesee St., 


Buffalo 4. 


February 


Feb. 1-4 2nd Southwest Heating and Air 
Conditioning Exposition. Memorial Audi- 
torium, Dallas, Tex. E. K. Stevens, exposi- 
tion manager, International Exposition Co., 
180 Lexington Ave., New York 17. 


Feb. 1-4 American Society of Heating, Re- 
frigerating and Air-Conditioning Engi- 
neers, semi-annual meeting. Baker and 
Adolphus Hotels, Dallas, Tex. R. C. Cross 
executive secretary, 234 Fifth Ave., New 


York. 
April 


Apr. 4-7 Oil Heat Institute of America, 
annual convention and exposition. Park 
Sheraton Hotel and the Coliseum, New 
York City. R. H. L. Becker, managing di- 
rector, 500-5th Ave., New York 36. 
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DELIVERS DRAFT-FREE AIR AT LESS THAN 212+ per CFM! 


The MV-100 is a low cost air diffuser ee jae beds og ttt 
which will permit a large number of MV 100 is a onan 
air changes per hour and at the tdhitael Meoli@meitiisiol item sleelol (tu) 
same time provides such quick en- 
trainment that air velocity drops to 
approximately 50 FPM within the 
occupied zone. 
This means not only draft-free 
comfort for workers, but also con- 
sistently low rates of air motion 
which will not interfere with pro- 
duction. In addition, the even air 
distribution delivered by MV-100 
can maintain temperature variation 
within 2 degrees...an important 
factor in “‘process cooling’’ for many 
industries. 
Simple to install in new or exist- 
ing exposed duct work, the MV-100 
air diffusers have a cadmium plate, 
rustproof finish, and are furnished 
with built-in volume control valve 
and air-seal gasket. Write for de- 
tailed literature and the name of the 
Multi-Vent sales and engineering 
representative in your area. 


MV-100 Industrial Air Diffuser 


PYLE-NATIONAL — 
company 


multi-vent division 


Where Quality is Traditional 
1369 N. Kostner Avenue, 
Chicago 51, Illinois 


SALES AGENTS IN PRINCIPAL CITIES 
OF THE UNITED STATES AND CANADA 
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What else does your 


Stainless Steel Distributor offer 


and metallurgical assistance? | 


Difficult fabricating and metallurgical problems, ari 
may least expect them, can slow down or halt the flow 


Unless such problems are promptly solved, they 


tant money. This is where your Republic ENDURO® 


can be of invaluable help. Through him, 


experience of Republic’s metallurgical experts are a 


But this is only one of the valuable aids offered 
Center. As a warehouse expert, your Republic 


now-how and 


your Steel Service 
butor is able to 


maintain large and diversified stocks of stainless steel with maxifnum 
efficiency and economy. He can handle needed steel stocks for you, 


thereby saving you money on such overhead costs as m 
space, scrap, wastage, taxes, and insurance, 
Service Center can help you maintain tight production sched 


wer, 


our 
ules 


_by making quick deliveries of stainless steel, as needed, cut to your 
acre dig ‘ 
Now is the time to become more fully acquainted with these and 


other services offered by your Republic Stainless Steel Distributor. 
Contact him at one of the Steel Service Centers listed, below. 


REPUBLIC STEEL & 
Uorleli Uheleil Range. off Stiualard, Stole and, Stal Proce 


CALL 


ALABAMA 
Atlantic Stee! Company, 
Birmingham 
Reynolds Aluminum Supply Company 
Birmingham 
3. M. Tl Metal & Supply Co., Inc 
Birmingham 


ARIZONA 
Ducommun Metals & Supply Co 
Phoenia 


ARKANSAS 
Hammond Sheet Metal Company 
Fort Seuth 
Little Rock 


CALIFORNIA 

Allien Fry Steel Company 
los Angeles 

Ducommun Metals & Supply Co 
Berkeley 10 
los Angeles 54 
National City 
M. Jorgemen Company 
Los Angeles 54 
Oakland 23 


COLORADO 


Marsh Stee! Corporation, 
Denver 16 


CONNECTICUT 
Edgcomb Steel of New England, Inc, 
Miltord, 


FLORIDA 

Couiley Steel and Supply Co., 
Fort Lovderdale, 
Miami, 
Orlando, 

Eagle Roofing and Art Metal 
Works, inc. 
Tompo, 


Reynolds Aluminum Supply Company, 


Mami, 
3. M. Tull Metal ond Supply Co.,inc., 
Jacksonville 


YOUR REPUBLIC 


GEORGIA 
Atlantic Steel Company, 
Atlanta | 
Hubbel! Metals Inc 
Marietta 
Reynolds Aluminum Supply Compory 
Atianto | 
Savannoh 
J. M. Tull Metal & Supply Co., inc, 
Atlanta 2 
WAKO 
Pacific Metal Company 
Bone 
WLINO!S 
Chicago Stee! Service Company, 
Chicago 32 
INDIANA 
Hubbell Metals inc 
indianapolis 2 
Ohio Volley Hardware & Roofing 
Compony 
Evansville 
KANSAS 
Marsh Steel Corporation, 
Wichito 
KENTUCKY 
Hubbell Metals Inc., 
Loursville 
Reynolds Aluminum § 
Louisville 
Withams and Company, inc 
Louisville 3 
LOUISIANA 
Marsh Stee! Corporation, 
Baton Rouge 
MARYLAND 
Hili-Chase Steel Company of 
Maryland 
Baltimore 3 
MASSACHUSETTS 
Edgcomb Steel of New England, 
Inc. (Boston) 
Nashve, New Hompshire 
Howkridge Brothers Company, 
Boston 10, 


SIAINLESS STEEL 


bupply Company, 





MICHIGAN 
Huron Stee! Company, 
Detroit 16, 


MISSOURI 

Hammond Sheet Metal Company, 
St. Lovis 5, 

Hubbell Metals Inc., 
Kansas City 16, 
St. Lovis 3, 

Marsh Steel Corporation, 
North Kansas City 16, 


NEW HAMPSHIRE 
Edgcomb Steel of New England, inc., 
Nashvo, 


NEW JERSEY 

Aborry Stee! Company, 
Perth Amboy, 

Atias Stee! Supply Company, 
Morris Plains, 

Benedict-Miller, Inc., 
Lyndhurst, 

International Corporation, 
Hillside, 

Miller Steel Company, inc., 
Hillside, 


NEW YORK 

Atlas Supply Compeny, inc., 
Brona 58, 

Beals, McCarthy and Rogers, inc., 
Buffalo 5, 

Brace-Mueller-Huntiey, Inc, 
Buffalo, 
Rochester, 
Syracuse, 

Bruce and Cook, inc., 
New York 38, 

Eastern Metals Warehouse, Inc., 
Albony, 

Ernst iron Works, 
Buffalo, 

Follansbee Metals Corp. of New 
York, 
Rochester, 

Homsley, inc., 
Brooklyn 32, 

K. & S. Metal Supply, inc., 
Long Island City, 


DISTRIBUTOR AT THESE. STEEL 


NEW YORK (Cont.) 
Metal Purchasing Company, Inc., 
New York 1, 
Schworz and Cohn, inc 
Brooklyn, 


NORTH CAROLINA 
Reynolds Aluminum Supply Company 
Raleigh 
Vance tron and Steel Company, 
Charlotte, 


OHIO 

The Ohio Metal & Manufacturing 
Co., 
Dayton 2 

Vor ys Brothers, Ine 
Columbus 8 

Williams and Company, Inc., 
Cleveland 14 
Cincinnati, 29, 
Columbus 8, 
Toledo 12, 


OKLAHOMA 
E. M. Jorgensen Company, 
Tulsa, 


OREGON 
American Steel Warehouse 
Company 
Portiand 14 
Pacific Metal Company 
Portiand 9 


PENNSYLVANIA 

Hill-Chase and Company, Inc., 
Philadelphia 34, 

Potts-Farrington Company, 
Philadelphia 29 

Horace T. Potts Company, 
Philadelphia 34 

The Warren Company 
Erie, 

Williams and Company, inc., 
Pittsburgh 33, 


RHODE ISLAND 
Edgcomb Steel of New England, 


Inc., 
Slatersville, 


Se a nO 


TENNESSEE 
Hubbell Metals Inc., 
Memphis, 
Mid-States Steel, Inc., 
Nashville, 
Reynolds Aluminum Supply Company, 
Memphis, 
Nashville, 
Siskin Steel and Supply Company, 
Incorporated, 
Chattanooga, 
Vance Iron and Steel Company, 
Chattanooga, 
TEXAS 
E. M. Jorgensen Company, 
Dallas, 
Houston, 
UTAH 
Structural Steel and Forge 
Company, 
Salt Lake City 
ZCMI Wholesale Distributors 
Sait Lake City, 
VERMONT 
Edgcomb Steel of New England, inc., 
Bennington, 
VIRGINIA 


Dominion Culvert and Metal 
Corporation, 
Roanoke 5, 


Reynolds Aluminum Supply Company 
Richmond 
WASHINGTON 
Pacific Metal Company, 
Seattle, 
CANADA 
Drummond McCall and Company, 


Toronto, Ontario 
Montreal, Quebec 








CENTERS 


Meet Bill Thompson... 


one of Armstrong’s “Spark Plugs” 


Chances are Bill Thompson’s wife 
and kids wouldn’t recognize him 
as he welds the ‘‘heart’’ into 
Armstrong heating equipment each 
day. But the assembly department 
recognizes him by the top quality 
of his work. 

A welder on the heat exchanger 
fabrication line for over twelve 
years, Bill is a 25 year veteran 
with Armstrong. 

There’s only one thing which 
surpasses his skill . and that’s 
his attitude. Bill and all of the 
other welders at Armstrong Know 
they’re helping to build the real 


WHEN YOU INSTALL ARMSTRONG, YOU 
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“heart” of a heating system. They 
know that this heat exchanger has 
been engineered right . . . that it 
has wrap-around design to permit 
circulated air to hug the surfaces 
and “scrub off” the heat. They 
know that a round heat exchanger 
provides noiseless expansion and 
contraction, without the danger of 
splitting the seams. 

They know, too, that because 
they do their job right, Armstrong 
guarantees every heat exchanger 
for ten years. 

Bill Thompson is respected for 
his skill and his attitude . . . but 


then so are the hundreds of other 
Armstrong technicians, engineers 
and craftsmen. Together they en- 
able Armstrong to guarantee 
dealers across the country the very 
finest — yet the most competitive 
— heating and air conditioning 
equipment made. 


ision of National Union Electric Corporation 


INSTALL QUALITY 


Printed in U.S.A. 





All-fuel 
Chimney 
Section 


Gas Vent 
Pipe Length 


METALBESTOS 
PUTS ANOTHER PLANT ON ITS VENTING MAP 


A significant addition to the Metalbestos marketing network, 
this new plant in Logan, Ohio, is scheduled for mid-1959 
completion. It follows closely on the heels of another 
production facility established last year: The Metalbestos 
Manufacturing Company in Brockville, Canada. 


At its new Ohio plant Metalbestos will manufacture a complete 
line of gas vent and all-fuel chimney products. The result will 
be to expedite distribution and service to eastern, southern 
and midwestern customers. 


In the words of William Wallace Company president, Alan Kinkead, 
“This is an important new link in our chain of plants, warehouses 
and factory representatives. It should materially assist those 
engaged in serving North America’s heating needs.” 


188 Uw, 
WEAtion’® 


[FN] METALBESTOS onac 


WILLIAM WALLACE COMPANY - BELMONT, CALIF 
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NEW CARRIER 
CLIMATE CENTER 
AND YEAR-ROUND 
WEATHERMAKER 
SYSTEMS 


Now even the most inexpensive Carrier Year- 
Round Weathermaker* System can have the 
“luxury look” of the revolutionary new Carrier 
Climate Center! 

Here’s whole-house, year-round air condition- 
ing that your customer can see in all its glamour. 
And show his guests with pride. For the Carrier 
Climate Center has every control and indicator 
needed to insure all-season comfort, cleanliness 
and healthfulness. 

With the Carrier Climate Center, the home- 
owner can create the ideal indoor climate with 
greater precision. He can see and predict the 
outside weather. Know how his system is oper- 
ating —and make sure it is operating economically. 

All this mastery of climate comes from an 
8 x 14 inch satin aluminum wall panel—so com- 
pact that it can be installed easily between studs 
in any room. Yet to duplicate its functions would 
require an outside thermometer, barometer, rel- 
ative humidity indicator, de luxe thermostat and 


BETTER AIR CONDITIONING FOR EVERYBODY 
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make the biggest sales-making combination in whole-house air conditioning today! 


a night setback control to lower indocr tempera- 
tures automatically during sleeping hours. 


You can offer the dramatic Carrier Climate 
Center with Year-Round Weathermaker Systems 
in a wide range of capacities. For new or old 
homes, using gas or oil. The indoor section is 
housed in a beautifully styled cabinet. The air- 
cooled refrigeration section is easily installed 
outdoors. + Reg. US. Pat. Off 
Here is a Year-Round 
Weathermaker System 
employing gas for 
heating and upflow air 
discharge. Other 
systems are available 
in downflow, lo-boy 
and horizontal models 
to suit any home. 


Phone your Carrier distributor today for details about these 
products... plus the triple advantages of a Carrier franchise 


MORE PROOF OF 


EVERYWHERE 


Carrier 





EQUIPMENT DEVELOPMENTS 
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The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 
information which is available, see this month’s New Literature department 


Schoolroom Systems 


SELF-CONTAINED, individual schoolroom heating and 
ventilating ‘systems including perimeter air distribu- 
Janitrol Heat- 
ing and Air Conditioning Div., Surface Combustion 
Corp., Dept. AA, 400 Dublin Ave., Columbus 16, O. 
System includes counterflow gas-fired units enclosed in 


tion, with cooling available as option 








floor-to-ceiling metal cabinet, and wall duct sections to 
be attached to exposed walls to discharge conditioned 
air in draftless vertical pattern. Shelf sections which 
match wall-hung duct sections are available. Modular 
sections are designed for flexibility in installation for 


new schools, additions to 


existing structures or for 


modernization of existing schoolrooms. Featured are 
automatically actuated fresh air modulating damper; 
balanced control system; and fire-resistant 


cabinet finished in baked enamel. 


enclosure 


Valve-Regulator Combinations 


“SILENT KNIGHT” COMBINATION gas valve and pres- 
sure regulator for residential heating systems in ca- 


pacities and body lengths for 3¢ in., 4% X 3% in., % 


in. “Junior,” 14 in. small and large, and 34 in. small 
sizes—W hite-Rodgers Co., Dept. AA, 1209 Cass Ave., 


St. Louis 6, Mo. Unit can be installed in any position 
on horizontal gas line. Operating mechanism of main 
valve is surrounded by heavy duty silicone oil to elim- 
inate internal noises; oil is enclosed in unbreakable 
metal casing; no diaphragms or bellows are used to 
contain oil. Vent device allows instant regulator re- 
sponse when main valve opens, to eliminate time lag 
and flashbacks. 


without 


Combinations are available 
automatic 


with or 


recycling manual operator and 
yjlug-in pilot. Terminals are top-mounted. Units can be 
f | 


used for all types of gas. 


Packaged Blast Burner 


“INCINO-FLAME” PACKAGED fan type gas burner for 
furnaces, heaters, incinerators, etc., which is piped. 
wired, ready to install—Bryant Industrial Products 
Corp., Dept. AA, 17700 Miles Ave., Cleveland 28. Noz- 


zle-mix burner does not require refractory combus- 


tion tunnel; blast pilot will not blow out, the company 
states. Fan and motor are increased in size. Manual, 
semi-automatic and full automatic controls are option- 
al. Manual and thermo-electric control models utilize 
flash-tube ignitor and constantly burning pilots. Auto- 
matic control units have electronic flame safety and 
include spark ignition of cycling pilots. Pilot burner is 
stabilized for high or low draft conditions; no baffles 
or air shields are necessary, according to the manu- 
facturer. Units are in two capacity ranges, from 50,- 
000 to 450,000 or 600,000 Btuh. Adjustable orifice 
controls heat output. All units have pilot and pressure 
regulators. Four mountings are available. 


Lowboy Water Heater 

“RHEEMGLAS FurY” lowboy water heater designed for 
applications where space is limited—Rheem Mfg. Co., 
Dept. AA, 7600 S. Kedzie Ave., Chicago 52. Gas-fired 
unit is available in capacities of 30 and 40 gal. Fea- 
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COMBINATION PATTERN 
No. U412, 12” only. 


SNIPS FOR EVERY SERVICE 


HEAVY DUTY PATTERN 
No. U416, 16” only. 


STANDARD PATTERN, No. S4) 


Seven othe 


CIRCULAR CUTTING PATTERN 
No. 1412,.12” & T47, 7”. 


AVIATION SNIPS, No. VI9R 


Right Hand, Cuts to left. AVIATION SNIPS. VI9L 


Left hand, cuts to right 


NEOPRENE INSULATING SLEEVES 


Available for all Aviation Snips. Here shown 
Crescent Tinners’ Snips are forged of selected on No. V19S, straight cut. 


steel and blades ground on special grinding 
machines. They are hardened by Crescent’s own AVIATION SNIPS. Keenly ground, hard, tough 
: : ‘ . a alloy steel blades with machine serrations...can be 
selective induction process to insure long, satis- 
‘ : factory reground. Compound leverage produces 
factory service. These easy-cutting, well-balanced tremendous shearing power. Three patterns. 
snips are made in four patterns; standard, circu- 


lar cutting, combination and heavy duty. Sze 


CRESCENT TOOLS — 2 
Give Wings lo lord mm? <4 


Sold by hardware dealers and industrial distribu- 
tors everywhere. 


Sign of lhe Cfrlisan 
Syl of Excellence 


Crescent is our trade-mork, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere ond made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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when 
only the 
finest 
will do... 


Your customer insists on perfect comfort — in every room 


— in every season. So you install a perimeter system, using 
Air Control No. 42 Diffusers. 


You get the right amount of air in all the right places be- 
cause this diffuser gives you complete control of the air 
pattern for any heating or cooling installation. A Dial Op- 

Stet Qpevater epens water-thin erator with a special Adjusto-Stop lets you balance the system 


valves for even flow of air across out to perfection and permits easy adjustment for seasonal 
face with considerably less resist- 


prsetbee ; changes if needed. No other can compare for performance 
ance. Curved vanes are pre-set for s ? z Pee wpe 7 i ! 

period! tan-dhuped oly pattern — —or appearance. Yet the cost is so reasonable! 

easily adjustable for special re- Your customer gets all the year ’round comfort he de- 
quirements. Special Adjusto-Stop ds. Y fit. th ‘efacti baie Gia 
is easily set with screwdriver to mands. ou get the profit, the satisfaction — and credit for 
balance out system. really knowing your business. 


Write for catalog 


159 Center Street Coopersville, Michigan 


PRODUCTS, INC. 
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CLAUDE H. LINDSLEY, AAA. 
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Laude H. | ndsley» A.1.A- - 
Grenitect 


Norman Systems Provide Complete Gas-fired Individual 
Schoolroom-Packaged Comfort ...Save Money Three Ways! 


Action speaks louder than words . . . and leading architects, engi- 
neers and school officials are finding that Norman Triple Economy is 


money-saving economy in installation, operation and maintenance. 


® 
~ Morman?. PRODUCTS CO. « 
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Another Norman Proof of 


pe 


SCHOOLROOM-PACKAGED 
— 
COMFORT 


Norman Packaged Schoolroom 
Heating and Ventilating systems are 
quickly installed room by room with- 
out expensive boiler rooms, chim- 
neys and tunnels. 


Heat is supplied only when needed 
... no fuel is wasted in maintaining 
uniform temperature ... and ventila- 
tion is completely automatic. 


Long trouble-free service is 
assured by sturdy construction, 
finest materials and standard con- 
trols. American Gas Association 
approved. 


Write Today for Nearby Installations 
of Norman Schoolroom Heating and 
Ventilating Systems. 


Central Elementary School, Pascagoula, 
Miss. Architect: Claude H. Lindsley, A.1.A. 


_ 

(Fost we 

(Te 

Vas = 
ome? , 


1164 Chesapeake Ave., Columbus 12, Ohio 
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equipment developments 


{ Continued) 





tured is high recovery performance, according to the 
manufacturer. Low design permits unit to be installed 
under stairs or in other locations where headroom is 
restricted 


Press Brakes 


Senses IB 15, 30 and 60 ton press brake featuring 
“inboard” design which envelops all rotating parts be- 
tween housings—Niagara Machine & Tool Works, 


Dept. AA, 683 Northland Ave., Buffalo 11, N. Y. One- 


piece, welded steel frame with integral wraparound 
crown is designed to increase resistance to deflection 
and provide alignment of bearings, bed and ram. 
Power or manual clutch-brake-treadle arrangements 
are available. Laminated, non-metallic ways prevent 
welding or galling of bearing surfaces, the company 
states. Motor control buttons, ram adjustment switch 
and adjustable speed drive crank wheel are front- 
mounted. Mild steel bending capacities range to 3/16 
in.; overall bed and ram lengths from 4 to 14 ft. 


Central Control Panel 


“WeEATHER STATION” centralized control panel with 


indicators for indoor temperature and humidity, out- 


door temperature, barometric pressure and an electric 
clock—Minneapolis Honeywell Regulator Co., Resi- 
dential Div., Dept. AA, 2747 Fourth Ave. South, Min- 
neapolis 8. Designed for installation between studs on 
inside wall, unit has 754 X 14 in. hinged front panel 
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which may be pulled down for adjustment or service. 
Thermostat which has neither external temperature 
setting dial nor thermometer is employed; temperature 
adjustments up to 6 deg are made by turning dial on 
panel, and adjustments of over 6 deg are made by 
pushing small knob inside thermostat. Clock provides 
automatic night setback (affixed 5 deg) and morning 


pickup. Panel indicates outdoor temperatures from 
10 to 130 F; capillary and bulb length is 20 ft. 
Alarm lights indicate clogged filter or gas pilot out, 


and signal need to reset compressor or oil burner. 
Pushbutton switches control system and fan operation. 
Four models are available: two with automatic heating 
to air conditioning changeover, and two with semi- 
automatic changeover. Reset switch is optional. 


Electric Furnace 


CENTRAL FORCED AIR electric furnaces in three models 
rated at 34,150, 51.225 and 68,300 Btu—Wesco Fur- 
nace Div., Northwest Foundry & Furnace Co., Dept. 
1A, 2345 E. Gladstone, Portland 2, Ore. “Energy con- 


trol” system is designed to prevent overload of trans- 
former equipment. Units, in horizontal and counter- 
flow arrangements, require no flue, can be placed in 
attic or in floor crawl space or hung from basement 
ceiling. Heat is transmitted through finned strip 
heaters controlled by contractors in 5 kw banks which 
are actuated by two-stage room thermostat. Units are 
1 ft long; sides are 1714 in. X 16 or 21 in. Timed de- 
lay device prevents more than 5 kw from coming into 
service at any time. 


industrial Roof Exhauster 


“THERMOFLOW ROOF VENTILATOR unit for heavy in- 
dustrial exhaust applications—Western Engineering & 
Mfg. Co., Dept. AA, 4114 Glencoe Ave., Venice, Calif. 
Standard units are 7 ft 6 in. wide, 10 ft long, with 
three operating cells. Units may be installed singly 
or in multiples. Each unit provides over 33 sq ft of 
opening, stands 2114 in. above the curb. Dampers op- 
erating on nylon bearings are manually or motor oper- 
ated. Fusible links automatically open dampers for fire 
and smoke relief. Unit is weatherproof, the company 
states. 
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~OIL-FIRED 


HEATER 














The newest idea in hot water 
service — the fastest selling automatic 
water heater in the business. 


Fast recovery — delivers 120 gallons 
of 160° water per hour. 





Large volume hot water 
service at remarkably low cost 
per gallon. 


A big seller in high cost fuel 
areas — minimum competition — 
good profit margins. 





JOHN woop COMPANY 


Heater and Tank Division 
Conshohocken, Pennsylvania + Chicago, Illinois 
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The Newest Concept in 
DAMPER HARDWARE 


ELGEN’S BAIL-O-MANC 


PAT. PENDING 


For the Manufacture of 
Multi-Blade Dampers 


SEND 50¢ FOR SAMPLE 


For the first time... absolutely self-aligning 
(and non-binding) Damper Hardware! 
Streamlined Heavy-gauge tubular design with 
solid brass ball-jointed rod holder is held 
in predetermined position by powerful lifetime 
stainless steel spring. Exclusive positioning 
marks by Elgen offer fast, easy installation. 


For Positive 
Locking Action on 


Opposed Blade Dampers 


@ No Auxiliary Stands 
Or Bridges Required 


SEND 90¢ FOR 


A revolutionary development in Damper 
Hardware! New “Microset Plate” and 
companion bracket added to BALL-O-MATIC 
ends over-riding and fluttering... 
eliminates all other stops! 


ons 
ont ell cha 


ELGEN MANUFACTURING CORP. 
32-49 Gale Ave., Long Island City 1, N. Y. 


SILENT DUCT ¢ VANE RUNNERS « LOUVER RUNNERS ¢ FABRIDUCT 
DAMPER HARDWARE ¢« INSULATION ADHESIVE ¢ DUCT TAPE 
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Oil Burner Control 


Type 611-1 ignition oil 
burner control designed to reduce 


constant 


unnecessary heating system lockouts 
caused by rapid thermostat cycling 


and slow heat buildup in stack— 


White-Rodgers Co., Dept. AA, 1209 
Cass Ave., St. Louis 6, Mo. Electric 


| circuit bypasses effects of rapid cy- 


cling; shortened time cycle removes 


safety switch from circuit in about 
30 seconds if flame is established. 
Relays have redesigned coil and con- 
tact structure designed to increase 
life of control. 


| Weather-Resistant Welder 


Monet SRH p-c rectifier type welder 
in “all-weather construction.” de- 
signed for use on the job—WMiller 
Electric Mfg. Co., Inc., Dept. AA, 
718 S. Bounds St., Appleton, Wis. 


Transformer, control cores and as- 


a nae 


semblies are dipped in varnish and 
baked. Three 


are used for welding terminals. Rec 


cam-lock receptacles 


tifiers have polyester finish. Base and 
sheet metal parts are phosphatized 
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A COMPLETE NEW LINE OF 


4 OUTSTANDING FEATURES 
for Profitable Volume Sales 


@ Power Burner—provides closer control of 
gases through heat exchanger—gives greater 
heating efficiency and lower heating costs. 


SUSPENDED Guc 7/7RED FURNACES : 
Large Capacity—designed to handle greater 


priced to give you a competitive advantage in volume of warm air at higher velocity—can be 


? ° . ° easily connected to duct work to provide 
the commercial and industrial heating markets! A PO eS ae 

Another “First” for Shafconaire! A new line of suspended gas-fired 
furnaces designed right built right for commercial-industrial use— 
and priced right, too, to give you profitable, volume sales! For these 
new Shafconaires actually cost less than any other type of gas heating 
equipment of equal capacity on the market today. What's more, Versatility—quickly, easily adapted in the field 
they’re covered by all required approvals for immediate installation. for right hand or left hand installation. 


Maximum Head Room—approved for installa- 
tion two inches from combustible materials, 
compactly designed to assure greater clearance. 





AVAILABLE IN 6 BASIC MODELS TO GIVE YOU BROAD MARKET COVERAGE 
85,000 — 97,000 — 112,000 — 142,000 — 182,000 — 252,000 BTU Output 


In addition to these six basic models, Shafconaire Gas-Fired Furnaces 
can also be supplied for duct heater applications. All models are 
furnished complete with power burner, blower, controls and with or 
without filters as desired. 








SHAFCONAIRE—the Specified Line for ‘59! More national chain organizations have 
specified Shafconaire this year than ever before. So get your share of this 
profitable “‘pre-sold’’ volume—send coupon today for specifications and 


prices on the entire line of Shafconaire Suspended Furnaces. 
Ouer! load leatou, ue. OVERHEAD HEATERS, INC. © 1612 Book Bidg. @ Detroit 26, Michigan 
Please send complete specifications and price information on your entire 


Executive Offices: 1612 Book Bidg. +» Detroit 26, Mich. » WO 2-4647 line of Shafconaire Suspended Gas-Fired and Oil-Fired Furnaces. 
Branch Offices: New York + Chicago - Minneapolis We are~]) CONTRACTORS (- JOBBERS > DISTRIBUTORS 


“* 
_ Name Title 
Up in the Air 
ang outo! =| 


| Company 
the Way! | 








20 years exclusive experience in 

the design and manufacture of 
suspended heating equipment SHAFCONAIRE 
OverHtao HEaTeRs 


Address. 
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HEATING PRODUCTS 


by Stumm. 








“ INCINERATOR 
for gas-fired 
and fuel-less 


Heating Products... ... . designed, engineered and 
developed by.Steinen are your assurance of consistent uniform 
quality. If you are looking for a dependable ‘sotirce, Steen 
is a good name to remember for heating accessory requirements. 
Wr'te today for free Heating Products catalog AA8 
We. STEINEN MEG. Co.® 


HEATING PRODUCTS DIVISION 
43 Bruen Street, Newark, New Jersey 


equipment developments 


(Continued ) 


and painted. Cooling rings on fan 
motor are phosphatized and dipped 
in baking varnish; fan blades have 
protective coating. Units are in 200, 
300 and 400 amp models. 


Oil-Fired Furnaces 


Mopets GLO (lowboy), GHO (high- 
boy) and GCO (counterflow) fur 
naces in eight models featuring wrap- 
around 14 ga. heat exchangers, pre- 
cast refractory combustion chambers, 





, 


« 
: 
ee 


11) 


insulated and enameled cabinets and 
oversize blowers Roberts-Gordon 
Appliance Corp. Dept. AA, 44 Cen- 
tral Ave., Buffalo 6, N.Y. Lowboys 
are in four sizes from 90,000 to 160.- 
000 Btuh output; highboys are in 
two sizes with capacities of 75,000 
and 90,000 Btuh; counterflow units 
in two sizes are rated at 75,000 and 
90,000 Btuh output. Cabinet insula- 
tion is foil-faced glass fiber. Over- 
sized blower accommodates add on 


air conditioning. 


Plastic Welding Rod 


*“*KAMLAR’ PLASTIC welding rod pac k- 
aged in small quantities and held to 
close tolerances to produce uniform 
welds—Laramy Products Co., Dept. 
14, 90 South St., Hingham, Mass. 
Porous-free rod is packaged in tubes 
containing 214, 5 and 25 |b of ma- 
terial. Three diameters: 1, 5/32 and 
3/16 in., in 48 in. straight lengths 
are stocked for welding of types | 
and II polyvinyl chloride. Linear 


polyethylene rod is in 14 in. only. 
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NEW Loncer, TROUBLE-FREE OPERATION 
NEW EASE OF CLEANING AND MAINTENANCE 
NEW sMALLER, MORE CONVENIENT SIZE 


NEW @ OILIFTER 


L. PUMP FOR OIL BURNING EQUIPMENT 


This completely new CC Oilifter combines out- 
standing new performance features with a new 
low price. Ideal for vaporizing, rotary and 
gun-type oil burners; conversion oil burners; 
space heaters; ranges and water heaters, Con- 
tact your wholesaler or write c/o the address 
below. 


check these NEW features 


EXTRA QUIET electric motor operates continuously. 
22-watt rating. No arcing, so absolutely no radio 
or TV interference. Capacity: % gal. per hour at 
20 ft. lift. 


NYLON GEARS AND OVER-TRAVEL MECHANISM 
give long life, smooth operation. 


SELF-LUBRICATING — All moving parts — except 
the 2 valves — operate in a special lubricating oil 
which never has to be changed and must be checked 
only once a year. 


LONG-LASTING DIAPHRAGM is made of Buna ‘'N 
— a nylon base fabric with Buna ‘'N"' impregnation 
— assures many seasons of trouble-free operation. 


STRAINER ; 
“NS. x , ONCE-A-YEAR SERV- 
ae ICING can easily be 


; done by the owner 

LUBRICATING f himself. Lubricating 

ot ! oil comes in a special 

CC spout-can. To fill, 

. simply unscrew cap at 

EASY TO CLEAN — Besides oe top and fill to the 

once-a-year lubrication, the only level of the plug hole 
servicing necessary is cleaning 


the valves and the strainer F on front. 
Valves can be removed and 





cleaned by removing one screw 
as shown. Valves are identical 
so they cannot be mixed up 
Strainer is removed simply by 
unscrewing a cap 


Creative Controls for Industry 


CONTROLS COMPANY OF AMERICA 


2452 N. 32nd Street © Milwaukee 10, Wisconsin 
COOKSVILLE, Ontario © Postfach 313, ZUG, Switzerland 
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Nickel-Plated Diffuser 
Mopet 71-18, 18 in. nickel-plated baseboard diffuser 


designed to accommodate up to 6 in. round duct or 
equivalent—Lima Register Co., Dept. AA, 1790 N. 
Cable Rd., Lima, O. Register can be connected with 


boot measuring either 2144 X 12 or 214 X 14 in. De- 
signed for kitchen, bath or recreation rooms, diffuser 
is rustproof and cleanable. Finish matches chrome ap- 
pliances and fixtures. Suitable for heating and air con- 
ditioning applications, diffusers are engineered for in- 
stallation in rooms with limited wall space. 


Suction Line Heat Exchanger 


Non-FERROUS heat exchanger designed for 300 psig 
working pressure, featuring straight-through connec- 
tions to eliminate oil trapping—Betz Div., Bohn Alu- 
minum & Brass Corp., Dept. AA, Danville, Ill. Unit 














sub-cools liquid, exchanging heat from liquid to 
superheated gas in the other line; this in turn prevents 
slugging of liquid at compressor, according to the 
manufacturer. Heat exchangers are sized to match 


condensing units ranging from 34 to 10 hp. 


Electric Drill 


Series 40 REVERSIBLE 14 in. portable electric drill 
with or without reversible operation feature—Speed- 
way Div., Thor Power Tool Co., Dept. AA, 1421 
» Te ee: See oan topay Barnsdale Rd., LaGrange Park, Ill. Rear grip handle 
revolves to vertical or horizontal positions and fastens. 
Rear handle can be removed completely. Units have 
6.5 amp power rating; reversible models have 12 amp 
heavy duty reversing switch in main handle. Featured 
are: trigger lock in handle for continuous operation; 
sealed ball bearings; three-jaw geared chuck and. key 
and polished aluminum die cast housings. Capacities 
are 4% in. in steel. Load speed is 550 rpm. 
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No quicker way to air condition many old or new homes! 


FRIGIDAIRE TRANS-WALL UNIT 


Slides in like a drawer— 
Cuts installation cost up to 50%! 


hai ‘ i 
Model AIAZ-240 (24,000 Btu/ Ht Here's how easily Trans-Wall 
Hr.) shown below. Also avail- ia Unit adds Dry-Cool 
able in 35,000 Btu/Hr. capacity 1 comfort to any style home 
(Model AIAZ-350) similar ex- ? 
cept for slight dimensional ate. A Air-cooled, factory-assem- 
changes. ; bled Trans-Wall Unit slides 

: into 


B Wall opening 14” x 24” 
( AIAZ-240; 17%” x 24” for 
model AIAZ-350). 


Collar encloses wiring and 
refrigerant tubing; extends 
through sealed wall open- 
ing and 





Condensing Unit rests on 
outside mounting brackets, 
furnished, 


Coil housing installed un- 
der (or above) vertical fur- 
nace, or at end of horizontal 
furnace. 














High-efficiency, ‘inverted V’ 
cooling coil cools and dries 
the air. Utilizes furnace 
blower, filter and ductwork. 


This complete Frigidaire packaged Dry-Cooling Unit simply slides 

through a pre-made wall opening, with the coil located in a special 

plenum over or under a vertical forced warm air furnace, or at the 

end of a horizontal furnace. You and your customers save more be- 

cause all internal pre-wiring is done, refrigerant lines charged, sealed 

and checked by the factory. No plumbing for water supply is neces- , ; , 

sary. No wont Sank te sos eNO concrete al needed. pny annette — ~“ 

: Big-Capacity “Dry-Cooling” Coils 
Sales potential? If a homeowner now has a furnace located at an ee en a 5 
; ; ade? é emote condensing unit specified? Solve 

outside wall of his home or is installing a’ new furnace, he already problems of heat, humidity, installation 

has two-thirds of this air conditioning system—thanks to the amazing and costs with a compact Frigidaire 

Frigidaire Trans-Wall Unit. You can get a new boost to builder Air-Cooled Condensing Unit (21,000 to 

business, too, by installing the low-cost special coil plenum and sealed- 87,000 Bea/th. capacities), Team it up 

up wall-opening during home construction, then installing Trans-Wall wor Rape peels gee iy eee 

Unit later at home buyer’s option. The builder gets extra selling power models for application above and below 

and you get extra profit. Call your Frigidaire Representative now furnaces or in ductwork. 

for more Trans-Wall data, or write Frigidaire Division, General Motors 


Corporation, Dayton 1, Ohio. aera FRIGIDAIRE 


GN 
OM Frigidaire reserves the right to change speci- 
3) 


ee ° » ~ a ‘ - fications and prices, or discontinue models 
Frigidaire advanced Dry-Cooling—designed with you in mind... without notice. 


cools, cleans and dries the air! @ 
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Jue 


A day to remember. The sweep of sky 
and water...the fresh, clean feel of 
sea air. Air as clean and pure in a 
home? Certainly. Install Dust-magnet 
filters. Dust-magnets are electrostatic, 
permanent . . . rinse clean in a jiffy for 
immediate replacement in air condi- 
tioners and furnaces. Non-clogging, no 
oil coatings. As you live and breathe 
. install Dust-magnets! 


Q magnet filters 


3383 E. Layton Ave., Cudahy, Wisconsin 


a product of STODDARD INDUSTRIES 
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Electric Water Heaters 


“DeLuxe” aNnp “Master Automatic” 
series electric water heaters in glass 
lined and galvanized models—Heater 
and Tank Div., John Wood Co., 
Dept. AA, 100 Washington St., Con- 


we 


shohocken, Pa. Cold water inlet has 
been moved to front, 45 deg off 
center. No under-heater connections 
are necessary. “Deluxe” models have 
combination drain and cold water 
fitting. “Master Automatic” models 
are in 5 to 80 gal capacities; “De- 
luxe” models handle 10 to 80 gal. 
All models have surface type thermo- 
stats. nichrome heating elements and 
corrosion-retarding magnesium = an- 


odes. 


Remote Condensing Unit 


Mover RC-P-2 remote 2 hp condens- 
ing unit rated at 24,000 Btuh—Stew- 
art-Warner Corp., Air Conditioning 
Div., Dept. AA, Lebanon, Ind. Unit 
can be installed with either capillary 
tube or thermal expansion system. 
Oversized coil stores refrigerent; re- 
frigerant can be sub-cooled. Perma- 
nent split-capacitor motor eliminates 
starting relay and capacitor. Pre- 
wired control panel has starter, fan 
relay, and control transformer; filter- 
drier; condenser; fan, fan motor; 
and service valves. Liquid line sight 


glass is optional. 
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New steels are 
born at 
Armco 


Look to Kitchens 
for Stainless Jobs 


tod. 














Here are some of the custom-built stainless items 
in the vast kitchen facilities at the Air Force 
Academy near Colorado Springs. Stainless Fabrica- 
tor: Stainless Equipment Company, Denver. 


When you're looking for stainless business, 
don’t overlook commercial and industrial 
kitchens. More and more of this attractive, dur- 
able metal is going inte kitchen installations. 
And getting these jobs benefits you more ways 
than one. 

First, there’s the profit from the job. Second, 
good looking stainless installations are real at- 
tention getters. Often they lead to more jobs 
and you soon build an enviable reputation work- 


ing with this special steel. 


Your Armco Distributor Can Help 
Stainless steel is easy to fabricate. But if you 
do run into a problem, just contact your nearby 
distributor of Armco Stainless Steels. He usually 
has the answer, or will gladly obtain it for you 
without delay. 

Furthermore, from his steel service center, 
he can provide you prompt service on the 
stainless you need in the most economical sizes 
for your purposes. If you don’t know his name, 


just fill in and mail the coupon. 


Armco Steel Corporation 
2479 Curtis Street, Middletown, Ohio 


] Send me the name of the Armco Distributor 
nearest me 


(_] We fabricate 
NAME 

POSITION 

FIRM 

STREET 


ZONE STATE 


ARMCO STEEL 





Armco Division * Sheffield Division * The National Supply Company * Armco Drainage & Metal Products, 
inc. * The Armco International Corporation * Union Wire Rope Corporation * Southwest Steel Products 
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A NEW HEAVY DUTY 
10 FT-10 GAUGE SHEAR | 


ANNOUNCING a new Heavy 
Duty 10 Ft. Shear, completing 
the 10 gauge series of PEXTO 
precision power squaring shears. 








Outstanding in every detail, the new 
rugged power squaring shear is designed 
and engineered to shear sheet metal 
accurately and continuously at full-rated 
capacity. Massive machine tool grade 
castings, 4 edge blades with built-in 
clearance, make this a heavy duty shear 
of the highest quality. 





PEXTO Precision Power Shears now range 
from 4 to 10 foot capacities. Six models 
handle every shearing problem from the 
lightest gauges through 10 gauge sheet. 





Ask your distributor or send for 
New Bulletin No. 60. 


THE PECK, STOW & WILCOX CO. Southington, Conn. U.S.A. 


A complete line of machines and tools for Sheet Metal Fabrication 
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Duct, Vent Hangers 

“KWIKHANGER” ROUND duct hanger 
and “Vent-Grab” vent hanger—Herb 
Gibson, Dept. AA, 5634 Glenmoor 
Rd., Hopkins, Minn. “Kwikhanger” 


is attached between floor joists; ad- 


justable and self-attaching galvanized 
strap is belted around round duct, 
automatically centering duct in joist 
space. Vent support, in 4, 5, 6, 7, 8, 
10 and 12 in. sizes is designed for 
class B chimneys, produces rigid sup- 
port for vents and provides 1 in. 
clearance from subfloor or ceiling 
joints to which it is attached. 


Electric Heat Thermostat 


“DECORATOR” SERIES M6 thermostat, 
designed to meet changes in electric 
heating equipment—Mears Electric 
Controls, Inc., Dept. AA, Swan 1s- 


land, Portland 17, Ore. Unit is in 
three models: single line break 
control, double line break model; 
and modulating control. Redesigned 
mounting base can be installed over 
rough plaster or uneven walls with- 
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BARBER GUN HEAT BURNERS 
CUT INSTALLATION COST... 


Become Leader 
in 3 Years... 


The Barber GUN HEAT Burner 
has become a leader in the field of 
Inshot gas conversion burners in 
only three short years. This suc- 
cess story could only be accom- 
plished with the full endorsement 
of the heating contractor. The fol- 
lowing three specific qualities in the 
GUN HEAT sold the contractor: 
modern design using quality mate- 
rials; easy serviceability; and ease 
of installation. The main feature 
for the success of the GUN HEAT 


is its ease of installation. 


The contractors have endorsed 
the following facts: Every burner 
is prefired at the factory and 
shipped with the manifold controls 
completely assembled, saving the 
installer valuable time. 

















| ASSEMBLED BURNER 





The blast tube has a 4% inch 
diameter to fit most oil burner 





BLAST TUBE 








openings. The adjustable mount- 
ing flange exactly positions the 
burner prior to 
final bolting to 
the heating 
plant; A floor 
stand is sup- 
plied when the 
burner is used 
in a coal fur- 
nace or boiler. 





y FLANGE 











To eliminate the necessity of 
building a combustion chamber, 
GUN HEAT has a flame deflector 
made of the same stainless steel 
used in jet engines. The distance 
and angle are right for consistently 





good combustion 
in almost all 
applications. 


FLAME 


SPREADER 
Since primary 

and secondary 

air shutters are 

both out in the 

open, it’s easy to 

make final adjustment and lock-up. 
We have mentioned the installa- 

tion features that 

make the GUN 

HEAT a leader. 

For complete 

specifications 

and prices—fill 

out the coupon 

below. 














PH scconvany 











Ea 


Listes 


NAME 


MANUFACTURING COMPANY 


1052 East 134th Street, Cleveland 10, Onio 


Yes, | am interested in more information and prices on the GUN HEAT Burners, 


TITLE 





COMPANY 





ADDRESS. 





CITY 




















AMERICAN 


Artisan, Aucust 1959 











The A. B. C Symbol... 











The right to purchase or refrain from purchasing 

this publication gives you, the reader, and no 

one else the power to pass judgment on whether 

it shall continue to survive. This symbol represents 

the standards by which your voluntary response is 
measured. It testifies to the advertising value of this 
publication. It also serves as a constant guide to 

our readers’ opinion. 


American Artisan 


This symbol represents our membership in the Audit Bureau of Circula- 
tions, your assurance that our circulation facts are verified by independent 
audit, measured by recognized standards, and reported in standardized 
reports. These audited facts, available without obligation to interested 
persons, provide a factual basis for advertising rates, evidence of subscriber 
interest, facts on market coverage, and facts for appraising our circulation 
quality and editorial vitality. 


Hallmark of Cixenlation Value “Qi; 
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out affecting calibration. More room 
is provided for connecting power 
lines at installation; screw type ter- 
minals facilitate connection. Gold 
ring is added; face plate can be 


painted to match room decor. 


Lift Truck 


Mope 299, 1000 lb capacity battery- 
powered hydraulic fork and platform 


lift truck—Big Joe Mfg. Co., Dept 


AA, Ralph Hines Rd., Wisconsin 
Dells, Wis. Designed for handling 
heating and air conditioning equip- 
ment and supplies, unit has 12-v in- 
dustrial battery and _ self-contained 
battery charger, complete bearing 
control throughout. Unit lifts loads 
to 57 in. Other models have lifting 
heights of 67, 77 and 87 in. 


Lowboy Furnaces 


Series 200-R1l packaged lowboy fur- 
nace in 85,000 and 105,000 Btu 
sizes with wall-flame oil burners 

Toridheet Div., Cleveland Steel Prod- 
ucts Corp., Dept. AA, 16025 Brook- 
park Rd., Cleveland 15, O. Featured 
are wired oil control assembly, “air- 
inator” valve, theromstat, combina- 
tion fan and limit control with sum- 
switch, 


leveling legs and blower sized for 


mer operation adjustable 


add-on air conditioning. 


Tube Flaring Tool 


“IMPERIAL” semi-automatic tube flar- 
ing tool designed for use on the job 
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So strong you can step 
On it, so lightweight you 
can carry the longest length! | 


Save time by the hour 


... Concrete by the 
cubic toot 


Transite Air Duct being installed in 
Ridgewood Homes, Inc., Worth, Ill. 
Clifford J. Wood, Builder: Brainerd 
Heating and Sheet Metal Co., Heat- 
ing Contractor. 


Taped joints are this easy to make, 
right at the job site. 


Youcan readily install Transite Air Duct 
as part of the entire heating system. 
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easy-to-install Transite Air Duct 
for heating and cooling systems! 


Transite® offers you unmatched dollar 
savings for perimeter heating and cooling 
systems! Here’s why: 

First, Transite is light in weight. This 
means it is easy to truck, stack, and carry 
on the job. Easy to assemble, too... 
permanent, efficient joints are quickly 
made with easily applied Ductite® Tape. 


NO ENCASEMENT NEEDED 


More important, Transite saves substan- 
tially in both time and concrete. Transite 
needs no concrete encasement . . . can be 
laid directly on the prepared bottom. 
Transite won't “float”. . . needs no special 
supports or anchoring. Just position ducts 
and pour concrete . . . Transite won't 
crush, dent, or deform. 


AVAILABLE IN LONG LENGTHS 
Installation is still faster and easier because 
of Transite’s long, 10-foot lengths 
fewer joints to be made to complete the 
installation. And fittings can be made right 
on the job... simply cut the pipe to shapes 
desired and tape sections together. 


MANY HOME OWNER ADVANTAGES 


Transite offers home owners long, trouble- 
free service. Made of asbestos and cement, 
it is fully corrosion-resistant inside and out, 
it won't flake or flap down to impede air 
flow ... will never rot or give off odor. For 
free booklet, TR198-A, write to Johns- 
Manville, Box 14AA, New York 16, N.Y. 
In Canada. Port Credit, Ont. 


Jouns=-Manvi.ie 5 M 














1959 Victor Wing Club 


Hall-Neal’s Dealer Advisory committee 
Vacat g at Murray’s Inn, Whitehall, Michigar 


FIND OUT HOW... these dealers 


make more money, month after month 


WITH THE 


EXCLUSIVE VICTORY FRANCHISE 


There's more money every month for 
you, too, with the exclusive VICTOR 
franchise. VICTOR'S reputation for 
quality and dependability is unsurpassed 
in the industry. There is no finer line than 
VICTOR—and no finer, faster-closing 


sales tools! 


@ NEW, IMPROVED VICTOR LINE 


@ NEW FEATURES FOR ABSOLUTE 
NOISELESS OPERATION 


@ PATENTED VICTOR FIN 
EFFICIENCY SAVES UP TO 30% 
IN FUEL USED 


dramatic demonstration 
closes sales fast 


The Twin Thermometers in this 
Table-Top Demonstrator tell the 
story of patented VICTOR FIN ef- 
ficiency. One side of the table-top 
furnace has FINS. The other does 
not. It proves, right before the pros- 
pect’s eyes, that exclusive VICTOR 
FINS save up to 30% in fuel costs 


A complete line of VICTOR GAS, 
OIL & COAL heating equipment, and 
air-conditioning, meets every installation 
problem and assures you of making more 
money from faster sales! As a VICTOR 
dealer you can count on fewer customer 
complaints and call-backs, which means 
lower service expense—higher profits! 


NEW 
VICTOR 
FIN DELUXE 


SALES TOOLS THAT SELL 


Fin Demonstrator + Sales Easel + 20 
Year Warranty « 2 and 3 color folders 
* Sales Catalogs « Road Signs « Truck 
Decals * Newspaper Mats « TV and 
Radio scripts * Counter Displays and 
Wall Hangers 


WRITE, WIRE, PHONE...OR SEND COUPON BELOW— NOW! 


HALL-NEAL 


FURNACE CO. Meme 


Address 


Tom Williams, Sales Mgr., HALL-NEAL FURNACE CO. 
1322-42 No. Capitol Ave., Indi 
Please rush full information on the Exclusive VICTOR Franchise! 





lis 7, indi 
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Imperial Brass Mfg. Co., Dept. 
AA, 6300 W. Howard St., Chicago 
48. Tool is available with cones for 
making 45 deg or 37 deg flares. Unit 
produces end flares in six sizes of 
soft copper, aluminum and _ brass 
tubing up to 5g in. o. d. Cone has 
chrome finish. Unit is self-gaging for 
flare size; chevron gripping action 
is designed for positive hold without 
marring tube walls. 


Water Heaters 


REDESIGNED WATER HEATER line in- 
cluding six basic models in 43 sizes 

A. O. Smith Corp., Permaglas 
Div., Dept. AA, Kankakee, Ill. Gas- 
fired models in 25 sizes range from 


20 to 65 gal with Btuh ratings from 


20,000 to 60,000; electric models in 
18 sizes range from 6 to 80 gal, 600 
to 10,000 watts. Glass-reinforced 
plastic dip tubes have been 
lengthened to minimize dilution of 
hot water. Gas pressure regulator has 
been improved; stainless steel flame 


spreader is added. Pilot burner is 


relocated to prevent clogging; pilot 
has 100 percent safety shutoff. Elec- 
tric models feature: internal heat 


trap to eliminate back flow through 
hot water lines; wraparound heating 
elements in reflective channels; built- 
in junction box; and inlet baffle to 
direct cold water to the bottom of the 
tank. 
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They’re ready to buy... 





_ DUST LADEN AIR ape 





° vam 
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ELECTRONIC HOME AIR FILTER 
A compact “package” unit, Electro-Klean installs 
easily in the return air duct of any central forced 
air furnace or air-conditioning system. Requires 
no water or sewer connections... adds little to 
the cost for the homeowner. 

















Send Coupon for 
this free kit giving prod- 
uct, installation, and sales 
stories on Electro-Klean, 
plus the aids that will 
bring in numerous cus- 
tomers ready to buy now. 
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Who'll buy an Electro-Klean? Almost everyone, eventually. This no- 
plumbing device that removes up to 90% of air-borne dust from a home 
is fast becoming our next major appliance. But the folks pictured above 
are a few of those ready to plunk down full price (from $189) right now. 

You know them—they’re all on your mailing list. Besides that important 
building contractor with a gleam in his eye over this new home-selling 
feature, there’s the shopkeeper with dust problems, the person who be- 
lieves in a well-equipped house, the person with health on his mind, the 
woman who just naturally hates dust and dusting, the fellow who, right 
now is beginning to dread the coming allergy season, and so on, 


Are you ready to sell? 


Think for just one moment of the fast profits awaiting a little effort on 
this non-competitive product! Then fill in the coupon below and let AAF 
send the free promotion kit that helps you do the job...e 


AMERICAN AIR FILTER COMPANY, INC. 
215 Central Avenue 
Louisville 8, Kentucky 

Please send me free Electro-Klean Promotion Kit 


FIRM 
ADDRESS___ 


a 


| 
| 
| 
| 
| 
| NAME 
| 
| 
| 
| 
| 











. * 
Chattanooga © Roya. | 
THE MOST 
COMPLETE GAS HEATING AND AIR-CONDITIONING LINE 
FROM ONE RELIABLE SOURCE 


BUILT FOR LASTING SERVICE... 


not for constant servicing ! ! r 


Chattanooga, Gas-Fired FURNACES 


SE * A quality home heating sys- 
> ~ tem .. . constructed of the 
° ws z finest materials available. 
La 4M, wv this | furnace is engineered 
to give your customers last- 
ing, trouble-free service and 
to eliminate service calls. 


Heavy 22 gauge cabinet 

10 year warranty on combustion chamber. 
Sectional combustion chamber design eli- 
minates expansion and contraction noises. 
Lifetime cast iron burners. 

High capacity blowers convert for air 
conditioning with only motor, belt and 
pulley change 








),000 BTU input furnace A.G.A. certified 
1200 CFM or 3 tons air conditioning 
5 static 


120,000 BTU input furnace A.G.A. certi- 
fied for 2000 CFM or 5 tons air condi- 
tioning at .5 static 


‘ 
Chattanooga seen om 


1891 


Horizontal 
GAS-FIRED FURNACES 
12 Basic Models 


2,3, 5 4.P 
Air Cooled Remote 


CONDENSER 





Recessed 
VENTED WALL HEATERS 
8 Basic Models 


Vertical and Counterflo 
GAS-FIRED FURNACES 
27 Basic Models 


Thru-the-Wal 
DIRECT VENTED HEATERS 
20,000-30,000 BTU 


Cool Cabinet 
UNVENTED CIRCULATORS _ 
3 Basic Models 


VENTED CIRCULATORS 
Radiant, Non-radiant 
10 Basic Models 


UNVENTED HEATERS 
Circulators, Claybacks, 
Gas Logs 


CHATTANOOGA ROYAL COMPANY 
CHATTANOOGA 6, TENNESSEE 
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Glass Fiber Fans 


BELT-DRIVEN glass fiber fans de- 
signed for application in corrosive 
atmosphere—Hartzell Propeller Fan 
Co., Div. of Castle Hills Corp., Dept. 
14, 1025 Roosevelt Ave., Piqua, O. 


Propeller, housing, drive housing 
and bearing cover are all glass fiber; 
drive shaft and hardware are stain- 
less steel. Variable pitch drives allow 
adjustment of fan speed, noise and 
air delivery. Fans are in 20, 24, and 


28 in. diameters. 


Furnace Cleaner 


Mopet JB 365 F heavy duty furnace 
vacuum cleaner with 114 hp self- 
Vacuum 
Cleaner Corp., Dept. P-AA, 25 Buick 
St., Boston. Portable unit converts to 


cooling motor—Pullman 


power blower. Secondary filter mini- 


mizes clogging. Tools, accessories, 
motor heads and containers are inter- 
changeable. Unit operates on 115-v, 
60 cycle a-c or d-c. Cleaner is 32 3/4 


in. high, has 16 in. dia, 17 gal capac- 
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Reduce 
your 
inventory 
problems... 


THESE 4 PUROLATOR REFILLS 
SERVICE 98% OF ALL 
OIL BURNER FILTER INSTALLATIONS 


With the addition of three new sizes, the 
famous PurOlator line of Micronic® filter 
refills (including gaskets) will now fit 98% 
of all oil burner installations. 

In addition to supplying most requests from 
a minimum stock of four sizes, you can give 
your customers the five outstanding benefits 
of PurOlator Micronic filtration—no matter 
what filter is installed on their job. 


Water and acid resistant element. 


Uniform density filtering to .0005”. 


, © 
2. 
3. No channeling or ‘‘soft'’ spots. 
4. 


Will not shrink, distort, stretch, flake 
or deteriorate. 


. A guaranteed filtering capacity of over 
100 gallons per hour U.L. approved. 


p~=MAIL COUPON FOR FREE CROSS-REFERENCE CHART-— 
This handy guide shows you, instantly, the filter 
refills which may be used, interchangeably, in all 
leading filter units, 


PUROLATOR 


PRODUCTS, INC. 
“FIRST IN THE FIELD OF FILTERING” 


Dept. B5-514, Purolator Products Co., Inc. 
Rahway, New Jersey 


Please send me _______ copies of your Oil Burner Filter 
Element Cross-Reference Chart. 


Name 


Address 


roo oer er 


Rahway, New Jersey and Toronto, Ontario, Canada 
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CLEANING 


POWER 


NO. 521-8 


take your 


5o00T passe 


in one hand 
hose and all 


The Portable SOOTMASTER #521-8 weighing 
only 25 Ibs. is the vacuum which offers the max- 
imum filter area and largest soot chamber of any 


industrial cleaning unit of its size. 


MASTERCRAPFT'S exclusive hose-holder bas- 
ket let’s you carry the entire cleaner including 


the hose from job to job with only one hand. 


Users do more work with less effort. 


@ 


& 


uM 4 SA 


mest 


HAVERSTRAW NEW YORK 


IMPERIAL REFRACTORIES AND EQUIPMENT LTD 


JOBBER DISTRIBUTOR ENQUIRIES INVITED 
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ity and total recoverable capacity of 


12 gal or 1 3/4 bu. 


A-C Welder 


Mope. M-295 a-c welder designed to 
fill gap between small and large units 


Miller Electric Mfg. Co., Ine., 
Dept. AA, 718 S. Bounds St., Apple- 


ton, Wis. Featured are; movable 
shunt; two ranges. from 25 to 115 
and 80 to 295 amp; high open cir- 
cuit voltage; forced draft cooling; 
cam lock connectors and heavy duty 
on-off switch; baked enamel case 
with rust preventive prime coating: 
251, in. overall height. Unit is wired 
for either 230 or 460-v service. 


Combination Filter Frame 


“AEROSOLVE” COMBINATION charcoal 
filter frame designed to provide com- 
pact filter bank for dust and odor 


removal—Cambridge Filter Corp., 


| Dept. AA, 738 E. Erie Blvd., Syra- 


| cuse 1, N.Y. Upstream portion holds 


standard 12 in. deep “Aerosolve” 
filter cartridge in 95, 85 or 35 per- 
cent discoloration efficiency on 


atmospheric dust. Downstream end is 


THE NEW 


NARROW - - 


LOOK in 
WARM AIR HEATING 
by 


tuck-aire ) 
a 


| 
| 














MT 



































TAD 10... Only 10” wide... 30,000 
to 50,000 btu... 


A miniature forced air ‘“cen- 
tral heating” system. Natural 
...Manufactured...or LP Gas. 

Write today for complete 
specifications. 


tuck-aire 
FURNACE COMPANY 


2045 Evans Avenue + San Francisco, California 
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NOW — IMMEDIATE DELIVERY 


VIA JENN-AIR 


BLUE RIBBON SERVICE 


for the exhausters you want... 
when you want them ... call your 
Jenn-Air Sales Representative 


Waiting for delivery of equipment 
you need right away can be a sched- 
ule-disrupting, money-losing propo- 
sition. But you don’t have to put up 
with these delays when it comes to 
power exhausters. The giant new 


Jenn-Air warehouse shown above is 


stocked with all sizes and models of 
Jenn-Air Quiet-Tested Exhausters ... 
ready to ship as soon as your order 
comes in. Chances are you can get im- 
mediate delivery even on large quan- 
tity orders. 

There has never been any com- 
promise with quality in the manu- 
facture of Jenn-Air products. The 


Member Air Moving and Conditioning Association 


axial “Hi-Diecharge” 





best of materials and the utmost skill 
are a part of every unit from engineer- 
ing through production to final “Vi- 
bronic Eye” Now this Blue 
Ribbon Jenn-Air quality is teamed up 


testing. 


with Blue Ribbon immediate delivery 
service to make Jenn-Air—more than 
ever—first choice among ventilating 
equipment specifiers. 


Jenn-Air Products Company, Inc. + 1102 Stadium Drive, Indianapolis 7, indiana 
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HOT MARKETS HOT PRICES HOT DEALS 


HOT PRODUCTS 


elStielal-te, Compact line of oil 


skillfully 


ces 


or gas units to re 


owners 


YORK-SHIPLEY, Inc. 


both builders and home 


Boilers to 600 Hp. — Furnaces to 5 Million B.t.u.h. 


Proweern and Specialists ww Automatic Heat 


YORK, PENNSYLVANIA 
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designed for any activated charcoal 
filter. * Aero- 


solve” charcoal 


Entire unit: frame, 
filter 


filter, is available. Capacity is 1000 


and activated 


overall dimensions are 24 


24 X 21 in. 


cfm; 


Conversion Burner 


“SPREADER FLAME” conversion gas 
burner with “Arvinyl” metal lami- 
nated plaid cover on burner housing 

Roberts-Gordon A p pliance Co., 


Dept. AA, 44 Central Ave., Buffalo 


6. N. Y. Designed for product recog- 
nition, attractive appearance and pro- 
tection, plaid vinyl plastic coating is 


laminated by Arvin Industries, Inc. 


Gas Water Heater 


‘COPPERMATIC” GAS-FIRED water 
tank 


enclosed in welded steel shell, in 30 


15,000 and 


heater with solid sheet copper 
and 40 gal sizes rated at 
55.000 Btu input, respectively 

Rheem Mfg. Co., Dept. AA, 7600 S. 
Kedzie Ave., Chicago 52. Major fea- 
ture is centrally-located interior flue. 
Optional dual temperature valve pro- 
vides choice of water temperatures. 
Heavy duty thermostats and direction 
flow regulation permit precise set- 
ting of temperature requirements, the 


company reports. 


Vacuum Cleaner 
Mope! 


( leaner 


P-1008 


with 


furnace vacuum 
filter, 


blower and can be used as a portable, 


internal large 


shoulder suspended vacuum ¢ leaner 














YOU are invited 


to read and use 
AMERICAN ARTISAN 


You who are making your liveli- 
hood from warm air heating, resi- 
dential air conditioning or sheet 
metal contracting can best use the 
practical helps published in Amer- 
ican Artisan each month. 


@ Last year’s record is evidence 
that the Artisan covers these sub- 
jects most thoroughly: 200 feature 
pages on Air Conditioning and 
Warm Air Heating; 125 pages on 
Sheet Metal Fabrication and Con- 
tracting; 165 pages on Management 
Methods. That’s 490 pages—in ad- 
dition to useful departments such as 
Questions & Answers, New Prod- 
ucts, Trade Literature, Association 
Activities, etc. 


@ You will get in the Artisan vital 
information and practical “know- 
how” of dollars-and-cents value to 
your business. It points the way to- 
ward better methods, lower costs, 
and improvements in merchandising 
and contracting procedures, also 
correct practices in design, fabrica- 
tion, installation, and servicing. 


@ Just one idea could easily pay 
back many times the small amount 
of your entire subscription. By or- 
dering now, you'll automatically get 
the next big annual Buying Direc- 
tory described below. 





TO KEENEY PUBLISHING COMPANY 
6 N. Michigan, CHICAGO 2, ILL. 


O.K. . . . Enter this subscription for 
AMERICAN ARTISAN to start 

or first possible issue — for 
checked below, at special introductory 
rate of 


[] 3 Years, (36 big issues) $6.00 
Saves you $3—Same as 1 year FREE. 


[] 2 Years, (24 big issues) $5.00 
Saves you ONE DOLLAR CASH. 
Check here for 1-year trial for $3. in U.S 


Rates to Canada 
$8.50, or 1 yr., $5 


3 yrs., $12; 2 yrs 


(it is understood that this will bring me the 
Annual Buyers’ Guide Directory of Equipment 
Manufacturers and Trade Name Index in each 
January issue 


I enclose check for $ 
later 


Send bill 


My Name 
Please Print) 


Title 


Firm 


Street 


City 


Postal Zone No 


Business 


AMERICAN ARTISAN, AUGUST 
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Premier Co., Dept. KP-AA, 755 Woodlawn Ave., St. 
Paul 16. Pleated filter supplies 1800 sq in. of filtering 
area. Wet-or-dry cleaner has 20 gal tank, push type 
handle and oversized wheels. Wheels and center swivel 
caster are mounted on welded steel frame. Handle, 


cover, motor and filter are removed as unit; tank is 


rotated back on rear wheels for dumping, eliminating 


need for dump valve. Top-mounted motor can be 
detached to be used for blower or shoulder vacuum. 
Powered by 114 hp motor with sealed ball bearings, 
unit is 41 in. high, 24 in. wide, weighs 58 lb. 


Electronic Air Cleaners 


“UNIVERSAL Line” electronic air cleaner for installa- 
tion with counterflow or highboy furnaces from 80,- 
000 to 150,000 Btuh input—Electro-air Cleaner Co.. 
Inc., Dept. UL-AA, Olivia and Sproul Sts., McKees 


Rocks, Pa. Unit has no built-in washing system not 
drain, can be mounted in return air space under ot 
above furnace, or installed for right or left horizontal 
air flow. lonizing-collecting cell is removable. Line is 
in two models with capacities of 800 to 1000 cfm and 
1200 to 1500 cfm. 


Condenser, Evaporator Units 


AIR COOLED compressor-condenser sections for use in 
split system applications, in capacities ranging from 
24,000 to 86,500 Btuh and evaporator sections which 
can be installed in duct or equipped with blower for in- 
dependent operation with ductwork—Lincoln Air Con- 
trol Products, Inc., Dept. AA, P. O. Box 91, Swarth- 
more, Pa. Model A upflow evaporator for installation 
above highboy or lowboy furnaces are in four sizes 
rated from 24,500 to 63.200 Btuh. Model D downflow 
evaporator fits under counterflow units, has same rat 
ings. Model H horizontal evaporator fits beside furnace, 
is in two sizes: 24,500 to 36,800 Btuh. Model EB 


_blower-powered evaporator for attic, basement or 
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TINNERS SNIPS 
a 


e Drop Forged 

e Chrome Plated 

e Individually Boxed 
e Competitively Priced 


DIAMALLOY 


AVIATION SNIPS 


(Compound Action) 


DAR10 Cuts Right 
cea ——————> 


DAL10 Cuts Left DAS10 Cuts Straight 
DIAMALLOY 
METAL CUTTING SNIPS 


STRAIGHT 
PATTERN 


STR 
Over-All Cutting Weight, 
Length per doz. 
1%" 6 Ib. 7 oz. 
2%" 14 Ib. 4 oz. 
DS12 1234" 3" 21 Ib. 9 oz. 


CIRCULAR 
PATTERN 


DC 7 ae 6 Ib. 6 oz. 
DC10 10" ; 13 Ib. 8 oz. 
DC12 12%" 21 Ib. 


COMBINATION 
PATTERN 


DSC14 144%" 30 Ib. 8 oz, 


HEAVY 
DUTY SNIPS 


DSS16 164" 2%" 42 'b. 
Norm. 2%" 


Ask your Wholesale Supplier for Diamalloy Snips made 
by the manufacturers of the Diamalloy Wrench. 


DIAMOND TOOL 
and Horseshoe (i, 


DULUTH, MINN. Est. 1908 fe) te), i fone). ie 





(Wer auromei( 


OIL FIRED 
WATER HEATERS 


i RECOVERY 


ALL 


SIZES 


30-—50-—70 
125—165-—215 


Gallons 
— up to 6,000 


gallons per hour 


ALL 











KINDS 


Glass Lined 
Copper Lined 
Hi-Test Galvanized 
Hi-Test Glass Lined 
A.S.M.E. Tested & Labeled 





Twin Coil Tankless Heaters 
For Motels & Launderettes 
Up to 6,000 gals. per hr. 


Sold & Distributed 


ALL 


OVER THE U.S.A. 


CHICAGO BOSTON 
BALTIMORE CHARLOTTE 
JACKSONVILLE MIAMI 

COAST TO COAST 


a peOooucT OF 


QUIET AUTOMATIC 
BURNER CORP. 


33-35 Bloomfield Avenue 
Newark 4, N. J. 
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crawl-space installation is in five ca- 
pacities from 24,500 to 90,000 Btuh. 
Remote condenser sections discharge 
hot air vertically. Low refrigerant 
charge is detectable through sight 
glass: indicator warns of excessive 
moisture. Filter-dryer unit is re- 
placeable. Condenser provides ap- 
proximately 3 sq ft of finned area 
per ton of cooling capacity, the com- 
pany states. 


Roof Ridge Cap 


ALUMINUM SLIDING ridge cap de- 
signed for quick alignment and _ in- 
stallation with company’s rib roofing 


sheet—Aluminum Co. of America, 


Dept. AA, 1501 Alcoa Bldg., Pitts- 
burgh 19. Two-piece cap is designed 
to adjust to align with aluminum 
roofing sheets on both sides. Cap is 
embossed with same diamond pattern 


used on “Alcoa” rib roofing sheet. 


Bench Shear 


“Hanpy +1” 8 lb bench shear said 
to cut sheet steel up to 3/32 in. in 
any length or width—Edwards Mfg. 
Co., Dept. AA, Albert Lea, Minn. 


Shear also cuts non-ferrous metals, 
rods, wire and stainless steel. Cutting 
blades are removable for sharpen- 
ing. Lightweight tool is designed for 
on-the-job shearing and _ template 
work, the manufacturer reports. 


Tank Fill Signal 


Mopet D wuistiinc fill signal for 
oil storage tanks—Applied Mechanics 
Co., Dept. AA, 381 Congress St., 


Boston 10. Unit may be installed in 
existing tanks without cutting into 
piping. Unit is installed by tempo- 
rarily removing gage from tank. the 
company states. 


Residential Evaporators 


BAV SERIES OF residential evapo- 
rators in five models ranging in ca- 
pacity from 24,800 to 89,200 Btuh 
Betz Div., Bohn Aluminum and Brass 
Corp., Dept. AA, Danville, Ill. Unit 
has two drain pans for mounting in 
“A” position above furnace or “V” 
position below counterflow unit. Cab- 
inets are heavy gage bonderized 
steel, insulated with glass fiber. Cabi- 
net features include large access 
panel; knockouts at four locations for 
flexibility in bringing out lines; am- 
ple room inside for installation of ex- 
pansion valve. 


Automatic Stud Driver 


AUTOMATIC sTUD driver which sets 
eight fasteners from single load 
Columbia-Matic “8” Corp., Div. of 
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Columbia Mills, Inc., Dept. AA, Syracuse 1, N. Y. 
Powder actuated fastening tool is designed for positive 
safety in fastening into concrete, steel and wood. Unit 
delivers up to 16 shots per minute and features con- 
troled automatic reloading. Tool cannot be fired acci- 





dentally, the company states. Unit has a metal case 
with lanyard, goggles, ramrod and cleaning brush; 
extra cylinders and press type loading device are avail- 
able, as are clamps, adaptors, hangers and special alloy 
steel fasteners. Lighter model is also included in the 
line. 


Balanced Draft Control 


Type 34 PRE-BALANCED draft regulator with vane ad- 
justing feature designed to facilitate precise setting to 
any prevailing draft condition—Walker Mfg. & Sales 
Corp., Dept. AA, 1705 Penn St., St. Joseph, Mo. Set- 


ting is accomplished by adding or removing counter- 
weight discs on back of damper vane. Obtainable draft 
values range from 0.005 to 0.15 in. w.g. Aluminized 
steel damper and parts prevent rust and corrosion. 
Units are pre-balanced for equilibrium of damper’s 
weight between hinge pivots to increase sensitivity to 
draft fluctuation. Above-center vane suspension is de- 
signed for more stable counter-action to draft fluctua- 
tion. Featured are knife-edge pivots and improved vane 
stop to soften closure noise, according to the manu- 
facturer. Unit is made for smoke pipe sizes from 2 
to 20 in. 


American Artisan, Aucust 1959 


Contractors 

Report 
Savings © 

up to 40% 


Use Miracle NP999 
fo seal spiral 


conduit and fittings 
Efficiently and 
Economically 


Miracle NP555 is a specially formulated duct sealer 
with excellent aging properties, resulting from use of 
non-oxidizing raw materials. NP555 has been custom 
made to effect substantial economies for you—savings 
of up to 40% have been reported from many sheet 
metal contractors who have used this sealer! 


NP555 Duct Sealer has excellent shelf life, and rarely 
has to be thinned. It’s a pleasure to work with NP555 
because of the mild solvents it contains. NP555 Duct 
Sealer creates a tenacious bond to metal, and provides a 
sure permanent seal around seams. Use NP555 between 
all sections of spiral conduits and fittings — between 
risers and run-outs — between run-outs and air condi- 
tioning units. 


ON REQUEST: Send today for additional information! 


Wl MIRACLE ADHESIVES 
CORPORATION 


250 Pettit Avenue, Bellmore, L. I., N.Y, 
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equipment developments cools liquid approximately 20 deg, the company states. 


(Continued ) Liquid refrigerant reserves are stored in condenser 





coil. Utilizing 25 fewer components than previous 


models, unit’s mechanism is connected to single L- 
Electric Air Conditioner shaped base which extends up the side to top of unit. 
Mopet 562 ain COOLED electric air conditioner in 
three sizes rated at 24,000, 36,000 and 46,000 Btuh 
Bryrant Mfg. Co., Dept. AA, 2020 Montcalm St., 
Indianapolis 7. Liquid indicator measures amount of 
refrigerant in condenser coil; high and low pressure 
switches are standard equipment. Rubber-mounted 


blower changes air flow from horizontal to vertical, 


Soldering Torch 


Mopet DWV no. 80 soldering torch designed for im- 
proved job of sweating copper lines—/nsto-Gas Corp., 
Dept. AA, 998 E. Woodbridge Ave., Detroit 7. Unit 
throws a V-type flame from both burners so flames 
wrap around fitting. Even temperature flame is said to 
discharging heated air through ornamental top grille. eliminate hot spots. Torch is 1514 in. long, 9 in. wide 


Condenser coil converts hot gas to liquid. then sub- and weighs 30 oz. 


NEW LOW COST 
HIGH POWER 
VACUUM an” =) ne) 
New hidden, patented* filter ‘ | HAND | 
—3 times more power — : H A N D 


The new Premier Medel P-950 Vacuum, 
with the new hidden, non-clog filter, is 
the only true low cost furnace cleaner. 
The hidden filter gives you more usable 
capacity than other vacuums twice the 
size. You can clean 4-5 home furnaces 
without emptying. Yet it is so small it 
fits easily on the floor of your car. Over = & é > | 

2000 in use. Other models range from Ps . = f / 
16-48 qt. usable capacity, including 3 , 4 sources 0 Supp y 
in 1 units: wet or dry, blower or 


shoulder vac. cs = , investigated 


*patent number 2814357 





when buying decisions 


are made... 


Sma tie lly 


THE PREMIER COMPANY 


Dept 401, 755 Woodlawn Ave., St. Paul 16, Minn. 
in Canada: 35 Gerrard St. West, Toronto 2 


Attention: Gordon L. Bowman, V. P. & Sales Mgr. 


Please rush me FREE details on Premier Heating, 
Air Conditioning and Industrial Vacuums. Thank you. 


START YOUR PLANNING NOW 
FOR ADEQUATE SPACE IN 
AMERICAN ARTISAN’S 


BIG JANUARY 1960 
DIRECTORY and SHOW NUMBER 


NAME____ 





COMPANY 





ADDRESS 





ae on 


CITY — STATE 
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new literature... 





Fiber Duct for Perimeter Systems 


MANUAL presents detailed instructions for installing 
“Sonoairduct” fiber duct for slab floor perimeter heat- 
ing or combination heating and cooling systems. Be- 
ginning with the selection of the building site, the 
manual goes on to discuss such subjects as site grading 
and drainage, foundation fill, duct trenching, base. 
moisture barrier, edge insulation and the supply 
plenum. It is explained that corners and intersections 
for the duct can be made with standard aluminum 
or galvanized steel elbows and tees, also that “Sono- 
airduct” can be mitered with an ordinary carpenter's 
saw. Thus it is possible to make tees. wyes, ells and 
joint intersections without metal fittings. Locations. 
sizes and types of supply outlets are also discussed. 
Particular attention is given to leveling and tie down 
methods, and the text is clarified with photographs 
and line drawings. 

Also being offered is a four page circular on “Sono- 
airduct” as installed in a permanent housing project 
in Fort Benning, Ga. The complete installation story 
Sonoco 
Products Co.. Construction Products Div., Dept. AA. 
Hartsville. S.C. 


is presented in a series of 22 photographs 


Fan and Limit Controls 


BuLLETIN GEA-6577A (two pages) describes 34 hp 
gas or oil fan and limit controls for furnace applica- 
tions. Product features, dimensions and rating infor- 
mation are given for three basic types of controls 

General Electric Co., Dept. AA, Schenectady 5, N. Y. 


Heating Homes with Oil 


“Facts Apout FueLom and Home Heating” con- 
tains data and background material to aid the dealer- 
contractor in his sales presentations and merchandis- 
ing activities. Included are chapters on the develop- 
ment of modern home heating in the United States. 
heating costs, and fuel consumption. Tables on three 
major home heating fuels present information on re- 
serves, transportation and consumer distribution, heat- 
ing efficiency, cleanliness and odor, safety and con- 
National Fueloil Council, Dept. AA, 424 
Vadison Ave.. New York 17. 


venience 


Air Filters 


CaTaLoc describes air filters designed to entrap all 
sizes of airborne impurities including bacteria and 
pollens. Filters are treated with a germicide said to 
kill 99+. percent of all bacteria trapped. Frames are 
made of a material which, according to the company, 


will not disintegrate under humid operating condi- 
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With the “Buffalo’’ Universal 


iron Worker You're investing in 


EXTRA PROFITS! 


No longer need you lose profits on time consuming fabrication 
jobs like those above because you lack adequate equipment. 
And you don’t need to buy a whole battery of machines to do 
this wide variety of jobs. With just one machine—the “Buffalo” 
Universal Iron Worker—you can do them all in your own shop 
...at a real profit. Extra profits are yours by utilizing this ver- 
satile machine to do this type of work for many other shops 
in your area. 


The “Buffalo” Universal Iron Worker performs these jobs on: 


e Flats ¢« Bars e¢ Channels 


e Angles e Tees ¢ Performs 
Two Operations at Once! 


Welded steel plate box frame, heavy shafts, bearings, bolsters, 
plungers and central oiling system guarantee a long dependable 
life with minimum maintenance. 


Ask your nearby “Buffalo” machine tool dealer how you can 
boost profits with the “Buffalo” Universal Iron Worker. Phone 
him today, or write for Bulletin 360-H. 


TiELIR 


BUFFALO FORGE COMPANY 

205 Mortimer Street Buftalo, N. Y. 

Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
DRILLING PUNCHING 


SHEARING BENDING 
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tions. Also being offered is a two page data sheet 
illustrating a display stand used in merchandising air 
filters for room air conditioners 


AA, Providence 16, R.I. 


Fram Corp., Dept. 


Counterflow Evaporator Coils 


“MONCRIEF” COUNTERFLOW EVAPORATOR COILS for 
downflow installation under a counterflow furnace are 
described and illustrated in bulletin No. 165 (super- 
seding No. 118). Two sizes are available. When in- 
stalled in connection with 3 or 5 hp air cooled con- 
denser-compressor units, the evaporators develop cool- 
ing capacities of 36,000 or 56,500 Btuh, the company 
states. Offered as an accessory is an insulated, enam- 
eled 16 gage steel cabinet, which provides slide-in 
installation for the evaporator 
Co., Dept. AA, Medina, O. 


The Henry Furnace 


Packaged Screws and Bolts 


List PRICES on packaged wood screws, tapping and 
machine screws, machine screw nuts and carriage 
bolts are presented in catalog P-1 (eight pages). 
Labels, designed to provide quick and easy identifica- 


tion, show type of fastener (indicated by border de- 


sign), material (indicated by paper color), head 
style (illustrated by silhouette) and finish (indicated 
by color of border, description and silhouette). Also 
being offered is a chart showing quantities of flat, 
oval, round, hex, fillister, pan, binding and truss head 
screws contained in cartons or pallets—Southern Screw 


Co., Dept. AA, P. O. Box 1360, Statesville, N. C. 


Corrosion-Resistant Plastic Products 


CaTaLoc P-11 (28 pages) describes corrosion resist- 
ant, reinforced plastic products including rectangu- 
lar and cylindrical tanks and accessories, fume duct 
and fittings, fans, ventilating and exhaust hoods, and 
corrugated roofing and siding. Included is information 
on physical properties, chemical resistance, etc. as 
well as data on alteration and repairs—Haveg Indus- 
tries, Inc., Dept. AA, 900 Greenbank Rd., Wilmington 
8, Del. 


Fan Motors 


“Arr-OVER” FAN MOTORS for ventilating and exhaust 
systems, cooling towers and other air moving applica- 
tions are described in bulletin No. 2950. Motors are 
available in capacities of 1 to 125 hp, feature enclosed 
and explosionproof construction—The Louis Allis Co., 
Dept. AA, 427 Stewart St., Milwaukee 1. 


you can be sure of quality... craftsmanship with 








Halla REGISTERS and GRILLES 





AGITAIR registers and grilles are available in a wide 
range of sizes and styles to meet every requirement of 
the architect and designer. 


Available in all aluminum, stainless stee!, bronze, 
brass, standard steel and plated finishes. Finish thor- 
oughly baked on hard. Will not chip. When you specify 
these AGITAIR units, you are specifying quality items. 


one | 


’ wee Ask your AGITAIR repre- 
se sentative for your copy of 

\ this 32 page catalog or 
write to Air Devices Inc. 


AIR DEVICES INC. 


185 MADISON AVE. ¢ NEW YORK 16, N. Y. 


BETTER PRODUCTS FOR 
AIR DISTRIBUTION * AIR CLEANING « AIR EXHAUST 


SIGHT TIGHT GRILLES See LACES, GORARS 


REGISTERS 


GRILLES 
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Water Heater Control 


“UNITROL” GAS WATER HEATER CONTROL featuring a 
built-in pressure regulator is described and illustrated 
in Form GW-23. Slip-off cover gas cock and reset push 
button protects against dust accumulation and tamper- 
ing. Temperature dial is visible for convenient setting 

Grayson Controls Div., Robertshaw-Fulton Controls 
Co., Dept. AA, 100 W. Victoria St., Long Beach 5, 
Calif. 


Aluminum Welding 


“AIRCOMATIC AND HELIWELDING of Aluminum” (form 
ADI 1258) explains how to weld aluminum using the 
gas-shielded metal-are and tungsten-inert-gas _proc- 
esses. Topics covered include: weldability of aluminum 
and its alloys, definitions and technical discussions of 
the two welding processes, selection of the proper proc- 
ess for certain job applications, descriptions of manual 
and automatic equipment, welding power supplies, and 
safety practices. The book contains 120 pages, is illus- 
trated with photographs, charts and detailed diagrams 

Air Reduction Sales Co., Div. of Reduction Co., Inc., 
Dept. AA, 150 E. 42nd St., New York 17. 


Heating, Cooling Equipment 


CIRCULAR covers “Heatwave” heating and air condi- 
tioning equipment including highboy, lowboy, counter- 
flow, horizontal and floor furnaces; recessed and 
vented wall heaters; remote, air cooled condensing 
units; packaged air conditioners; and blower and 
evaporator units. Also described are “Polar Bear” 
window type and portable coolers. Circular is illus- 
trated with product and application photos—Southwest 
Vig. Co., Dept. AA, Box 151, Aurora, Mo. 


Dust Collector 


BuLLETIN 291A describes characteristics and opera- 
tion of “Amerclone” dry centrifugal dust collector. 
Cutaway diagrams and schematic drawings illustrate 
technical explanations. Sizes described range from 
3-cell units (9000 cfm) to 24-cell units (72,000 cfm) 

American Air Filter Co., Inc., Dept. PD-AA, 215 
Central Ave., Louisville 8. Ky. 


Oil-Fired Furnaces 


BuLLeTin No. 293 (superseding No. 283) covers 
“Luxaire” oil fired winter air conditioning units with 
capacities of 84,000, 95,000 and 112,000 Btuh at the 
bonnet. All three sizes are available either with the 
burner and controls exposed or with a built-in vesti- 
bule—The C. A. Olsen Mfg. Co., Dept. 4A, Filbert 
St., Elyria, O. 
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LARGE OR SMALL 
JO-BLAST 





POWER GAS BURNERS 
COST LESS TO OPERATE 


Low cost installation and operation dictated Lo-BLAST selection in this modern school. 


Sixteen Lo-BLAST Burners at this army camp burn 30,000 cu. ft./hr. of gas when 
all are operating. 


burners originally installed. 


Lo-BLAST Burners cost on an average of 10% less to 
operate. They use an extremely quiet, low speed blower 
to provide perfectly controlled primary and secondary 
air from start to finish of each 

run. Operation is always in- 

dependent of natural draft 

conditions—ideal for down 

draft boilers. 


Cost less to install 
Lo-BLAST Burners eliminate 
the need for high chimneys 
—inshot design and com- 
plete factory assembly re- 
duce maintenance and instal- 
lation costs. Each unit is fac- 
tory tested on gas before 
shipment. 


Capacities: 75,000 to 
20,000,000 BTU/hr. input. 


Write for literature 


MID-CONTINENT 


METAL PRODUCTS CO. 
1960 N. Clybourn Ave., Chicago 14, II 
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Gas-Fired Burner-Blower Unit 


FOUR PAGE DATA SHEET (8E-1) describes “Incino- 
Flame” packaged burner-blower unit, completely wired 
and ready to install. The unit, available in a capacity 
range of 50,000 to 600,000 Btuh, may be used on fur- 
naces, incinerators and other heating equipment. Mod- 
els are available for manual or full automatic control 

Bryant Industrial Products Corp., Dept. AA, 17700 
Miles Ave., Cleveland 28. 


Rivets for Sheet Metal Applications 


“Pop” aivets for quick fastening of assemblies and 
parts used in heating and air conditioning applications 
are described in a three-color illustrated circular. Line 
drawings show how rivets work and photographs 
illustrate actual sizes of rivets available—-Pop Rivet 
Div., United Shoe Machinery Corp., Dept. AA, Shelton, 
Conn. 


Residential Heating, Cooling Units 


lowboy, counterflow and suspended models—Lincoln 
Air Control Products, Inc., Dept. AA, P. O. Box 91, 


Swarthmore, Pa. 


Swaging and Flaring Tools 


SWAGING TOOL for use on “close quarter” jobs is de- 
scribed and illustrated in catalog supplement 3088. 
Tool is designed for 44, 5g and 7% in. tubing. Also 
illustrated are flaring tools and flaring tool kits- 
Imperial Brass Mfg. Co., Dept. AA, 6300 W. Howard 
St., Chicago 48. 


Corrosion Resistant Propeller Fans 


GLASS FIBER BELT-DRIVE PROPELLER FANS designed to 
offer high resistance to most corrosive elements com- 
mon to industrial plants are described in bulletin 
A-116 (two pages). Fans are available in 20, 24 and 
28 in. diameters, use a variety of drives—Hartzell 
Propeller Fan Co., Dept. AA, 1025 Roosevelt Ave.. 
Piqua, O. 


Welding Machines 


DATA SHEET illustrates and briefly describes oil and 


BuLLtetTin No. 4608.1 describes operating features, 
gas fired furnaces, conversion oil burners, and air 


construction details and applications of “Tig” welding 


conditioners. Furnaces illustrated include highboy, machires. According to the company, the machines 


Cincinnati Elbows 
- really get around 


For the right angle on the right connector, specify 
Cincinnati Elbows. Precision shaped and tapered 
on fully automatic machinery for positive uni- 
formity, Cincinnati Elbows slip together effortless- 
ly for a sure, tight fit. Once installed, they look 
better and last longer, because they’re hot-dipped 
after formation for a smooth, rust-resistant finish. 
So, next time, don’t take chances. Order easy- 
fitting Cincinnati Elbows. Available in all sizes, 
angles and gauges in copper, aluminum, stainless 
or galvanized steel. Ask your jobber today. 











CINCINNATI ELBOW CO. 


4730 Madison Road e Cincinnati 27, Ohio 
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can be used for all manual are welding applications: 
dc manual electrode, ac manual electrode, de inert 
gas and ac inert gas—The Lincoln Electric Co., Dept. 


AA, 22801 St. Clair Ave., Buffalo 17. 


Press Brakes 


BULLETIN 90 contains information on Series IB press 
brakes in 15, 30 and 60 ton models. Described are 
one-piece, all-welded steel frame; enclosed “inboard” 
design with wrap-around crown; power and manual 
clutches, brakes and treadles; operating controls; and 
centralized pressure lubrication. Specifications are 
given for eight models with bed lengths ranging from 
1 to 14 ft and with mild steel bending capacities to 
3/16 in.—Niagara Machine & Tool Works, Dept. AA, 
683 Northland Ave., Buffalo 11. 


Direct Expansion Coils 


CATALOG covers type “X” direct expansion coils fea- 
turing “ripple fin” construction. Included are tempera- 
ture and altitude conversion tables, rating tables and 
selection information. Ask for catalog No. 405—Mc- 
Quay, Inc., Dept. AA, 1600 Broadway, N. E., Min- 


neapolis 13. 


Louvers and Dampers 


Brocuure illustrates and describes louvers and damp- 
ers for heating, ventilating and air conditioning appli- 
cations. Units are made of aluminum, copper, steel or 
any combinations, the company states. Illustrations in- 
clude product photos and diagrams showing details of 
construction—Arrow Louver & Damper Corp., Dept. 


{4,72 Berry St., Brooklyn 11. 


Oil-Fired Furnaces 


CONSUMER BROCHURE (Bulletin T-8016) illustrates and 
describes oil furnaces available in a capacity range of 
85,000 to 170,000 Btuh. Features listed include operat- 


ing economy, efficient performance, quietness, depend- 


ability and attractive appearance. Ratings and specifi- 


cations are included—Silent Automatic 


Dept. AA, 3170 W. 106th St., Cleveland 11. 


Products, 


Insulation Problems 


SOLUTIONS TO INSULATION PROBLEMS are described in 
“Seven Modern Ways to Pinpoint Your Insulating 
Needs.” Diagrams show how “Alfol” insulation is in- 
stalled to meet problems connected with furred mason- 
ry, crawl spaces, moisture control, mild climates, wall 
and ceiling use, and high performance demands 
Reflectal Corp.. Dept. 1A, 200 S. 
Chicago 4. 


Vichigan Ave., 
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Set the 
temperature 


you want in 
every ROOM... 


Zone-A-Trol Now lets you Sell 
and Install ‘“‘What Every One Wants 
Most In a Heating System” ... One 
that provides MAXIMUM Heating 
COMFORT with MINIMUM Fuel 
cost. 

With COMFORT CONTROL by Zone- 
A-Trol, Living Rooms, Bedrooms, 
Kitchens, and Bathrooms, may each 
be provided with their own thermo- 
statically controlled heating system, 
and the temperature in each room 
may be maintained, raised or low- 
ered to suit each occupants require- 
ments for comfort at any hour of 
the day or night. 

A thermostat in each room or zone, 
operates a corresponding Zone-A- 
Trol “Air Flo’ Damper installed in 
the heat supply duct, and automatic- 
ally controls the flow of heat to 
each room. By the damper action 
allowing the heat to flow only 
where it's needed ... when it's 
needed Zone-A-Trol saves on 
fuel . . . eliminates the problems of 
rooms that are hard to heat, or over 
heat, ... and Insures Complete 
Comfort in Every Room. 

Effecting fuel savings that average 
20 to 40 per cent, Zone-A-Trol quick- 
ly pays for itself, and guarantees a 
“Lifetime of Comfortable Living with 
Lower Fuel Cost.” 


COMFORT 
CONTROL » 




















costs but 
$27 25 
per room 


(cost of Zone-A-Trol 
with thermostat) 








ZONE-A- ROL 
AIR -7> DAMPER 
automatically 

controls the flow of 
heat to each ROOM... 


Zone-A-Trol “Air Flo’’ Dampers are 
low voltage operated motorized 
dampers that may be installed in 
any shape or size of air ducts to 
automatically control the flow of 
heat to each room or zone. 

Each damper is individually con- 
trolled by a corresponding three wire 
thermostat located in its correspond 
ing zone. 

Operating on low voltage, no BX 
cable is required. Dampers are wired 
in series and connected to the fur- 
nace controls to supply heat when- 
ever one or more thermostats call 
for heat. 


- SEND TODAY FOR COMPLETE INFORMATION 


eam 2 2 


ECONO PRODUCTS COMPANY, Division of Viking Instruments 


East Haddam, Connecticut 
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Quicker Profit 
with Quick-fit 


CHAMPIONS 


When you standardize on Champion pipe 
and fittings you move from job to job 
faster — with faster profits. Each piece is 
precision formed — then cartoned to pro- 
tect its accurate fit and make storage and 
identification easier. Order now — and 
keep stocked. 


CHAMPION “TEN 
FOOTER” snap lock 
pipe, 10’ lengths, 28- 
30 ga., sixes 4” thru 
8”, CHAMPION “FIVE 
FOOTER”, 28-30 ga., 
sizes 4” through 10”. 
CHAMPION “TWO 
FOOTER”, 24-26-28- 
30 ga., sizes 3” thru 
24”. 


\ 


| 





(CmAmP Om FURNACE HPE COmPAMY 
POR A oO a eS 





CHAMPION FURNACE PIPE CO. 
Peonia a ‘estnore 























1 


Aw, 


CHAMPION 90° 4-pc. 
adjustable elbow and 
45° 2-pce. angle are 
extra strong ... easy 
to adjust . . . won't 


come apart. 





SEE YOUR NEARBY 
CHAMPION 
JOBBER 








Famous LAMNECK products are 
now part of the CHAMPION line. 


CHAMPION. 


CHAMPION FURNACE PIPE COMPANY 
120 Morton St. Peoria, Illinois Phone 6-4639 











WELCOMING BRYANT MFG. CO.'S first gas air 
conditioner off the production line are Richard H. 
Merrick (left), chief gas air conditioning engineer, 
who has been in charge of research on the new prod- 
uct, and Richard Reid, manufacturing engineer, gas 
air conditioning 


> THE FiRST 3 TON residential gas air conditioner 
manufactured by Bryant Mfg. Co. recently came off the 
production line. An air-cooled absorption refrigeration 
machine designed for outside installation, the new unit 
uses ammonia and water as the refrigerant and ab- 
sorbent. The chilled water is circulated by an integral 
pump to a coil mounted in the furnace duct system. 
Motors for fan and circulating pump operate on ordi- 
nary house current. According to the company, the 
unit can be adapted to any type of gas. 

The unit is the product of more than 10 years of re- 
search and a year of intensive field testing in coopera- 
tion with gas utilities. During the field tests, 69 of the 
gas air conditioners were operated in homes in various 
parts of the country. 

Shipments of the 3 ton unit have already begun. A 
5 ton unit for residential and commercial use is being 
perfected for 1960 sales. 


* W. L. McGratu, president of The Williamson Co.., 
was elected chairman of the board at the recent annual 
meeting of the company’s shareholders. L. B. Murphy, 
executive vice president, was elected president. Me: Rx 
Herrmann, secretary-treasurer, was elected executive 
vice president and treasurer. 


> GENERAL Fivters, INc. recently added a new wing 
to its Novi, Mich. facilities to provide additional man- 
ufacturing, storage and shipping space. According to 
Roland Redner, vice president, addition of the new 
wing provides the company with a total of 28,800 sq 


ft on one floor. This is the company’s fourth expansion 


since World War II. 


> Ernest M. Knapp has been appointed a member 
of the board of directors of the Rybolt Heater Co. Mr. 


AMERICAN ARTISAN, AUGUST 1959 





we hear that 


(Continued ) 





Knapp is president and a director of Ferro Machine & 
Foundry, Inc., Cleveland; vice president and a di- 
rector of the Jim Walter Corp., Tampa; and director 


of Gale Mfg. Co., Albion, Mich. 


> Century Evectrric Co.’s Richmond branch office 
has moved into new quarters located at 3318 W. Cary 
St.. Richmond. Va. The firm’s Davenport branch office 
is now located at 201 Plaza Bldg.. 1821 State St., Bet- 


tendorf, Lowa. 


> Kaiser Atuminum & CuHemicaL Corp. has 
launched an extensive marketing and development pro- 
gram designed to make the advantages of aluminum 
as a building material more broadly available to home 
buyers through the country’s home builders. The ad- 
vantages of 21 aluminum residential products, includ- 
ing several that are newly developed, are being dem- 
onstrated in a model home near Washington. Total 
aluminum usage in the home, which is a prototype for 
a planned development of more than 100 homes, 
amounts to more than 1700 lb, including 700 |b of 
aluminum in the roof. Building products used include 
roofing panels, vented end gables, soffits, flashing, gut- 
ters. downspouts and heating and air conditioning 
ducts. Additional model homes will be opened in sev- 
eral housing centers during National Home Week in 
September. 


> CHase Brass & Copper Co. is adding approx- 
imately 200 new items to its present line of fittings. 
valves and accessories for copper! tube. These include 
additional types and sizes of wrought and cast solder 
joint fittings, valves and tube staples. Wrought fittings 
in sizes through 4 in. and cast fittings in sizes through 
11% in. will be packed in boxes instead of plastic bags, 
the company states, to provide protection as well as 


easy identification and storage. 


> THe Armco Div.. Armco Steel Corp.. has launched 
a $17,000,000 expansion program at its Butler Works. 
The program, to be completed late next year, will en- 
able the division to produce wider close-tolerance 
stainless steel sheets and coils. Heavier coils will also 


be available. 


> Epwarp F. Scuweicu has been elected president 
of the Lewin-Mathes Co. Div. of Cerro de Pasco Corp. 
Mr. Schweich succeeds Richard H. Lewin. who has 


been named vice president of Cerro de Pasco. 


> A NEW FOUR-STORY STRUCTURE at the New School 
for Social Research has been named the Albert A. List 
Building in honor of the donor of the building. Mr. 
List is president and chairman of the board of the 
Glen Alden Corp. 
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Take a look at a 
TRULY ADJUSTABLE 


Diffuser. | — 


ee ee 
Adjusted for 
downward projection. 


Adjusted for 
horizontal discharge. 


Adjusted for 
intermediate projection, 


4 
You Get Better Air / Adjusted for horizontal discharge 


and downward projection. 


with AGITAIR a os 


HcilAiR 


TYPE “OA” 


Here’s a distinctively different diffuser with a 
radically new means of controlling air direction 
at four different angles of discharge simul- 
taneously. Without changing the position of the 
spinnings, AGITAIR “OA” diffusers can be ad- 
justed to put the air where you want it in one, 
two, three or four directions . . . after installation. 
Result: Segmentized . . . positive adjustability 
with Finger-Tip Air Direction Control. 
Write for Bulletin C-101 


Contains lete data 


Pp 


+ pe 
construction details, etc. 


AIR DEVICES INCE. 
185 MADISON AVENUE, NEW YORK 16, N. Y. 
AIR DIFFUSERS + FILTERS * EXHAUSTERS 
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we hear that 


There are many ways eda 
to save Tits on a Ce » AT A RECENT meeting of the board of directors of 


Lyon Metal Products, Inc., J. M. Olesen was elected 
executive vice president. Mr. Olesen joined the firm in 
1929, has served in a number of capacities, including 





but none quite so sure as 


manager of the steel fixture division, manager of the 
steel equipment department, general sales manager, 
and vice president in charge of sales. 


> Over 2000 EMPLOYEES of Westinghouse Electric 
Corp.’s distributors and dealer-contractors are enrolled 
in an air conditioning correspondence course conducted 
by the company’s air conditioning division. According 
to Carol Cannon, training director. the course covers 
both residential and commercial air conditioning. 
Finance, service and_ selling techniques are also 


covered. Lesson plans are mailed every two weeks. 


> Winner of the recent “Salesability” contest con- 
ducted by the Waterman-Waterbury Co. was Charles 
Pelnar, who recently was presented with tickets for a 
holiday in Hawaii by Ray J. Dervey, president of Wa- 
terman-Waterbury. Mr. Pelnar, a sales engineer for 
the Waterbury-St. Croix Sales Co., Stillwater, Minn., 


covers western Wisconsin. 


> A JOINT MANUFACTURING ARRANGEMENT for the 

manufacture of consumer products in the home equip- 

ment field has been entered into by The Siegler Corp. 

and Rheem Mfg. Co. The arrangement will affect 

, ‘ , ants of Rheem and Siegler located in southern Cali- 

National Angle Rings can readily help you get the os -t : ; 

, : Menkes tay , fornia. Under the plan, Siegler water heaters will be 
jump on time-consuming ring jobs. Because these rings oe i . 
: : manufactured at the Rheem plant in South Gate and 
are rolled accurately by experts to be uniform in curva- , : : 
: certain Rheem heating products will be manufactured 
ture, they are guaranteed to be round. This means » dies Weil ae all Cte 
a 1e asaqdena plant oF S1egier. 
that there is no lost motion and costly fitting time re- 
quired — in your shop, or on the job site. 

And because National leg out rings are available in 
stock for immediate shipment, you gain days of time by 
using this on-the-floor warehouse service. No inventory 
of your own is ever needed. Last, but by no means least, 
is National's price list. Production runs, in all sizes, cut 
costs . . . allow National to quote you on stock prices 
rather than custom work. As it has so many others, it 
will pay you to investigate National today. Write for a 
stock list bulletin and price list. 


> THREE NEW MODELS of oil-fired heating equipment 
were introduced to the New England market by Delco 
Appliance Div. of General Motors Corp. at the New 
England Bi-Annual Exposition of Oil Heat and Air 
Conditioning held recently in Boston. Two of the new 
models are warm air furnaces designed to meet space 
saving requirements. The third unit is an oil-fired wa- 
ter heater. 


e JOHN R. LALLY has been elected president of C. G. 
P Hussey & Co., division of Copper Range Co. He was 
Rings Rolled to Order Apo : 
formerly vice president and sales director. John G. 


National rolls accurate rings to nearly any size, McNeely succeeds him as vice president and director 


in all ductile metals. Phone, wire or write for a 
quotation on your requirements. 


>» ReyNo_ps ALUMINUM SuppLy Co. has begun con- 
NA | NA] struction of a three-story, 15,750 sq ft office building 
at W. Peachtree and Fourth Sts.. Atlanta, Ga. Major 


METAL FAB RICATO RS departments to be in the new building will be execu- 


tive, central accounting, advertising. sales, traffic, per- 


2138 South Sawyer Avenue, Chicago 23, Ill, Bishop 7-4255 sonnel and engineering. 


of sales. 
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LIMBACH CO.'S NEW PLANT is scheduled for com- 
pletion this September. It will provide complete 
facilities for the fabrication of air conditioning duct- 
work by the firm's Mechanical Div. and for the fabri- 
cation of architectural and industrial metal work by 
the Metals Div. 


> LimsBacw Co., Cincinnati mechanical and metals 
contractors, recently broke ground for a new head- 
quarters office building and fabricating plant at 5350 
Vine St., Cincinnati 16. The new facility will have 
8000 sq ft of office space, 26,000 sq ft of plant area. 
and over an acre of yard storage and parking. A two- 
story wing will be finished in aluminum and porcelain- 
enameled steel curtain wall, and the adjoining plant 
area will have aluminum panel walls. Walter F. Lim- 
bach, president of the firm, said: “This plant is a part 
of our continuing development program. It is designed 
to serve increasing demands for mechanical and metals 
construction throughout western Ohio, Kentucky and 
Indiana.” 


> “THE Story oF More COMFORTABLE LIVING with 
Modern Zone Control Heating and Cooling” is being 
told on the Drew Pearson TV show, “New Horizons.” 
Featured in the program is the Econo Products Div.. 
Viking Instruments, Inc. The show illustrates how 
“Zone-A-Trol” valves and dampers are produced and 
describes a typical zone controlled heating system in- 
stalled in an existing home. The “New Horizons” 
show is a TV film documentary series devoted to show- 
ing the progress and achievements of American busi- 
ness and industry. 


> RosBerTsHAW-FULTON ContTROLS Co. has moved 
its district sales offices in Camden. N. J.. to 21 Euclid 
Ave., Haddonfield, N. J. 


> THe Air-Maze Corp., Cleveland has been acquired 
by The Rockwell-Standard Corp. of Corapolis, Pa., and 


will he operated as a subsidiary of Rockwell-Standard. 


» CoNsoLipaTep INpUsTRIES CorP., Lafayette, Ind., 
a subsidiary of Welbilt Corp., has elected R. H. Weber 
to serve as president and director. Mr. Weber has 
been with the company since 1954 as vice president- 


sales manager. 
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RIGHT 
atthe TOP 


s DURA-VENT. 


The Engineered 


GAS VENT 
SYSTEM 


The Most Complete Line 
3” thru 20” —All UL listed 


Dura-Vent Tops are engineered for maximum 
efficiency, smart appearance, and ease of instal- 
lation. They are scientifically designed to help 
— rather than hinder — draft action. Couplings 
are precision tooled for safe, sure, double-locked 
installations. Dura-Vent tops them all in 
appearance, too — complements even the most 
expensive homes. 


Two, big, modern plants and eight, com- 
pletely stocked warehousing points assure you 
of prompt, reliable service to any area, Dura- 
Vent pipe and fittings are available in all sizes 
— designed and engineered for any architectural 
specification. Listed by Underwriters Labora- 
tories. 


Write, wire or phone us today for catalog 
including detailed specifications and prices, 





DURA-VENT 


CORPORATION 








Affiliate of Peerless Manufacturing Div. of Dover Corporation 
Factory & Western Sales Office, 2525 El Camino Real, Redwood City, Calif. 
Factory & National Sales Office, 1400 W. Ormsby Ave., Louisville 1, Kentucky 
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> Lawrence O. Paut has been elected president of 
the Narowetz Heating and Ventilating Co., Chicago, 
succeeding the late Louis L. Narowetz. James Mraz 
is vice president of the firm and J. Stuart Anderson 


secretary and treasurer. 


> Eowin W. Vereeke, formerly executive vice presi- 
dent, has been elected president of Heil Process Equip- 
ment Corp. He succeeds Carl E. Heil, founder and 
former president, who was elected to the newly created 


post of chairman of the board. Mr. Vereeke joined the 


America. The company states that aluminum alloys 
and design techniques are now available which meet 
virtually all operating conditions. 


> THe York Dviv., 
nounced that it will not pay for cooperative advertising 


Borg-Warner Corp., has an- 
that uses ratings other than those approved by the fac- 
tory. James M. Farrell, sales manager for room ait 
conditioners, said: “The continuing confusion regard- 
ing capacity ratings, as demonstrated by spot checks 
of various markets, has made it necessary for us to 
take this step. The method used by the York factory 
is the former ARI rating system and is similar to that 
now recommended by NEMA.” 


firm in 1946, has served as estimator, sales engineer, 
sales manager, vice president in charge of sales and e 
executive vice president. 


Wittiam P. 


president of Republic Appliance Corp. and general 


LENNON, since 1957 executive vice 
manager of its Erie, Pa., plant, has been named presi- 
> Barnespey-Cueney Co. has modernized its Colum- 
bus, O., plant to provide expanded shipping and 
warehouse facilities. The traffic office has been moved 


to a more central location to accelerate truck pick-ups 


dent of the firm. Fred Fowler is executive vice presi 
dent and director; Oscar Shabot, vice president and 
director; and Gordon Copeland, vice president and 
director. 

and deliveries and warehouse storage space has been 
enlarged to allow quick access to products ready for * 
shipment. 


Propuction of “Permaglas” water heaters has 
been initiated at the new A. O. Smith plant located in 
Newark, Calif. Previously, “Permaglas” water heaters 
were produced only at Kankakee, Ill. Don Hartquist. 
formerly plant engineer at Kankakee, has been named 


manager of the Newark works. 


fees WELTY -WAY po 


! 

| 

Continuous Type ‘‘K”’ 
| 

| 


> THREE MAJOR MANUFACTURERS currently are field 


testing more than 3000 air conditioners equipped with 


all aluminum coils, according to the Aluminum Co. of 


PAT. 
PENDING 


Gutter Machine 


Now .. . to make your service more complete, Welty- | 

Way has developed a continuous Type “K" gutter) 

machine. It's another Welty-Way first and will enable 

you to make type "K" gutters, any length, quickly in 

aluminum, copper, galvanized or stainless steel . . . 

it's simple to operate, may be mounted on a !/2 ton 
pickup truck or a two-wheel trailer. This machine will be an! 
asset to your shop . . . eliminates trips back . . . keeps your 
men hanging gutters instead of waiting. 


SPECIFICATIONS 


Capacities: 24 ga., 26 ga., 28 ga., 29 ga. 
and 30 ga. galvanized iron, aluminum, copper 
Stainless steel 


Maximum Speed: 25 feet to 35 feet per min 
@ Height: 14 in. Drive: 34 hp single phase 
110-220 V motor. @ Width: 15/2 in. Weight 
a. Ibs. @ Length: 8 ft., including feed Check the specifications and then write us. 


--- Seely ---- 


\Collar Attaching Machine — attaches collars to boots & fittings 


A time and money saving machine to help you reduce working time considerably. In 
only one hour one man operating the WELTY-WAY Collar Attaching Machine will 
attach from 200 to 300 collars without preforming to boots and fittings of various forms 
j ranging from 4" to 8". No preliminary crimping or beading is required and it takes 
| approximately 10 minutes to change dies from one size collar to another. 
This machine expands boot or fitting, grooves both collar and boot or fitting, and 


attaches collar to boot all in one operation. Production output on collar attachment is 
increased 300-400 per cent. 


WELTY-WAY 


Products, inc. 


714 FIRST AVE., N.W. CEDAR RAPIDS, IOWA 
Manufacturers of WELTY-WAY Collar Attaching and Gutter Machines 


PAT. 
PENDING 
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“CORRECT PRACTICE 
in OIL HEATING’ | 


WATERLOO 
NOW AVAILABLE TO YOU! | 
A complete reprint of the valuable series Cat al S72 | ” 


by J. J. Mirabile 


@ Fully illustrated 
This practical series covers every angle of oil burner work, * Color keyed for easy reference 
including arrangement of shop . . . stocking of parts .. . 


record-keeping . . . installation procedures . . . the han- @ Contains complete data on wide 
dling of crews . . . how to make heating surveys . . . how range line of grilles and registers 


to size combustion chamber . . . how to install thermostat 
. . . how to start the burner . . . how to use testing instru- 2 

ments . . . and how to operate a service department. It ; Meterens causes 
contains, as well, a complete list of causes and cures of oil | ; coon venmarens em 
burner troubles that will serve as a reliable guide in mak- 

ing service calls. 


Every shop handling oil burner jobs should own this book. 
Full size, 81/2 by 11 inches 57 pages of practical helps. 
Send $1.00 for a copy to the address below. 


KEENEY PUBLISHING COMPANY 


6 No. Michigan Avenue Chicago 2, Ill. 











eapecting a check? 


e yille [Designs 


2 


You'll get it quick- 
er if you gave 
your postal deliv- 


se, ete aa This new 58-page Catalog gives you information you 
need on Waterloo’s complete line of return and supply 
registers, extruded aluminum Airline grilles, removable 
core grilles, volume control dampers and door ventila- 
tors. Each type of unit is well illustrated and keyed in 
color for quick reference, The catalog contains many 
recent design developments, 


with your address. 


The Post Office has divided 106 
cities into postal delivery zones = ae 

‘ f. rite for your - 
to speed mail delivery. Be sure to hin connate WATERLOO ‘ 
include zone number when writing comprehensive 


to these cities; be sure to in- guide to the | Ai Diffusion 


: quality-built 
clude your zone number in your re- Whesdiite Hes. ‘EQUIPMENT 
turn address — after the city, be- i 


fore the state. WATERLOO REGISTER COMPANY, INC. 


P.O. BOX 72, WATERLOO, IOWA 


Write 
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we hear that > GeneraL Controts Co.'s “Operation Quality- 
(Continued ) Sure” air conditioning promotion produced “better 
than expected” results, according to J. F. Ray, vice 
president in charge of sales. Flexibility, Mr. Ray be- 
lieves, is one of the major reasons for the program’s 
wide acceptance. “For example,” he said, “the point- 
of-sale mobile presents all items manufactured by 
General Controls which are directly related to air 
conditioning. Yet each wholesaler may assemble th: 
mobile to include only those items he stocks or wishes 
to emphasize. Trade advertisements urging dealer-con- 








tractors to patronize wholesalers, direct mail items and 
stuffers are equally adjustable.” 


>» COLORED STAINLESS STEEL panel sections have been 
ordered for the exterior trim of Building No. 4 in 
Pittsburgh’s Gateway Center. Washington Steel Corp.. 
Washington, Pa., which was awarded the contract for 
the stainless steel panels, plans to use the Gateway 
FRANK PURCELL (left), sales manager of packaged building as a showcase for its new “ColorRold” stain- 
equipment for Carrier Corp., and John Dickerman, less steels. 
executive vice president of the National Association 


of Home Builders, view Carrier exhibit > Wiriiam C, Dacktis and William D. Graham Jr 


have been named vice presidents in the sales division 
> “WHICH IS THE BEST WAY to air condition your of The Trane Co. Mr. Dackis, former manager of heat 


home?” is the question asked and answered by Carrier transfer sales, is now vice president, heat transfer sales. 


Corp.’s display at the National Housing Center in Mr. Graham, as vice president, sales offices, will be 
Washington, D. C. The exhibit shows nine ways to in charge of all the company’s sales offices in the 
air condition a home for year ‘round comfort. United States. He has been with the firm since 1946. 


DIECKMANN ONE PIECE CONDUCTOR 
ELBOWS AND SHOES 


SQUARE CORRUGATED ELBOWS AND SHOES, STYLE “A” (ORDINARY CURVE) This Embl f ij 
- 10° Ne.00 - 20° No.0-30° No.1 -45° No.2-60° No.3-75° No.4-90° No.3 - 75° SHOE is Emblem of Quality and Gauge 


of Material is Stamped in each 
a J g y P | y Elbow and Shoe. 
TRADE of Dieckmann, MARK 


SQUARE CORRUGATED ELBOWS AND SHOES, STYLE ‘B" (SIDE CURVE) 
- 10° No.00 - 20° No.0 -30° No.1 - 45° No.2 - 60° No.3 - 75° No.4 - 90° No 75° SHOE 


_— 
Our complete line is available in 
28, 26, 24 Gauge Galvanized 
Steel, Copper Bearing Steel, 


Armco Ingot Iron, all Hot-Dipped— 
ROUND CORRUGATED ELBOWS AND SHOES Galvanized after formation. Stain- 
- 10° No.00 - 20° No.0-30° No.1-45° No.2-60° No.3-75° No.4-90° No.3-75° SHOE 


less Steel, 1X 40# Terne, Copper, 
Lead Coated Copper, Zinc, Alumi- 
num, Mill or Embossed Finish. 
Bonderized-Galvanized Elbows and 


Shoes, ready for painting. ORDER 
PLAIN ROUND ELBOWS AND SHOES 
No.000 - 10° No.00- 20° No.0-30° No.1-45° No.2-60° No.3-75° No.4-90° No.3-75¢sHoe ANGLE BY NUMBER OR DEGREE. 


FREE Wall Chart —Iillustrated 
21” x 27” describes complete line 
. . . write for Your Copy. 


THE FERDINAND DIECKMANN CO. 


1300 HARRISON AVENUE CINCINNATI 22, OHIO 
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CUSHIONED 


WATERBORY 


W@ The Waterbury “3G” 
sets a new standard for 
quiet, dependable perfor- 
mance in sectional gas 
furnaces. 

Positive seal fiberglass 
“‘cushion”’ (A) and Single 
Point Suspension (B) 
work together in the rug- 
ged, heavy duty heat ex- 
changer to absorb expan- 
sion strain. Any creaking 
or ticking noises are thus 
eliminated. 

The result—Waterbury 
“Cushioned Heat”’’ in a 
beautiful new compet- 
itively priced unit. Ask 
your Waterbury distribu- 
tor for all the profit-mak- 
ing features for you in the 
new “3G”’ series. 


SECTIONAL GAS FURNACES 


, Available 
a | “WORLD FAMOUS — 
Waterbury for PERFECT COMFORT” F vown-Flo 
Lz Models 
The Waterman-Waterbury CO. Minneapolis 13, Minnesota 
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IMPROVED 
Pre-Balanced 
draft 
regulator 


... With NEW 
“Pick-off” 
vane 
adjustment! 


WALKER 


34 (Balanced ) 
e Even more sensitive and de- DRAFT REGULATOR 
pendable than its famous fore- 
runner, the Type 34, this im- 
proved model, WALKER BALANCED TYPE 34, is 
pre-balanced — at the factory —for perfect sensitivity 
to draft variations. And the BALANCED 34 stays 
balanced — permanently! 

The new “Pick-Off’ Draft Adjustment makes pre- 
cision setting of the BALANCED 34 as easy as picking 
up a stack of coins! Just pull out cotter pin (above) 
and add or remove as many pick-off counterweight discs 
as needed to set the BALANCED 34 exactly for 
particular draft conditions. No moving parts to corrode 
or jam, so unit is always easy to adjust. The WALKER 
BALANCED TYPE 384 gives you finer, foulproof 
adjustment to closer limits over a wider range! 

The BALANCED 34 also boasts handsome, newly 
designed frame, improved gate stop to soften closure 
noise, and enclosed knife-edge life-time pivots. 


CHECK THESE BALANCED-34 FEATURES: 


@ Pre-balanced damper for pre- 
cise equilibrium, maximum 
sensivity to draft change. 


New ‘’Pick-Off’’ adjistment 
for fast, fine, foulproof, wide- 
range setting. 


No moving parts to corrode 
or jam. 


@ Enclosed knife-edge pivots for 
life-long sensitive service. 

@ Heat- and corrosion-resistant 
vane of finest aluminized 
steel. 

@ |mproved vane-stop to soften 
closure noise. 

@ Newly designed light, durable 
aluminum frame. 


WRITE TO WALKER NOW at the address below 
for full details on the new BALANCED 34 and for 
full catalog of WALKER Draft Control products. 


ROYAL PURPLE Regulator 
for smaller central 
heating plants 


a” 
YD 


TYPE BB 
commercial and 
industrial control 


WALKER MANUFACTURING AND SALES CORP. 


SHUR-FLO 
Inducer- 
Regulator 
for gas, oil 
and solid- 
fuel plants 


JUNIOR LINE for 
central heating 
budget control 


wr =CVV 


DOUBLE SWING 
for gas-fired 
equipment 


VENTURI CAP 
for heating and 
ventilating 


1730 Penn St., 
St. Joseph, Mo. 
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Should Have Checked 


Power Flame rirst! 
They build THE right burner 
for most applications 





Yes, when you have a burner application, consult the 
POWER FLAME Catalogue FIRST. You'll discover 
a complete range of POWER FLAME models and 
sizes in atmospheric burners, power burners and com- 
bination burners. This flexibility fits your requirements 
to a T and saves countless hours of catalogue searching. 
Every POWER FLAME burner has been “torture 
tested” for maximum efficiency and dependability. You 
profit from low-cost installation and maintenance, too! 


Power Flame GAS 
Ower ££1amMe surners 
A model to fit every residential, commercial and indus- 


trial application. Completely factory wired and assem- 
bled, with modern controls and safeguards. 


FG Series —cun type gas burners in 
series to deliver 85,000 to 4,000,000 BTU 
Adaptable to all types of heating cemraags 
ideal for homes, schools, 

churches and commercial 

buildings -.- * .80 


A. G.A. Listed 


BFG Series — Spread type gas burn- 
ers; models from 450,000 to 20,000,000 
BTU. Ideal for heating, power or proc 
essing. For all commercial 

and industrial needs. > 


Listed by 
Underwriters’ 
Laboratories, Inc. 


Write today for complete literature, information, 
and specifications on POWER-FLAME gas burn- 
ers. Also get all the facts about THORO-MIX gas 
burners, and COMBI-MATIC dual fuel burners. 


Power Flame 


1203 MAIN ST 





“THE CARNIVAL of Air Conditioning & Heating" 
featured events designed to appeal to all members of 
the family. Programs were changed every day 


> Marco Sares, Inc., St. Louis distributor for Car- 
rier Corp., recently staged a three-day carnival in a 
tent and pavilion to introduce new Carrier air condi- 
tioning equipment to dealer-contractors, representa- 
tives of the electric utility, consulting engineers, and 
the general public. Kenneth A. Roffmann, Marco presi- 
dent, set up an equipment display in a 70 X 30 ft 
tent. In a building nearby he and his assistants con- 
ducted sales meetings while wives and children of 
guests played games for prizes and had refreshments 
in the basement below. 

The event was well supported with newspaper and 
radio ads. On the first day, more than 200 architects. 
engineers and others were in attendance. A special 
“Dealer Day” featured refreshments and prizes for 
the whole family. The Marco firm reports that on the 
third day, when the general public was invited, 30 


good leads were obtained for dealer-contractors. 


>» Tue A. Y. McDonacp Mre. Co. has opened a new 
branch in Denver, Colo. The new building features a 
“gold key” showroom, which may be used by dealer- 
contractors holding gold keys whenever they wish to 
demonstrate product features to their customers. An- 
other merchandising idea is self service. All bin items 
are located close to the city counter, and customers 
have the choice of serving themselves from the bins 
or being waited on by the countermen. Ralph Cooke 
is manager of the new branch. 


>» THE ANNUAL Sip Harvey sales conference was at- 
tended by 110 salesmen representing the combined 
sales force of the 15 associated Sid Harvey companies, 
located from Massachusetts to Virginia. New products 
were introduced and new manufacturing methods now 
in use in the Valley Stream plant were described by 
company officials. 


> A NEW SALES OFFICE and warehouse covering a to- 
tal area of 45,000 sq ft was opened recently in Syra- 


Division, Inc. |. RANDVIEW, MO. cuse, N. Y., by Whitehead Metals, Inc., a subsidiary of 
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5-SECOND / 
APPLICATION, FOR 


RESIDENTIAL AIR CONDITIONING 
Warm Air Heating... Sheet Metal Contracting 


INSULATION ANCHORS 


® No Surface Drilling 
@ Quick Fastening 
@ Strong Positive Bond 


Stic-Klips @ are time and labor sav- 
ing fasteners for attaching insulation, 
strapping, metal lath wall fixtures, 
wiring and conduit to curved or flat, 
metal or masonry surfaces. 


Application takes only seconds. All you do is apply a thin 
coat of Stic-Klip(® adhesive to the base of a Stic-Klip (i 
fastener with a putty knife. Apply another thin coat as 
primer base on porous surface area. Place Stic-Klip ( 
fastener to primer base until adhesive fills holes. Clean off 
excess adhesive with putty knife. 


Write for your application bulletins, Today! 


SticKlip 





MANUFACTURING CO 
68 Regent St Cambridge 40 Mass 





BEND /T IN 1 OPERATION 
me ona 





SS 


BENDIN 
BRAKE 


TYPICAL 
BENDS 


Combines duct 
forming and duct flanging 
in 1 tool 


You can flange flat sheet edges or the ends 

of square ducts all the way over—180° 

plus—without repositioning the workpiece 

—make almost any desired bend in metal 
up to capacity with a Smith's Cleat Bending Brake. Because it makes 
radius bends, the heel of a 180° bend remains open and only the tip of 
the flange touches. S-cleats, drive cleats, or any other 180° plus bend 
may be used without wage 4 to pry up the flange with a screwdriver. 
You can skip-bend parts of a workpiece—like flanging the throat of 
square duct elbows, or inside edges of square holes without disturbing 
rest of piece, by removing anvil fingers and mandrel segments as 
desired. Made in 18 and 20 ga. models with maximum bending widths 
of 26” and 36”. Write for illustrated catalog sheets. 


R. E. SMITH MANUFACTURING 


1124 ELIZABETH STREET 


WAUKEGA LINOIS 


t 
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BEVERLY 
rHRo4 


ress 
SHEARS 
MAKE CUTS LIKE THESE 
eitseeilll 
: quien cgRatel 
watts gggll¥ e* 


Shear. 





Save time, labor and material— 
use a Beverly to make any 
cut... straight, curved or 
irregular in any metal. 
Exclusive design . ; 
allows work to be ais P MODEL 
turned at any P a | 
. > : - 

angle while ahs, B 3 
cutting. Stand- : — : with ball 
ard in the industry ag . 
for years. 4 models Os bearing 
capacities to %" mild. hold down 

See your Beverly Dis- Cap. *i" 
tributor for a demonstration. Write mild; 10 
for FREE illustrated cir- gauge 
cular on Beverly stainless 
metal cutting Shears. 


Geverly 


3020 W. Ilith STREET e CHICAGO 43. ILLINOIS 


Cost Less 
Offer MORE! 


. a SN PRES ; 
E-Z-ON ‘‘Snap-Tite” Design No. 29 





eco. 


Special tail piece has retractable snap end 
bearing . . . eliminates need to bend damp- 
er or spring duct to insert damper. 


You pay less and get more features with speedy 
E-Z-ON damper regulators, because they’re de- 
sign engineered to do a better job... quicker. 
Here's Proof: © Lower Price...Means Lower Cost to You 
® Double Prongs Mean Double-Grip ...No chance of swiveling 
® Washer is Permanently Attached ...No loose washer to drop 
or fall in pipe © Modern “Swept" Wing Nut is Eye-appealing 
...Adds new beauty to installations © Balanced Construction... 
Prevents possible binding of damper in duct. 


t 





wholesaler doings served includes all of Kansas and part of Missouri. 


— (Continued) English Brothers has been a distributor of machinery 





and supplies to the metalworking industry since 1869. 
the International Nickel Co., Inc. Located in the Syra- 
cuse Industrial Park, the new building has 40,000 sq 


' THe THompson Co., Atlanta, has severed connec- 
ft of warehouse area and 5000 sq ft of office space. > : 


tions with the Trane Co. Arrangements have been 
made to ship any Trane equipment that Thompson 
dealer-contractors now have on order. 


> Davin R. THomas Jr. has been appointed general 
manager of the Dayton branch of Ohio Furnace Co. 
Mr. Thomas has been associated with the heating and 
air conditioning industry for many years. He spent 
two years as a design engineer for Armstrong Furnace 
Co. and also served for two years as a district sales 
manager for Ohio Furnace Co. in Columbus. Recently 
he was general manager for another heating and ait 
conditioning distributor in the Dayton area. 


R. D. HANSSAN (right), vice president and sales 
manager for English Brothers, discusses “Tru-Edge > THIRTY-ONE DEALER-CONTRACTORS for the Robert- 
Metimastr" machine with J. B. Ferguson (left) and 
Earl Prather (center). Machine is on display at 
English Brothers’ sales room 


son Heating and Supply Co. of Alliance, O., recently 
won free trips to Rheem Mfg. Co.'s Chicago plant for 
their sales efforts on Rheem air conditioners. Most of 
the group traveled by air plane, a few by train and 
> Encuisn Brorners Macuinery Co., Kansas City, car. After touring the factory, the dealers participated 
Mo., has been appointed a distributor of Lennox Tool in a question and answer session with the Rheem com- 
and Machine Builders’ “Tru-Edge Metlmastr” shear- pany’s sales and engineering departments, then went 
ing, forming and piercing machines. Territory to be to the Stock Yard Inn for cocktails and steak dinners. 


Pro d U ct ion B en di I] for duct sections and long, light-gauge work 
CHICAGO’ SPEED-BENDER 


e 8 feet of 24-gauge or 5 feet of 
20-gauge galvanized steel 

e Adjustable front gauges; 
disappearing pin gauges for bending 
from notches; and spring-loaded 
gauge pins to make \ -inch edge for 
Pittsburgh lock 


e Hydraulic operation 
e Foot-switch control 


e Two-position foot switch 
can be supplied for 90° bends 
and for shallow bends as in 
cross- braking 


Full particulars upon request 


EHICAGD DREIS & KRUMP MANUFACTURING CoO. 


pects a canes Press Brakes * Press Brake Dies + Straight-Side-Type Presses * Bending Brakes * Special Metal-Forming Machines 


— 


7404 South Loomis Boulevard + Chicago 36, Illinois 
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appointments... 





> FRANK P. Gippons as Ohio sales representative for 
General Filters, Inc. Mr. Gibbons, who lives in Lake- 
wood, Q.. will cover all of Ohio except the Toledo 
area. 


> WiLLiAM GasKELL as central district manager for 
the American-Standard Air Conditioning Div. In his 
new position he will be in charge of sales activities in 
an area from Michigan to eastern Tennessee, includ- 
ing upper New York State and the western half of 
Pennsylvania. Mr. Gaskell joined the division early 
in 1958 as Boston district representative. Four new 
sales representatives for the division are John Slein, 
New England area; Jan Winter, midwestern district; 
Bill Gregory, Wisconsin-Illinois territory; and Joel 
Leeson, northern New Jersey and Westchester County 
and Long Island in New York State. 


William Gaskell John |. Trimble 


> Joxwn I. TrimBLe as general manager of the Jani- 
trol Heating and Air Conditioning Div., Surface Com- 
bustion Corp. Mr. Trimble was district sales manager 
of the division’s Pittsburgh office from 1931 until 
1938 when he became manager of engineering at 
Columbus. He was named a vice president of the 
corporation in 1957. 


> JosepH A. DoNnAHUE as manager of sales promo- 
tion for Crane Co. As manager he will be responsible 
for advertising-sales promotion activities along with 
catalogs and commercial research. He previously op- 
erated the consulting firm of Donahue and Associates, 
La Salle, Ill.. and before that served as vice president 
and director of sales and advertising for General Time 
Corp., New York City. W. D. LaRue, district manager 
of the company’s mountain states area, has been pro- 
moted to the post of general manager of wholesaler 
sales. Mr. LaRue will have headquarters at the com- 
pany’s general offices in Chicago. He has been with 
the firm for 33 years. 


>» W. GLENN OsLIN as vice president and general 
manager of the Conshohocken, Pa., plant of John Wood 
Co.’s Heater and Tank Div. M. N. Mcllwain assumes 
the same position in the division’s Chicago factory. 
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3 GOOD REASONS 


why Hec*ing Dealers 
everywnere like to Sell 


tmony PRODUCTS 


« The only complete line of humidifiers 
for warm air heating systems 


a More profitable sales due to greater 
product demand 


3. Superior quality construction 


The New “ekantthe Model 711 Counter- 
Balanced Humidifier 


Here’s a sure bet to increase your 
sales and profits. The new Skuttle 
Model 711 is installed in vertical 
plenums of any warm air heating 
system easily and quickly. There’s 
no complex mechanism, operates 
with a single orifice. The Model 
711 is shipped completely assem- 
bled for do-it-yourself installation 
if desired. Complete instructions 
and template included in package. 


Write for further details on all models of Skuttle Humidifiers. 


&ykuttie Patented Vapoglas Plates 


Millions of humidifier evaporating plates 
need replacing annually. Increase your 
profits by using Skuttle No. 489 Universal 
Vapoglas Plates, designed to fit all makes 
of humidifiers. Skuttle Vapoglas Plates 
have been satisfying customers .or years. 
Get the best, install Skuttle Vapoglas 
Plates . . . copied but never equalled. 


mines -aine Electrostatic, Permanent, 
Washable, Lifetime Air Filte 


Your customers will save; you 

will profit with Skuttle-Aire per- 

manent, washable air filters for 

furnaces, central air conditioning 

systems and room coolers. Re- 

placement costs are completely 

eliminated. Easy to install, easy 

to remove for cleaning. Skuttle- 

Aire light weight filters are avail- 

able in all sizes. And they never 

need oiling. 

You can be sure your customers are getting maximum efficiency 
from any installation where Skuttle-Aire Electrostatic, Perma- 
nent, Washable, Lifetime Air Filters are used. 


@akwitle MANUFACTURING CO. 


MILFORD, MICHIGAN 


« IN CANADA: WAIT-SKUTTLE CO., OAKVILLE, ONT. 





DEFENSOR 504 HUMIDIFIERS PERMANENT FILTERS 





appointments 


(Continued) 





> Wittiam S. Cope as sales manager for Adams 
Mfg. Co. Mr. Cope was formerly with the Original 
Equipment Sales Div. of Minneapolis-Honeywell Reg- 
ulator Co. 


William S. Cope J. A. DePuy 


> J. A. DePuy as central regional manager for Minne- 
apolis-Honeywell Regulator Co. He succeeds Wesley KR. 
Moore, who is on special assignment as assistant to 
Honeywell president Paul B. Wishart. Mr. Depuy will 
supervise all sales and service activities for the com- 
pany in a six state area that includes Ohio and West 
Virginia and parts of Michigan, Pennsylvania, New 
York and Kentucky. He joined the firm in 1936 and 
has held a variety of sales and service posts. 


> Wixsur J. Priver as sales manager of the Barber 
Mfg. Co. Mr. Priver was previously associated with 
the Adams Mfg. Co., Cleveland. In his new capacity 
he will work in close cooperation with Don S. Daniels, 
who has been promoted to executive vice president. 


p> A. K. JoHNsSON as manager of Ilg Electric Ventilat- 
ing Co.’s Cleveland office. Mr. Johnson has been with 
the firm since 1947, serving first in the Chicago sales 
office and later in the Milwaukee office. J. W. Ham- 
rick Jr. has been appointed a sales representative and 
will work out of the company’s New Orleans sales 
office. Roger F. Wirant has joined the Pittsburgh 
office as a sales engineer. 


> Merrick R. Mour as a member of the staff of 
Hardesty-Favero & Co., Inc., manufacturers representa- 
tives. Mr. Mohr was previously vice president of Cur- 
tiss Distributing, Inc., Seattle warm air furnace dis- 
tributor. He will cover Washington and Oregon. 


> JoHN W. Eason as manager of the Baltimore divi- 
sion of Revere Copper and Brass Inc. Mr. Eason was 
formerly manager of aluminum industry sales in the 
New York executive office and before that was man- 
ager of aluminum sales at Baltimore. As head of the 
Baltimore division he succeeds Jack F. Croasdale who 
died suddenly on June 19. 








In the New York market 


. . - where price is 

an important factor .. . 
and rigid building 
codes exist... 

Empire Ventilators 
outsell all others. 





Empire Ventilation Equipt. Co. 


Seld thru 
leading 
wholesalers. 
See your 
jobber. 


35-39 Vernon Boulevard 
Long Island City 6, N. Y. 
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Filter 
Gast 


to 
het 
\s exoc! - - 
yon e filter?” 
+s \ ge * 
f ‘s anaetinite Y 4 out 
\as que nace © dis 
, all ae ynits - 


fit di ti on 


con 
one hole, GO second installation 
Individually packaged with display/merchandising 
counter sales carton. A foolproof filter gage that 
really works, sold on a satisfaction or money-back 
guarantee. Write for free sample and discounts. 


ee ee? Ae a | ee oe cee oo o 


P.O. BOX 373-F MICHIGAN CITY, INDIANA 


High, efficient heat 


Bench Furnaces for soldering coppers, heat- 


treating, tempering, annealing, case-hardening 


A powerful, economical bench 
furnace for any carbon steel 

tool or small metal parts / 
work. No blower is needed, © 
hence no muffle. Johnson ; 
patented curved hood forces 
return blast over work. 
Equipped with baffle plate, 

shut off valve and pilot light. 7 
Firebox 334” by 442” by 5%” @ 
13,000 BTUs per hour P 
per burner. 


Ne. 118 Combination 

Ideal for all around shop use. 
Has 22-lb. capacity melting 
pot for soft metals such as 
Jead and babbitt. Shelf in 
rear of firebox supports and 
protects points of soldering 
coppers. Johnson patented 
curved hood. Refractory lined 
firebox 614” by 5” by 6%”. 
13,000 BTUs per hour per 
burner. Baffle plate maintains 
heat and even temperature. 


Write today for free Johnson Catalog 


Johnsen Gas Appliance Company ta burns gas () ook to Johason 
580 E Avenue NW, Cedar Rapids, lowa Since 1908 


SRL MT ea: 
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New ANEMOTHERM 
AIR METER gives you 


Air Velocity 
Air Temperature 
Static Pressure 


with 


PEK SKM EXYK TKK OXM) 


ease 


The new model 60 Anemotherm Air Meter helps you 
balance heating, ventilating and air conditioning sys- 
tems the modern pushbutton way. It puts air velocity, 
air temperature and static pressure at your fingertips 
... pays for itself through time saved on only one 
major job. e Write for Bulletin 55 giving all 


essential data. 
ac 13368 


ANEMOSTAT CORPORATION OF AMERICA 


10 EAST 39th STREET, NEW YORK 16, N. Y 


NOW! BUY ONE PULLMAX MACHINE 


Louver Cutting 
Now you can do all this work on 
one machine—save time, labor and 
material as well as expensive die 
costs. Cuts mild steel up to 13/32”. 
8 sizes of machines to choose from. 


Irregular or Freehand 


Write for demonstration. 


We'll send a Pullmax demon- 
strator to your plant. Just tell 
us when. 


1émm Sound Movie Available ~ 
Slot Cutting 


Write for Free catalog on Metalworking Ideas Joggling or Offsetting 


[**. g 
PU RT PRD Lea inside Savore Cutting 
Graal 


Straight Cutting 


C) 
Circle Cutting 


2495 N. Sheffield Ave., Chicago 14, Illinois 








Obituaries 


Sol Wolpert and in 1944 was appointed branch manager. He is 

survived by his wife and two sons. 
Sot WoLrert, manager of the Chicago branch of Na- 
tional-U. S. Radiator Corp., died June 7, 1959. Mr. 
Wolpert joined the United States Radiator Corp., a Harry G. Cross, Waterman-Waterbury Co., died July 
company predecessor, in 1931 at its Minneapolis 2. 1959, following a long illness. Mr. Cross, founder of 


branch. Transferred to the Chicago branch 14 years the company, was chairman of the board at the time 


Harry ©. Cross 


later, he was named assistant branch manager in 1929 of his death. 











CLIP 
PUNCH > 


For fastening slips 
7 or seams on ducts. 
Will push a “half 
moon’’ thu 3 


— -- - thicknesses of 18- 
SWIVEL HEAD SQUEEZER TONGS ~ eae tame. 
For closing Government box lock connection on 

duct work and ali standing seams. Swivel head 
makes tongs usable on ali four sides, in 
either vertical or horizontal position 


ing out to fasten 
slip to the duct. 


for a complete CLEAT DRIVE NOTCHER > , SOLDERING 
line of HANDY Handies up to 3” wide, 22 ga OUTFIT > 
TOOLS AND or lighter. Hand or foot opera- 


tion. Mounts on bench, or on Will give you hot soldering iron 
EQUIPMENT job with clamps, or bolts and in one minute—Solders eight 


screws. aes «hours for 10c—Right amount of 


«+ 800 “ 
P.O. Box 5035 heat—No changing of irons— 
REINER & CAMPBELL (O., INC. «-. ~ 3 Shahan 
er e Newark 5, .N.J. and carbide 











4“ g, |in individual 
floret | cartons! 
AIR VELOCITY | 

Take rennet: of | SCHAEFER 

checking the operation of 

forced air heating, cooling 


and ventilating installa- 
tions. Use it to: 


4 Check air fl is- | 
beg apliias Gitaeen, No more pricked fingers or danger from rusted bristles. 


\ convectors, Easier to display, merchandise and handle. 
Spot objectionable air Longer-wearing SILVER-BRITE RUSTPROOF WIRE or Black 
movements in rooms. Tempered Wire. 
¢ Detect leaks around Every Carton clearly marked as to number, shape, size or 
doors and windows. specifications. 
4 Check air flow in display | Each and every brush in its own carton insures clean stock 
cases, reach-in refrigera- and eliminates re-wrapping. 
tors, walk-in coolers, etc. @ There's a correct Schaefer Brush for every industrial and 
$12 90 The ideal pocket-size air velocity indicator; domestic use. 
a direct-reading; can be used for checking air in . ons —" P 
flow through openings as small as 4” in Schaefer’s special alloy “Silver-Brite” rustpoof spring steel 
FACTORY NET diameter. Range 0-1000 ft./min. Supplied wire has been developed for longer wear, more effective 


with pocket case. cleaning. Here's extra value, extra satisfaction in any brush 
BACHARACH INDUSTRIAL INSTRUMENT CO. and each is individually packaged for easier handling. 
200 N. BRADDOCK AVE. ¢ PITTSBURGH 8, PA. 


RUSH details on FLORET Air Velocity Indicator to NO incrE 


P 
as IN 
— _— 7 - _ SCHAEFER Catalog 


I tices ctitinmnsatate Si acest SCHAEFER BRUSH MFG. CO. ‘ ake enacé: Groshes 

STREET ADDRESS or information on an 
: eoticad 117 West Walker St. si ushesies 

CITYSSTATE. 


Milwaukee 4, Wisconsin 
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(echhad GUTTER GUARDS 


num molding. 


Wow - BOTH AVAILABLE FROM ONE RELIABLE SOURCE! 


eet eeeeeeeeeeeeeeeeeeeee © 


Snap-On ithe quality all 
purpose GUTTER GUARD, 
with the rust proof alumi- 





Guard. 


BIRDS NESTS, BALLS 
%& EASILY INSTALLED 





lemb tol, the low price 


economy roll type Gutter 


te KEEPS OUT LEAVES, BRANCHES, ITE JOBBER OR WRITE US FOR 





ORDER FROM YOUR FAVOR- 
FULL INFORMATION, DETAILS 





LOCKHART MFG. CORP. 


Nationally Advertised 6350 E. DAVISON © DETROIT 12, MICH 





Model 
C-85-FB 
OIL-FIRED 
85,000 Btu 
Output 


ify 


Get the complete story .. . 


CALL, WRITE OR WIRE NOW: 


FLOOR FURNACE 
with a FILTER 


ONLY G/A HAS THESE ADVANTAGES 


30” HIGH .. . 16%” below joist. 
INSULATED JACKET 

CIRCULATED, FILTERED AIR 

QUIET OPERATION 

RETURN AIR OPENING... 

to facilitate a return-duct if used. 
EASY ACCESS... 

for filter removal or furnace service 


from top. 
@ PRE-ASSEMBLED & WIRED 


GENERAL AUTOMATIC PRODUCTS 
CORPORATION 
2300 Sinclair Lane 
Baltimore 13, Md. 
EAstern 7-7703 











PERFORATED METALS :=- 


FOR EVERY INDUSTRIAL USE 


The ‘‘Ornamental’’ light-gauge designs here 
illustrated are only a few of the many you 
can choose from in our new Catalog 39 and 
we are always pleased to quote on original side 
designs or special work of any kind. 

For larger unit-openings, using metals up to 
ly,” in thickness, we offer a wide variety of 
equally attractive designs in our Catalog 36 
on Diamond Architectural Grilles. 

Send us your blueprints. We are equipped 
to fabricate special sections to any desired 
extent and welcome opportunities to make 
money-saving suggestions. 


DIAMOND MANUFACTURING CO. 
Box 34..WYOMING PENNA. 


(Wilkes-Barre Area) 
4 HIGHEST P 
Sales Representatives in_all principal cities. gyauty DELIVERY 
Consult Your Classified Telephone Directory. 





ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 


If you don’t bave catalog K, send for it NOW 
MILLER & DOING 


89 ADAMS STREET BROOKLYN, N.Y. 











CLASSIFIED 


ADVERTISING 


Classified Section: Rates for classified advertising are 12 cents for 
each word, including heading and address. One inch $6.00. Count 
nine words for keyed address. Minimum $2.00 for each insertion. 





Address Changing? 
Tell Us At ONCE! 


A postal regulation relating to 


the handling of undelivered mail 





1% SITUATIONS OPEN 


MIDWEST Furnace Manufacturer has 


salesmen. One to cover Ohio, one 


Apply Key 1159, American 
Ave., Chicago 2, I! 


Superintendent for general sheet meta 
west location, 100,000 population 
in architectural sheet metal, mechanica 


and custom stainless fabricatior 
count of experience Reply 
Artisan, 6 N. Michigan Ave., Cr 


1% AGENTS WANTED 


Key 1158 


opening for two 
over Michigar 


. Michia 
\ Michiga 


| shop. Middle 


could result in some issues of 


A SITUATIONS OPEN pt oe ee ee 


away instead of being returned to 





ye Qualified 


mplete at FOR A CCESSF 


If you are at present a 


MANUFACTURER’s REPRESENTATIVE—Wanted to sell sales management execu 


gun-type oi! floor furnaces. Exce 


—requires little time—just norms 
all parts of United States 
General Automatic Products 

Lane, Baltimore 13, Md 


agents contacting engineers and 
511 North State, Syracuse, New York 


ent 


pecia e 


where for promotion and 


the ages of 30 and 45 


architects. Syra organization. We will prov 


the extent necessary. Lib 


missions. Give details of 














opportunity for 


this long established, progressive triple A, national 


Walter H. Wuerdeman of The Williamson Com- 
Buy AND HOLD pany 3500 Madison Road, Cincinnati 9, Ohio 
U.S. SAVINGS BONDS 


us — as they have been in the past 
— for remailing to your new or 


correct address. 


sheet meta OPPORTUNITY OF A LIFETIME To avoid missing any issue of 


L SALESMAN American Artisan it is more im- 


portant than ever to report both 
your new and old address to us 


ee ee and your post office. Deadline is 
Sl: ieeedie rata alee the 18th of the preceding month 
the right man between for the next issue. Send changes — 
to build a future with and new local postal delivery zone 


== €> 
ide intensive training to 


eral draw against Cor 


your experience to Mr AMERICAN ARTISAN 
6 N. Michigan Ave., 
CHICAGO 2, ILL. 
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SERVICE SECTION 


Rates for display space in the Service Section are $12.00 
per inch per insertion. One-inch minimum space accepted. 


Closing date — twentieth of the month preceding issue. 





FLOAT VALVES for | 


P Evaporetive Coolers, Poultry 
% Troughs, etc 


Operates in 1” of water. 
DAN MOREY 


814 S$. Rebertson 
los Angeles 35, Colif. 





CUT INSTALLATION TIME 
KWIKHANGER 


Hammer knife 
edges into joist, / 
pick up pipe \ 
and strap it in. 
Fits 4" through 


JoA vent-onae 
L 
Tighten two bolts like a 
» ce ae a» Grawband on class B vent 
>t 5 ,, 6 7 Nail to subfloor or ceiling 
8”, 10”, 12 Automatic 1” fire clearance 
Dealer, Wholesalers, Agents, write 


LANE SHEET METAL, INC 
c/o Herb Gibson 
5634 E. Glenmoor Rd., Hopkins, Minn. 











I'm walking 


Just had my annual medical check- 
up. (Smart move.) I'm making out 
a check to the American Cancer 
Society, right now—that’s a smart 
move, too. 


Guard your family! 
Fight cancer with 
a checkup and a check! 


i AMERICAN CANCER SOCIETY 
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Ceutrab-West kas it! 


PEXTO CHICAGO 
Hond Brakes 
Press Brakes 


ANY TYPE, ANY SIZE 
Rotary Machines SMITH 


SHEET METAL ws 
MACHINES “228-—~ 
1001S “=. EE 


LOCKFORMER 
COMPLETE LINE OF SHEET METAL & VENTILATING SUPPLIES 


Pittsburgh Machines 
CENTRAL-WEST MACHINERY CO. 


Cleat Machines 
335 S. WESTERN AVE 


BLACK & DECKER 
Electric Tools 

WYSONG & MILES 

SAVAGE Power Square Sheers 


Band Sews 


FREE catalog! 


CHICAGO 12 


PHONE: HAymarkect 11-0900 





trademark E 


SOLVES THE PROBLEMS 
OF FORCED AIR HEATING! 
automatically regulates blower speeds 
Send for FREE illustrated brochure 


B NATIONAL MODULATION CO. 2730 N. Hy. 61, St. Paul 9, Minn. 
BT TT Leelatetaaelaean 


ru at mt mg 








MONMOUTH. 


V AIR Loss HUMIDIFIERS 


JV AIR 


DISTRIBUTION 


IN 30 SECONDS 


Write for descriptive 
literature, prices and 
discounts. Effective 

contro! of humidity is positively 

assured by installing Monmouth Humidifiers. Simple 
installation and greater custemer satisfaction mean 
larger profits 
CLEVELAND HUMIDIFIER CO. 
7802 Wede Perk Ave. Clovelend 3, Obie 


SO SOFT RUBBER 
KNEE PROTECTORS 
EVERY ROOFER SHOULD 
HAVE A PAIR. 
PRICE $2.50. 
ORDER YOURS TODAY. 


SMOKE CANDLES 


Write Today For Catalog 


Kilgore, Inc., Westerville, Ohio JOHNSON 








LADDER SHOE CO. 





EAU CLAIRE, WIS. 





Get Your FREE COPY of this Ask your H&C Jobber for a copy of the new 


METLVENT Catalog. It contains complete information 


R BL ] A BLE GUI DE on the finest, easiest to install and perfectly safe 


double-wall, air insulated pipe and fittings for venting 

all gas-fired heating equipment and water heaters 
to the BEST ... also detailed and thoroughly practical installation 

instructions. You'll quickly discover that this line 


(s AS VENT PIPE offers not only quicker, easier and better installations 


but worthwhile savings and better service resulting 


& FITTINGS! from our large scale production and central location. 


Don't delay, see your H&C Jobber soon. 


be 


wEMaee 


~w = 
N HART & COOLEY ‘ss 
ANUFACTURING COMPANY 


SO@ EAST EIGHTH ST. © HOLLAND, MICHIGAN 
IN CANADA: HART AND COOLEY MANUFACTURING CO., FORT ERIE, ONTARI® 
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... and we mean the costly delays and 
BIG | BKADAC ad irritations that arise from not having the right 
registers, grilles and diffusers just when you 


COMMON to need them mest, 
the RUSH SEASON 


2 Let your Jobber know, NOW, as nearly as 


you can, what your requirements will be. 


Be sure you deal with an H&C Jobber. 
He goes all-out to maintain adequate stocks; and 
we back him with high level, continuous production 
and huge stocks at the factory for prompt delivery. 
But no one can determine your requirements but 
_ yourself. How about seeing your H&C Jobber soon? 
(eR By so doing you will make sure of having the ideal 
hep Reset Pibcibes sana ee ae registers, grilles and diffusers for each and every job 
15 fs flush type. ADAPTER SQUARES. to right when you need them. The H&C line is 
match acoustical tile ceilings available. outstanding for both quality and completeness and 
ss we es: 


No. 411 FLOOR DIF- 
FUSAIRE with opposed 
(4” and 6” widths) Maintains air pattern 
regardless of volume. 


ese ee ee 
weer eee rr 
| waseewenee 





No. 462 — PERIMETER 

BASEBOARD DIFFUSAIRE. Gives con- 

stant air pattern regardless of volume. 2’ and 4’ 
units. Matching intake: No. 472 


“ No. 74— One of three series of No. 401 — PERIMETER SIDEWALL DIF- 
excellent air conditioning Registers and FUSAIRE. Blankets wall of average room. Has 
Grilles for inside wall installations. volume contro! valve. 








HART & COOLEY “Se 
MANUFACTURING COMPANY 


500 EAST EIGHTH ST. © HOLLAND, MICHIGAN 
IN CANADA: HART AND COO 


LEY MANUFACTURING CO., FORT ERIE, ONTARIO 





: ier it 


Century Helps You To Become 
Better Known in Your Community- 


Selling you as the best qualified, most dependable 
heating and air conditioning dealer in your 
community is Century’s way of putting first things 
first—selling your skill and reliability first, 

with only a casual mention of Century. 


We put you in the headlines! Local newspaper ads, 
direct mail, radio and TV spots emphasize 
your ability in engineering .. . in installation 

. . in service! 
But get the full story on this co-op plan that’s 
different. Mail the coupon today for the exciting 
7-minute story on how Century helps build you as 
the /eader in your community . . . how Century 
helps you make and keep a profit .. . and helps you 
sell them all from one complete line. 


| 





on 
Jerry Johnson, Sales Manager 
Century Engineering Corporation 
Cedar Rapids, lowa 


Sure, I'll look and listen for 7 minutes. 


COMPANY 
ADDRESS 


CITY “STATE 
‘| Contractor [_] Wholesaler [_] Mfgrs. Rep. 





